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Display in window of downtown store of Lundy Lumber Co., Williamsport, Pa. [Story on page 33] 


Isn’t the Central Idea—of the 
Broom and Cobweb—a “Peach” ? 
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"OUT WHERE THE WHITE PINE GROWS" 
1 








PINE 


ONE FULL HOUR 
AHEAD OF SPOKANE! 


To give your “Duffy” inquiries 
and orders one full hour's pre- 


cedence — and to assure you 
faster and more efficient service 
—the Duffy organization, on 
April 27th, adopted the "Day- 
light Saving" mn ... We're 
now one full hour ahead of 
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CALIFORNIA SUGAR 


PINE 


Spokane — one hour earlier in 
getting action on your inquiries 
and a sae we'd very 
much like to be even earlier 
than that in inviting you to send them to us. 


DUFFY 


LUMBER CO. 
SPOKANE. WASH. 


Exclusive Sales Agents: Hot 
Springs Lumber Co., Hot 
Springs, Mont., Manufac- 
turers of High Altitude Soft 
Textured Pondosa Pine. 
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Money Making 
KITCHEN MAID 
Built in Kitchen Units 


The day of the mill work carpenter built shelf and 
closet is past. Modern buildings and homes are being 
equipped with up-to-date (cabinet made) standardized 
kitchen units. 


The makers of Kitchen Maid originated the idea, and 
offer exclusive advantages not obtainable in imitations. 
The architects, builders, and home builders to whom 
you are selling building material, demand up-to-date 
kitchen equipment. Why make them go elsewhere when 
you are the logical man to profit from the sale? You 
should be selling them. 

Kitchen Maid units come in various finishes to suit any 
decorative scheme. There is a unit for every kitchen 
need. They may be used singly or in combination to fit 
every requirement. 

Write for the catalogue of Kitchen Maid Standard 
Unit Systems . . . the added profit line for you. 
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Cea paper was the original use for 
Sisalkraft and still is probably the largest 
single application. Newer and more novel mar- 
kets may have attracted the attention of some 


dealers away from this good old stand-by. 
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There is every reason, however, for selling 


Sisalkraft with every order for sheathing. It is 


economical in place, does not tear or puncture 


in application, and assures the owner perma- 


nent protection. 


You not only make a sale but you make a \ 
friend when you start a man to using Sisal- 
kraft for sheathing paper. We have envelope 
stuffers printed on 
trated sheets showing this use. Such literature [ 
will help boost ame sheathing paper profits. if 


It is yours for t 


e asking. 
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isalkraft and new illus- 


THE SISALKRAFT CO. 


205 W. Wacker Drive (Canal Station) Chicago, Ill. 


55 New Montgomery St., San Francisco, Calif. 


55 W. 42nd St., New York City 





NORTHWEST 


The John Leslie Paper Co. 
Minneapolis, Minn. 


NEW ENGLAND 
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. ae $s TS Whitney Bros., Inc. 
ae ise ees ts 34-36-38 Farnsworth St., Boston, Mass. 
CANADA | 
B Alexander Murray & Company, Limited | 
Montreal, Toronto, Saint John, N. B. 
A Halifax, Winnipeg and Vancouver 
(A) Kraft Paper 
(B) Asphaltum OTHER USES FOR 
C) Crossed Sisal Fib y 
| THIS ALL-PURPOSE PAPER 








Floor lining 

Under roofing 
(applied in step) 

Curing cement 
floors 

Curing and cover- 
ing sidewalks, 
driveways, ete. 

Temporary parti- 
tions during 
alterations 
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“LP A NN ce 


Windbreaks and 
closing-in 
Protecting all fin- 
ished floors, 
stairways, trim, 
marble columns, 
terra cotta, etc. 
Bond breaker in 
terrazzo floors 
Behind wood pan- 


eling 


Construction 
shanties 


Lining walls in all 
types of poultry 
houses, in hog 
houses, dairy 
barns, mil 
houses, etc. 


Covering hay- 
stacks and im- 
plements 


Lining stock cars 


Covering screen 
doors and house 
foundations 


Lining silos built 
of slat fencing 
Wagon covers 


Covering tennis 
courts 


Lining coal bins 


AL 7-25 Gray 
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Wood’s Adaptability Multiplies Sales 
Opportunities 


NTERPRISE in business consists 
FE largely in discovering new uses 

for old materials or introducing 
old materials into new fields. Research 
in its various forms has come to exert 
so powerful an influence upon com- 
merce and industry that no business 
man can afford to leave it out of ac- 
count. But research of the sort that 
requires laboratories and forces of 
scientists is not the only kind that is 
exerting a powerful influence upon 
business. There is the kind of re- 
search that requires no technical edu- 
cation, no laboratory and but little 
special equipment that is not possessed 
by the average intelligent business 
man. 

There was a time not many years 
ago when many lumbermen bewailed 
the fact that their product lacked such 
distinctiveness as would lend itself to 
advertising and to other forms of ex- 
ploitation. Fortunately, all lumber- 
men did not think that way about their 
product, and instead of contenting 
themselves with the reiteration of the 
belief that “lumber is just lumber” 
they have converted their trees into 
distinctive products that are decidedly 
something more than “just lumber”; 
and for their reward they have an in- 
creased appreciation and a broadening 
market for their product. 

No individual manufacturer or mer- 
chant is immune to or secure from the 
influences of competition in some of its 
aspects, and the only effective defense 
against competition is business enter- 
prise. Not only every business insti- 
tution but every industry, if it is to 
survive, must at least keep abreast of 
its rivals in enterprise. Research, in- 
vention, imitation and substitution are 
open to all who desire to use them 
in furthering their interests, and there 
is no fence that can be built so high 
as to keep them out of any field or any 
market. 

It would be idle to deny that lumber 
has lost some ground; that it has been 
supplanted in some uses where it for- 
merly reigned almost supreme. But 
it would be just as idle to disregard 
the gains that wood has made. The 
vast increase in the manufacture and 
the multiplication of uses of plywood 
certainly can be counted as gains for 
the lumber industry. The carrying of 
processes of manufacture at sawmill 
and planing mill far beyond the pro- 
duction of rough lumber is a logical 


advancement. The packaging of trim, 
of flooring and other refined products 
of wood exemplify intelligent mer- 
chandising. Every step that diversi- 
fies and distinguishes the qualities of 
wood and that puts into the hands of 
the user a more perfect wood product 
is commendable enterprise. 

Though the various branches of the 
lumber industry are largely indepen- 
dent of one another in a financial sense, 
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there is not only advantage in but ne. 
cessity for co-operation among them, 
All must work together for the ad. 
vancement of the entire industry. This 
means, of course, that there must be 
quick response in each branch to all 
enterprise displayed by others. Ip 
this way only can enterprise be made 
effective. When the retailer discovers 
a means of extending the market for 
wood he deserves and should have the 
aid of the manufacturer in catering to 
it. Likewise, when the manufacturer 
turns out a new wood product that 
offers sales opportunities the dealer 
should be quick to aid in marketing it, 


The Moratorium and Recovery from 
the Depression 


HEN ALL reasonable allow- 
WW ance has been made for the 
benefit that the moratorium 
will confer upon the business world, 
the fact must still be admitted that the 
mere postponement of payment of 
enormous debts owing by govern- 
ments to one another will not solve 
all the fiscal problems of the industrial 
and commercial world. It will still be 
necessary for the captains of industry 
to exert their utmost energies and 
bring into action all their enterprise if 
trade and industry ultimately are to 
be brought back to their normal con- 
dition. 

There is sound reason for believing 
that from the viewpoint of the indi- 
vidual too much emphasis has been 
placed upon the world aspects of the 
current depression. For despite the 
commercial interdependence of nations 
and peoples, it is nevertheless true that 
in a large measure each individual per- 
son and each industry must work out 
its own salvation. Certainly, no 
greater mistake could be made by any 
industry than that of looking wholly 
to forces and influences from without 
for the solution of its internal prob- 
lems and for the establishment of its 
internal policies and programs. 

Recent conferences of representa- 
tives of the lumber industry have 
shown that lumbermen have enough 
work in behalf of the industry cut out 
for them to engage their best energies 
and their keenest intelligence for 
months if not for years. Lumbermen 
have found within their own industry 
enough that is not right to impose 
burdensome handicaps on the produc- 
tion and marketing of wood. While 
some of the handicaps under which the 


industry is laboring can not be re- 
moved without outside help, it is evi- 
dent that the initiative in most cases 
must come from within the industry. 

When business is moving along on 
its own momentum and when owing 
to general prosperity it is relatively 
easy to conduct a business profitably, 
there is little stimulus to enterprise and 
efficiency. Under such conditions lax- 
ity and procrastination do not bring 
immediately the penalties that they 
inflict when the forces of depression 
begin to exert themselves. It is dur- 
ing depression that practices are scrut- 
inized, that defects are disclosed, that 
complaints are registered and _ that 
remedies are sought. The lumber in- 
dustry has for many months been go- 
ing through this self-examination and 
self-analysis. 

It is well known that when things 
do not go right in a department of an 
individual business, in a branch of an 
industry or in the industry as a whole, 
the first temptation is to find an alibi 
or an excuse. It would be a sorry 
thing for the lumber industry or for 
any individual within it to see in world 
conditions the sole cause of his own 
predicament. In that view he is prac- 
tically helpless; whereas, if he sub- 
jects his own methods to analysis he 
is apt to find both room and oppor- 
tunity for improvement through his 
own efforts. When each lumberman 
and when the lumber industry as a 
whole have done all that can be done 
to put the industry upon a sound basis 
and when the industry accepts its most 
enterprising leadership in matters of 
general concern, the outcome of the 
moratorium will be of less significance 
to lumbermen. 
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AMERICAN LUMBERMAN 


Dull Period May Be Used to Improve 
Sawmill Equipment 


T THE Sawmill Engineering Con- 
ference held some time ago, 
Thomas E. Griffiths, superinten- 

dent of Stimson Mills Co., Seattle, 
Wash., said: “A sawmill as built 10 
or 15 years ago is obsolete today. It 
should be modernized or junked, as it 
can not compete with mills utilizing 
the newest machines and practices.” 
Mr. Griffiths in an address, extracts 
from which were published on pages 36 
and 37 of the AMERICAN LUMBERMAN of 
last week, discussed sawmill efficiency 
and related matters. Certainly, dur- 
ing the last 15 years new industries 
have come into existence or have 
achieved first rank during that per- 
iod, and some of them have succeeded 
at the expense of the lumber industry. 

As illustrating the effect of manag- 
erial policies with respect to moderni- 
zation upon industrial success the fol- 
lowing story is told as an actual fact: 
An executive in one of the major in- 
dustries (not lumbering), finding his 
own business in a very unsatisfactory 
condition, was curious to know 


whether his case was exceptional. He 
therefore made a personal investiga- 
tion, in the course of which he met 
an industrial engineer employed in an- 
other major industry (not lumbering). 
From what the engineer told him the 
investigator concluded that this indus- 
try was positively the worst off. 

Quite naturally, the investigator 
asked the engineer why the great in- 
dustry in which he was engaged was 
in such a deplorable condition. The 
answer was that members of the in- 
dustry were manufacturing their prod- 
uct in the same way and with the same 
type of equipment as had been in use 
for 40 years. He said: “There is a 
better way to manufacture this mate- 
rial and I have designed new equip- 
ment that will greatly reduce the costs 
of manufacture, but the producers will 
have to rebuild their plants in accor- 
dance with modern methods and fa- 
cilities.” 

Recognizing in the situation as pre- 
sented by the engineer an opportunity 
to secure some business for his own 
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concern, the investigator said to the 
engineer: “How would you like to 
work for me, to design some of this 
equipment and sell it to this industry?” 
The engineer said he would be glad 
of the opportunity. The upshot of the 
matter was that the bargain was con- 
cluded. The engineer has designed 
the equipment for which his new em- 
ployer supplied the material, and he 
has already sold two of the large plants 
the new machinery. As a consequence, 
the business of his new employer has 
begun to prosper. 

The assertion often has been made 
in recent years that lumber manufac- 
turers have concentrated on produc- 
tion to the neglect of merchandising. 
It appears, however, that there is a 
possibility that all practicable econo- 
mies have not been introduced in lum- 
ber manufacturing plants. Of course, 
as Mr. Griffiths has said, the obsolete 
plant can not compete with the latest 
and most efficient plant. It is also 
true that the lumber industry as a 
whole can not, if it is inefficient in pro- 
duction, compete with industries that 
offer alternative materials at lower 
prices because of lower production 
costs made possible by manufacturing 
efficiency. 





Inland Empire and California 


Pine Men Confer 


[Special telegram to AMERICAN LUMBERMAN] 

KLAMATH FALLS, Ore., July 23. — Approxi- 
mately seventy-five lumber manufacturers repre- 
senting a very large percentage of the soft pine 
production of the intermountain district from 
New Mexico to Montana, and including Cali- 
fornia, Oregon, Washington and Idaho, began a 
two days’ business meeting here yesterday. The 
principal wood species embraced in this large 
territory is Pinus Ponderosa, known generally 
in the north as Pondosa pine, and in the south- 
ern part of the district sold for many years 
under the trade name California white pine. 

In this district there are two lumber trade as- 
sociations, the Western Pine Manufacturers’ 
Association, with offices in Portland, and the 
California White & Sugar Pine Manufacturers’ 
Association, with headquarters in San Fran- 
Cisco, 

The prime object of the gathering of all west- 
ern pine operators here is to form one big as- 
sociation embracing all of the district produc- 
ing lumber of this same species. The majority 
sentiment, as expressed yesterday, favors one 
organization. However, there are various de- 
tails and differences that are hard to co-ordi- 
nate. The biggest stumbling block is the choice 
of a common trade name for the product of the 
entire district. A representative committee is 
working on the details of the proposed organ- 
ization and the adoption of a new name. 

As the gathering is one of the most repre- 
sentative held in this district for many years, 


it is expected that much constructive good will 
be accomplished. Klamath Falls, one of the 
greatest manufacturing centers in the district, 
through its local lumbermen has provided hos- 
pitality and entertainment in generous measure. 

Harold Mortenson, Pelican Bay Lumber Co., 
Klamath Falls, opened the meeting and wel- 
comed the visitors to the city. Raymond B. 
White, Exchange Sawmills Sales Co., Kansas 
City, was elected chairman. 





Texas City Builds Many Homes 
as Population Grows 


Houston, TEXx., July 20.—-Houston, noted for 
its many beautiful residences, ranging from the 
modern bungalow to the old-fashioned southern 
mansion, continues its fast .pace of residential 
construction. Despite the depression, a total of 
870 dwellings have been constructed in Hous- 
ton since the first of the year. Total build- 
ing permits for the year to date are $6,682,388. 
Of this amount $4,701,226 was spent for new 
homes. 

The rapid expansion of Houston in popula- 
tion has been the main factor in residential con- 
struction. It is the consensus of local realtors 
that the city is not over-built from a resi- 
dential standpoint. So the building of homes 
in Houston has gone on at a healthy rate, de- 
spite the general slackening of business due to 
the depression. 

In 1920, Houston had only a population of 
138,246. The 1930 census placed the city’s 
population at 292,253. Despite this rapid gain 
in population, the city has never experienced a 
“building boom” that would result in over-con- 
struction. Such being the case, many persons 
in the city are taking advantage of lower build- 
ing rates to construct homes. 


Construction Costs Continue to 
Decline 


According to a recent bulletin of the National 
Association of Real Estate Boards, construc- 
tion costs are now down for all types of build- 
ing, but a warning is issued that these low 
levels may not continue. A recent Department 
of Labor report shows a decrease in June of 
19.5 percent in estimated costs of structures 
covered by building permits issued in 342 of the 
larger cities of the country, as compared with 
April. Residential building costs dropped 18 
percent in June from the April level. 

A survey just recently completed by the 
Engineering News Record on building trades 
wage scales shows a 14 to 27 percent decline 
below scale throughout the country. The sur- 
vey indicates that, at average, actual wages 
received are 17 percent below scale for car- 
penters and bricklayers; 16 percent for plas- 
terers; 14 percent for iron workers, and 27 
percent for common laborers. With this de- 
cline in labor costs and the substantial reduc- 
tions made in material prices, prospective home 
builders probably will never find a more favor- 
able time in which to build than now. 





San Francisco Building Gains 
Over Last Year 


San Francisco, CAwtr., July 18. — Lumber- 
men generally see improvement indicated, as 
construction in the San Francisco metropolitan 
area continues to increase. Official figures for 
June are not yet available, but the report for 
May of the research department of the San 
Francisco Chamber of Commerce shows a gain 
in non-residential construction of 337 percent 
over April, and of 18 percent over May of last 
year. Residential construction gained 22 per- 


cent over April, and 18 percent over May last 
year. 
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QUERY AND COMMENT 


Vich Von Iss Svenska? 


AMERICAN LUMBERMAN: I have just 
copy of the July 18 issue of the 
LUMBERMAN and wish to take ex- 
ception to the article appearing on page 39 
captioned “Vich Von of Us Iss Really in Das 
Har Sawmill Beezness?” This is the second 
article of this nature that has appeared in 
your magazine within the last several weeks, 
apparently enlarging on the efforts of one of 


EDITOR 
received a 
AMERICAN 


my countrymen twisting his naturally melo- 
dious native tongue into the hard cold non- 
rhythmic phrases of the American language. 

A Swede talking in the American language 
does not say “‘beezness.” He says “bissness.” 
If he is a good Swede he does not say “lum- 
ber” but “lumper.” For example, I wish to 
take the liberty of re-writing the first and 
second sentences in the fourth paragraph of 
the article in question: 

“Das is de vay das hair lumper bissness 
disease starting. To start vit ay have sax 
tuson dollars ($6,000) cash money in de bank 
(not benk) an das de time ay have planty 
time to valk by de bank and de prassident 
and casheer and some times dat halper, vat 
you call taller, come ot and shakin hans vit 
me—Yas siree, by yimminy, das is vot he 
don alrite.” 

I hope that I have corrected an erroneous 
impression that appears to have prevailed 
about my RISBERG. 


countrymen.—L, C. 


By Yiminey It Make Him Seek 


The writer is still sick from laughing 


about “Vich Von of Us Iss Realy in das har 
Sawmill Beezness?” It is so true that it is 
good. 


Could we get 15 or 20 copies of this letter? 
If so, please send them to us with your bill. 
—E. H BROUGHTON, PRESIDENT, Krueger- 
Broughton Lumber Co., Minneapolis, Minn. 


Milk Houses Required by State Laws 


We are anxious to get information relative 
to milk houses, such as the laws of some 
of the States throughout the central West 
require; namely, Indiana, for one. 

What we would like to know is what other 
States have such requirements, or if you 
know what States are contemplating passing 
such statutes. 

If you do not have this information, would 
it be possible for you to refer us to some- 
one who might have it?—INQuiIrRY No. 2,665. 

[This inquiry comes from an Illinois con- 
cern. The inquirer has been given the name of 
one institution that may be able to supply him, 
or secure for him, some information that will 
be helpful. The inquiry is published with the 
hope that some of the readers of the AMERICAN 
LUMBERMAN may be able to give the informa- 
tion itself or sources of information required. 
The name of the inquirer will be furnished on 
request.—EDIToR. | 


Board Foot Vs. Square Foot in Ads. 


We use the local newspapers in connection 
with the advertising of our lumber and build- 
ing materials. Recently we have had some 
controversy with the Better Business Bureau 
of this city. The Better Busines Bureau con- 
tends that we should make reference to board 
feet measure, instead of square feet measure 
in our advertisements. 

We should like for you to let us know what 
terms are usually used when advertising lum- 
ber for sale. We would appreciate an early 
reply.—INQUIRY No. 2,668. 

[The foregoing request is made by a large 
southern retail concern. In the advertising of 
lumbermen directed to lumbermen, it is be- 
lieved, the term board foot is almost invariably 
applied to lumber. So far as has been ob- 
served, the same is generally true of the adver- 
tising of retail lumber dealers directed to the 
public, 

Of course, a square foot is surface measure 
and, strictly interpreted, the term can have no 
application to thickness; whereas, the term, 
board foot, strictly applied, means a piece of 


lumber 12 inches square and one inch thick. 
Surface measure has a wide application; board 
measure is restricted to lumber. Ostensibly or 
nominally, as already stated, the surface area 
of a board foot is identical with that of a square 
foot. As a matter of fact, however, under the 
American Lumber Standards a so called board 
foot of a common 12-inch yard board is 12 
inches long by 11% inches wide by 25/32-inch 
thick. Similar variations occur in other nominal 
sizes. 

From the foregoing it is plain that, for ex- 
ample, the superficial areas of common yard 
lumber sizes are not identical with surface 
measures expressed in either board feet or 
square feet. Strictly interpreted the term “100 
square feet of lumber” means lumber with a 
superficial area of 100 square feet, which in 
some cases might be more than 100 board feet. 

It is probable that many if not most lay- 
men, that is, persons outside the lumber indus- 
try, confuse board feet with square feet, despite 
the fact that the square foot is a superficial 
measurement that takes no account of thickness, 
as does the board foot. 

In advertising, the use of either board feet 
or square feet is apt to cause confusion and 
misunderstanding. This fact is exemplified by 
a current advertisement of a Chicago depart- 
ment store, which priced oak flooring in 
“square feet” but explained that more “square 
feet” of flooring. would be needed than the 
actual superficial area in square feet to be 
covered, 

Perhaps it may be assumed that the average 
layman generally wishes to know the cost of 
enough lumber to do a given job, rather than 
the number of board feet or the price by the 
thousand board feet. Acting on this assump- 


tion, lumber dealers have sometimes worded 
advertisements “enough lumber, flooring etc. to 
cover sO many square feet of area for so much 
money.” If all retailers quoted in this way 
price comparisons could be made. It would 
appear that an advertiser pricing his lumber 
by the square foot would be obliged to supply 
it by the actual square feet of surface and not 
by nominal board feet unless he could show 
that it is the custom to sell by the “square 
foot.” —Eptror. ] 


Plans for Retail Coal Bins 


In remodeling our yard we expect to build 
new coal bins, 20 by 220 feet, parallel with 
the railroad, coal to be unloaded by a con- 
veyor. We are undecided whether to build 
bins of cement or wood. Have you any sug- 
gestions to offer?—INQuIRY No. 2,666. 


[This inquiry, which comes from Michigan, is 
published to give readers an opportunity to 
state their experience in building coal bins and 
to offer suggestions to the inquirer, whose name 
will be supplied on request.—EbiTor. ] 





Producers of Black Gum Veneer 

We are looking for sources of supply for 
3-ply black gum veneer. Can you advise of 
names of reliable manufacturers?—INQUIRY 
No. 2,667. 

[This inquiry comes from a large concern in 
the East. Lists of manufacturers of gum veneer 
and plywood, presumably red gum, are of course 
available. As the AMERICAN LUMBERMAN has 
no list of manufacturers of black gum veneer, 
this inquiry is published to bring it to the at- 
tention of concerns that supply this material. 
The name of the inquirer will be given on re- 
quest.—EbiTor. | 
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The lumber dealers of Bos-| 
ton are pledged to raise $50,- 
000 in case it be decided to! 
hold the world’s fair there.| 
The contribution is a liberal | 
one when we consider that al-| 
most every other line of busi- | 
ness will tbe benefited more | 
than the lumber trade. They | 
are turning their pockets in-| 
side out for the good of the| 
“Hub.” | 

* 7 ° 

It is estimated that there} 
are 125,000,000 feet of logs in| 
the Dells dam on the Wis-| 
consin. The Beef Slough) 
Boom Co. is turning out about | 
4,000,000 feet daily. 


Steward & Co. are driving 
300,000 feet of logs down the 
Yakima River in Washington 
Territory. They expect to get 
them to the mill in four or 
five days and the mill will then 
run day and night until their 
orders are filled. 

* #*# @# 


From Messrs. Young & Sa- 
vin, of Denver, Colo., we ob- 
tain a fine sample of the fa- 
mous redwood of California 
which they used to handle in 
considerable quantity until the 





Union Pacific concluded it was | 
not getting a sufficient share 
of the profits and raised the| 
rate per car a cool hundred | 
dollars, thereby raising the} 
Denver folks out of the trade.) 


Over 100,000 feet of lumber | 
was received at Puyallup, W.| 
T., during the month of June| 
and an additional 40,000 feet | 
has since been ordered for im- 
mediate delivery. | 


Mr. Eddy, the match manu- 
facturer and lumberman of 
Hull, Ont., has illuminated his 


sawmill and other buildings, 
and also the streets and 
grounds in his neighborhood, 


with 40 electric lights, each of 
2,000 candle power. 
* * 7. 


Howes & Evans are remod- 
eling and building an addition 
to their planing mill at Tona- 
wanda, N. Y. A new engine 
and boiler will be put in. 

. . * 


Between the intense heat of 
the past week, the recurrence 
of Independence Day and the 
excitement attending upon the 
attempted assassination of 








|are owned by 


President Garfield which have 
all had their effect upon the 
lumber market in this city, 
little business has been trans- 
acted at the yards since our 
last issue. 
* * oe 

There is a large trade done 
in Denver in lumber, both on 
local and _ shipping account. 
There are twelve firms dealing 
in the commodity. E. F. Hal- 
lack has recently withdrawn 
from the firm of Hallack & 
Howard and what was for- 
merly C. D. McPhee & Co. is 
now McPhee & McGinnity. 


It is estimated that there are 
fully 15,000,000 feet of logs 
scattered between Jenny and 
Grandfather Bull Falls, Wis. 
fully three-fourths of which 
Wausau and 
Stevens Point parties. 


The tug “Tacoma” towed the 
ship “Canada” loaded with 1,- 
000,000 feet of lumber at the 
Tacoma mill to the sea June 
30. The demand is so great 
that another order for a full 
cargo is on file at the mill 
awaiting the return of the ship 
from San Francisco. 
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LUMBER MARKET REVIEW 


Southern Pine Bookings Exceed Output by I! Percent; 
Nos. 2 and 3 Boards Stronger 


Southern pine orders in the week ended July 18 ex- 
ceeded the production by 11 percent, and were somewhat 
ahead of the shipments. Production, however, appears 
to have been curtailed further, though recently it was 
running one-third below last year’s at identical mills. 
For the general run of yard items, demand continues slow, 
but as shipments since the first of the year have exceeded 
the cut by 10 percent, some items are becoming scarcer. 
Both Nos. 2 and 3 boards are slightly stiffer in price. In 
parts of the middle West, country retailers are making 
fair sales of granary material, but higher grades are inac- 
tive. Timbers appear to be working into much stronger 
position, partly because fewer mills can supply them and 
partly because they are in larger demand for heavy con- 
struction. A survey has shown that distributers’ stocks 
have been reduced to a very low point, and the mills 
expect them to come into the market soon for fall needs. 


Inland Empire Bookings Continue Ahead of Shipments; 
California Sales Nearly Equal Cut 


Inland Empire production in the week ended July 18 
was increased to about 45 percent of capacity, compared 
with 42 percent the preceding week, and bookings made 
84 percent of the cut, compared with 87% percent the 
preceding week. There therefore continues to be accumu- 
lation, but it is far less than is normal at this season. 
During the last four weeks orders have been running ahead 
of shipments, so that order files have been increased some- 
what. Identical mills reported that bookings for the week 
were 74 percent of those for the corresponding period of 
last year, which is a fair showing under present circum- 
stances. Box and other low grades are at present the 
best sellers but credits interfere with sales and output is 
held down. While shop is selling slowly, it was slightly 
stronger in the period ended July 22. There was not much 
movement in inch Pondosa prices, C select and No. 3 being 
slightly stronger, and other grades steady. Sales of Idaho 
inch stock were light, especially of the selects; Nos. 1 and 
3 were fractionally softer, and No. 2 about steady. 

California pine production was reduced somewhat in the 
week ended July 18, and bookings made 97 percent of it. 
Ponderosa C and D were stronger in the week ended July 
14, No. 1&2 clear steady, and No. 3 clear weaker. Sugar 
pine C and No. 3 were stronger, D steady, and No. 1&2 
softer. Mixed No. 3 was stronger; No. 2, steady. 


Coast Production Declines to 30 Percent Capacity; 
Most Rail Items Stronger 


The West Coast report for the week ended July 18 indi- 
cates that those who expected production to be resumed 
on a larger scale a few weeks after the Fourth are to be 
disappointed, for the actual cut was slightly under 30 
percent of capacity, compared with 32 percent the preced- 
ing week. The output of identical mills was 6 percent less. 

Domestic business was larger than in the preceding 
week, there having been gains in both rail and domestic 
cargo shipments. Foreign trade fell below its recent aver- 
ages, however, probably because of the present interna- 
tional financial difficulties. The report on the offshore 


movement for the first six months of the year shows that 
China and Japan took two-thirds of the total, but these 
countries are now holding off. 

A considerable gain in the domestic cargo movement 


Lumber Statistics Appear on Pages 42 and 43; 


probably indicates that shippers believe the advances in 
intercoastal rates will hold, and that a further advance of 
50 cents to $10.50 may be put into effect for September. 
In June, 24 Atlantic coast items showed a decline of 25 
cents average, and 28 California items one of 48 cents. 
As business on the Atlantic coast is slow, freight advances 
are being offset by declines in mill prices. Cargo ship- 
ments to California have been reduced, and although trade 
is normally slow during July, stocks have declined. 

Rail buyers were a little more heavily in the market in 
the last week, getting ready for fall trade. Some of them 
report difficulty in filling mixed-car orders, which is under- 
standable in view of the fact that July 4 mill stocks were 
about 12 percent lower than at the first of the year. There 
was a slight decline in No. 1 dimension, 2x4-inch, in the 
period ended July 20, but flooring, siding and No. 1 boards 
all showed advances. 


Hardwood Cut Reduced and Buyers Take Some Large 
Lots; Furniture and Flooring Sales Better 


The decline in production overshadows every other 
factor in the hardwood market. Stocks of southern oak 
are becoming greatly depleted, and some large buyers are 
providing for future needs, because included in the sales 
report for July 14 is an order for 250,000 feet of FAS, and 
750,000 feet of No. 1 and select, plain red oak, also 250,000 
feet of sound square edge mixed oak, all 6/4, for the same 
destination. The position of southern gum is improving 
also, and more inquiries are reported from furniture fac- 
tories. As compared with 73 percent in March and April, 
furniture operations increased to 76 percent of capacity in 
May, and plants have been shipping actively. The report 
that June maple flooring orders were 17.2' percent larger, 
and July 1 stocks 19.3 percent lower, indicates improve- 
ment in building trades demand. 


Northern Pine Distributers' Stocks Are Very Light; 
Hemlock Sales Improve Somewhat 


Trade in northern pine has recently been slow, reports 
from identical mills for the week ended July 11 showing 
it to be only 32 percent of that for the corresponding 
week last year. Sales for the first twenty-seven weeks of 
the year, however, averaged 95 percent of the production, 
so that there has been little accumulation of stock during 
the season when production is usually at its peak. Farm 
users in the Northwest are hesitant about purchasing, be- 
cause prices of their crops are so low, but larger lumber 
sales are expected to follow the marketing of grain during 
fall. In this territory there is said to be a fair amount of 
resort trade. City sales there and in the East are princi- 
pally of small lots for, repairing and remodeling. Indus- 
trial demand in both territories is inactive. There has 
been very little movement of prices recently, and, though 
some concessions are offered, the list is fairly firm. The 
mills have maintained well assorted stocks, as such are 
needed for current mixed-car trade, but distributers’ stocks 
are becoming so light that they have difficulty in filling 
orders, so that the hope is entertained that prices will show 
more strength during the fall. ' 


Northern hemlock orders during the week ended July 
11 made 82 percent of those for the same week last year, 
at identical mills, compared with an average of 67 percent 
for the year to date, so that good weather has brought 
some improvement in demand. The week’s cut was 75 
percent of last year’s, and sales made 56 percent of it. 


Market Prices and Reports on Pages 60 to 63 
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A Notable Gem in America’s 


Forest Crown 


In this year, 1931, Americans point with 
pride to their country, a youth among the na- 
tions of the world. In the 155 years since the 
signing of the Declaration of Independence, 
the people of the United States have built a 
nation recognized as a leader among them all. 
America is great because of the opportunities 
for the masses and the high standard of living 
prevalent, and because of its natural resources. 
Undoubtedly the home is the great measure of 
living standards, and lumbermen are justly 
proud that their product has made possible the 
building of a nation of beautiful, practical and 
healthful homes for such a large percentage of 
the people. 

From the beginning, one of the most impor- 
tant resources of this continent has been its 


ures. The average annual production of the 
species is estimated at 3,000,000,000 feet. 

It grows at elevations ranging from 2,000 
to 7,000 feet above sea level. Elevation is a 
significant factor in the location of the Pinus 
Ponderosa forests. It grows in mountainous 
countries, where much of the land is unsuit- 
able for cultivation, and where reforestation 
occurs naturally. Government and State regu- 
lations, as well as the operating programs of 
large operators, in regard to leaving seed trees, 
piling and burning brush etc. are such that a 
permanent supply of the species is assured. 


Pondosa Chosen as Trade Name 


Ten to fifteen years ago, lumber produced 
from the trees of this species was sold under 
a multiplicity of trade 





names. A few years 
ago, however, mem- 
bers of the Western 


Pine Manufacturers’ 
Association (operat- 
ing throughout the 
so called Inland Em- 
pire, from which re- 
gion is obtained about 
50 percent of the an- 
nual production of 
this species), deter- 
mined to settle upon 
one trade name to 
represent their spe- 
cies throughout that 
entire section. They 











“From early days the soft pines have been most popular with home 


builders.” 


bounteous forests. Throughout the life of the 
nation these forests have been utilized to pro- 
vide one of the prime necessities of life—Shel- 
ter. And they will continue indefinitely to play 
the most important role in this respect. 

Forest wealth can only be calculated by its 
use. As the population has grown, the forests 
have not only provided the most popular and 
effective home building material, but made 
possible the construction of the greatest rail- 
road systems in the world, as well as a myriad 
of furnishings, fixtures, utensils etc. 

On many sections of the earth’s surface many 
species of timber grow intermingled, but North 
American forests are laid out in a more or- 
derly manner. Here the different species are 
in separate beds, so to speak, and large, almost 
pure stands of certain species are found. 


Home Builders Like Soft Pines 


From early days down to the present, the 
soft pines have been popular, with home build- 
ers particularly. The pines of the East, the 
North, and the South, respectively, were util- 
ized as the population grew and the people 
moved on westward from the Atlantic coast, 
and now for the last generation America has 
been drawing on that almost limitless inter- 
mountain reservoir of soft pines in the Rocky 
Mountain and Pacific coast States. This is 
the home of Pinus Ponderosa, the tree that 
probably has the widest geographic range of 
any commercially important wood. From the 
bontanical point of view this species is not 
classified as a white pine, because of the group- 
ing of its leaves. Nevertheless, the wood has 
many of the characteristics of white pine, par- 
ticularly light color and soft texture. 

The total stand of the species is estimated 
by the United States Forest Service at 250,- 
000,000,000 feet. It is almost impossible to com- 
prehend the meaning of such tremendous fig- 


chose a derivation of 
the bontanical name, 
Pinus Ponderosa. The 
name Pondosa Pine 
has come to be generally used and accepted as 
the trade name applied to all of the species pro- 
duced in the territory from Bend, Ore., north to 
the Canadian boundary line. 

In the great forest region of the Klamath 
Basin, and the wonderful forests of California, 
Pinus Ponderosa grows to perfection, and there 
are many important manufacturing centers 
there. However, in these sections the trade 
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A typical stand of Pondosa Pine on the hold. 
ings of one of the large operators 


name has not been so generally accepted up 
to the present moment, and until recently the 
majority of the operators called their product 
by the trade name “California White Pine.” 


Fine Plants Built for Soft Pines 


Pondosa pine is manufactured in some of 
the finest sawmill plants in the world, some of 
which kiln dry 100 percent of their product, 
and practically all of which kiln dry at least 
a part of their cut. 

Climatic conditions throughout the Inland 
Empire lend themselves to air seasoning of 
wood, and some of the manufacturers take ad- 
vantage of the climate to season at least a 
part of their output. 


Excels for Sash and Containers 


Pondosa pine is naturally a member of the 
soft pine group. It has a multitude of impor- 
tant uses, and has played a leading role in the 
building of many thousands of American homes. 
It has been especially useful in the manufac- 
ture of millwork. For such items as doors, 
sash, frames, moldings and interior finish it 
has for many years proved its worth. It is 








Panels of Knotty Pondosa Pine have become popular with architects who design modern inte- 


riors and they are found in many beautiful homes 
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estimated that 85 percent of the wood sash 
in the United States is made of soft pine. 

The lower grades of Pondosa pine are in 
great demand in the production of shipping 
containers. The wood possesses the qualities 


AMERICAN LUMBERMAN 27 


various sizes and grades at retail lumber yards 
throughout United States and Canada, and it 
is manufactured into finished products by many 


millwork manufacturers all over the country. 
That its popularity is national in scope may be 
easily ascertained from the fact that, during 
1929, Pondosa pine was shipped from the In- 





desirable for the widest variety of boxes and 
crates. Here is the use for wood that demands 
such properties as light weight combined with 
strength. Wood for such containers must be 
easily worked, and easily nailed without split- 
ting. Pondosa pine strength, light weight, soft 
texture, small rosin content, and light color 
make it an ideal material for this purpose. 

It would be useless to attempt to list the 
many purposes for which this versatile product 
is used. However, an idea may be gained from 
the fact that this lumber is carried in stock in MER. 


Retail lumber dealers can not be 
prosperous when they buy from 
manufacturers who are selling at 
less than cost. * * * The retailer 
has found that his interests are not 
best served by beating down the 
manufacturer’s price.—L. O. Kit- used. In fact the answer to almost any ques- 


land Empire into forty-four States and into 
Canada. Outside of heavy construction, Pon- 
dosa pine is a wood of almost universal uses. 

Under the title “Pondosa, The Pick o’ the 
Pines,” the Western Pine Manufacturers’ As- 
sociation, Portland, Ore., has published an 84- 
page booklet. In this may be found details 
regarding properties and characteristics of 
Pondosa pine, the grades and standard sizes, 
and the many purposes for which it may be 


tion which might arise in connection with this 
species is found in this useful booklet. 


Wood Emphasized in Home Design and 
Decorative Keynotes 


Hartrorp, Conn., July 20.—There never was an age when the woods 
used in furniture, interior decorating, architectural design, and house 
structure, received so much attention as they do now from home owners, 
families in apartments, decorating departments of stores, and those 
professionally engaged in the field of shelter and home furnishing. The 
distinctions between woods and their effects were emphasized in varied 




















ture in imported woods such as mahogany was departed from in “Har- 
mony House,” decorated and shown in the store of Flint-Bruce in 
Hartford. American woods were favored. Pine for the motif of the 
bedroom furniture, maple for the sun room, and other woods, each appro- 
priately given prominence in style of backgrounds and accessories, com- 
pleted the seven rooms. 

















Imported woods gave way for native American woods in the furniture for “Harmony House.” As indicated in the photographs, pine for the 
motif of the bedroom furniture (left) and maple for the sun room add to the attractiveness of this model home in Windsor 


recent exhibitions, model houses, decorating and other activities of 
Hartford and its surrounding suburbs. 

The height of the attention to wood was reached during Hartford's 
Better Homes Week, but the firms that participated are continuing 
many of the lines that attracted favorable notice during that week. In 
Wethersfield, Windsor, and West Hartford—respectively four, six and 
about three and a half miles out of Hartford—model houses were vis- 
ited by many people. These houses were designed with real emphasis 
on what a house might be, and were not merely builders’ sales dis- 
plays and other houses shown were attractive in many respects. 

The model house in Windsor is in a design of English influence, with 
seven rooms and a sun room. The house, built by Arthur F. Brooks, 
of Windsor, is of wood construction with white shingles, green blinds 
and a green stained roof. The changing attitude towards woods in 
furniture was also evident in this house, as decorated by a long estab- 
lished firm of South Manchester. Maple of Provincial style was in 
the sun room, mahogany in other rooms on the first floor, and burl wal- 
nut of Louis XV designs was used in the master chamber, showing 
variation. 

The past fashion of having all or nearly all the high quality furni- 


The architectural value of wood surfaces, strange as it may sound, 
actually appeared to attain prominence in a few houses where wood 
was not used exclusively. Perhaps it takes a beautiful house such as one 
in West Hartford to bring a realization of the distinctive charm of 
hand-rived shingles like those in the second story, with Bolton stone 
for the first story. Designed by Milton D. Hayman, architect, and built 
by Robert B. Swain, the house had ten rooms, four baths, recreation 
room and garage. 

This same architectural emphasis on wood was seen in a combination 
of wood with brick or stone, with precedent from sturdy Colonial de- 
sign. One home of compact rectangular form was in a group of well 
designed small houses in Linwold, West Hartford, a section being de- 
veloped by the owner, John J. Linsky. Likewise the half-timbered 
and gabled type of English design was seen in another part of West 
Hartford, Lanman Park, where three attractive houses were sponsored 
by Walter J. Dunn. 

From selected plans a fine Colonial house was erected in the Ridge- 
brook section of West Hartford, as an “Educational Home.” Wood 
construction and surface were used, and emphasis was placed on the 
fact that all sidings in this house were of western red cedar. 
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This Lumberman Practices What He Preaches 


Avueusta, Ga., July 20.—A monument to his 
faith in his business is the new all-lumber home 


recently built by O. R. Cheatham, presi- 
dent Georgia Hardwood Lumber Co. here. 
Throughout the construction of Mr. Cheatham’s 
new residence nothing but lumber was used and 
in fitting and ornamenting the house too, as in 
fireplaces, wall panelling etc., wood was made 
as much use of as possible. 

Mr. Cheatham well says: “It is indeed a 
comfort for a lumberman to live in a- house 
built and furnished entirely of wood and if all 
lumbermen would follow this example at this 
time the result would be gratifying and they 





would also have better and beautiful 
homes.” 

The house is situated in Augusta at Forrest 
Hills only about three hundred yards from the 
Forrest Hills Ricker Hotel and its interesting 
appearance is well set off by trees that have 
been allowed to remain on the property. 

Built to endure, the home has framing entirely 
of tidewater red cypress and siding of yellow 
poplar. Roof shingles are of heart cypress. Its 
pleasing design, sound construction and well 
finished appearance strike the eye immediately 
as the accompanying photographs show. Close 
inspection of the exterior view will show that 


more 


Mr. Cheatham has used chamfered siding on 
the outside walls, a type of siding which is be- 
coming increasingly popular. 

The other view gives a good idea of the 
beauty of the interior with its quartered oak 
flooring and rich looking colonial style panel- 
ling in figured red gum and sugi finished pecky 
cypress. Quartered oak flooring is used 
throughout the house in 1!4-inch widths except 
in Mr. Cheatham’s den where a random width 
oak plank floor with pegged joints is used. 

All hardwoods used in the home _ were 
furnished by Mr. Cheatham’s company. The 
architect was E. Cynn Drummond, of Augusta. 




















Exterior and interior views of new all-lumber home at Augusta, Ga., built for his own use by O. R. Cheatham, of the Georgia Hardwood Lumber Co. 


Moisture Content of Core Wood and Interior Trim 


In reporting on its questionnaire in relation 
to the kiln drying and proper moisture con- 
tent of lumber for use in veneered doors and 
hardwood interior trim, the Millwork Cost Bu- 
reau of Chicago states that the number of 
replies received indicates a lively interest in the 
subject. Further, this report says: 

The number of replies received in response 
to this questionnaire indicate a lively interest 
in the subject However, the wide divergence 
of opinions and practices, as exhibited in the 
accompanying recapitulations, leaves much to 
be desired by who hope for a uniform 
standard of moisture content. 

If you are interested in making a thorough 
study of this subject, you can obtain from the 
Forest Products Laboratory, Madison, Wis., 
a complete list of its publications. In that list 
you may find booklets or bulletins covering 
the specific problems with which you are con- 
cerned. 

While, as ons 
is not an exact 


those 


member states, 
science,” 


“Kiln drying 
there would seem to 
be a “one best way‘ by which the many diffi- 
culties arising from faulty kiln drying and 
incorrect moisture content can be overcome. 
Maintenance and development of our market 
for millwork require that it “stand up” in 
service. Many an architect or builder has 
eliminated wood finish wherever possible in a 
building because of its failure to retain its 
fine appearance in a previous job. 

Of the total replies received, 17.9 percent 
state that they do not operate a kiln. Most 
of these specify 5 percent moisture content in 
the hardwood lumber they buy, but find that 
it varies between 5 percent and 7 percent. 

The balance of the replies are listed below 
as percentages to the total: 

QUESTION No. 1. To 


what percentage of 


moisture 


content do you dry core lumber for 
veneered doors? 

Of total Of total 

replies replies 
3 to 40,...<. TY Ms Sa aren ae wig 16.9%, 
a. Seen ee ean 5.1%, S £0 GG .ccce 13.62, 
3 to 4%..... 3.49, 5 to 7%..... 6.8%, 
© Oe Sees sc. 1.7%, Ee” attetee 1.7% 
PPP 11.94 , es 3.6%, 
S SO BO vcicc 3.4, © te 8G ..c-% 1.7% 
S Oh Beas ckcs 5.1%, 6 to 10@,.... 1.74 
4 to 7%..... 1.7%, 7 to 8%,..... 1.7% 
3 ere 6.8%, 


3.49, of the replies read, “as dry as possible.” 


QUESTION No. 2. To what percentage of 
moisture content do you dry hardwoods for 
interior trim? 

Of total Of total 
replies replies 
S O68 Bias 2.9%, S Oe Bcescs 5.8%, 
§ to B46. .cce 1.4%, 6 to 109%,.... 1.4g, 
See Re ARS 15.9%, ere 5.8 Of, 
6 to 6G. cen 8.7%, 7 SB Be ec was 1.4%, 
& to TG...<. 8.7%, 7 OO Dies <0 es 1.4%, 

ie seacewa 1.4%, 7 to 10@,.... 1.4@ 
.. ree 24.6%, SS. eco beac 5.8%, 
6 to 7%,..... 8.7%, 8 to 10%.... 2.9%, 


of the replies read, “as dry as possible.” 
QUESTION No. 3. Do you consider it ad- 
visable to reduce the moisture content to a 
very low degree with the idea that it will 
take on additional moisture in processing? 
“Yes"’—38.7Q4% of total replies. 
“No”’—61.39% of total replies. 





You Can Move Surplus Stock 
by Using the 
Classified Department 


In 64.4 percent of the replies the core lum- 


ber is dried to lower moisture content than 
hardwoods for interior trim. In 28.8 percent 
of the replies the same moisture content is 


given for both. In 6.8 percent of the replies 
the moisture content given for core lumber is 
higher than for hardwood interior trim. 

The following comments accompany several 
replies: 

“The only advantage in drying to very low 
degree would be to have no high moisture 
content boards in the lot, and this would be 
offset by trouble with extra dry material if 
used immediately.” 

“Better too dry than not’ dry enough.” 

“Too dry is as bad as too wet.” 

“We dry oak to 7 percent, birch and gum 
to 5 percent. If a standard moisture content 
could be agreed upon and maintained by mill- 
work plants and advertised, we think it would 
help the industry.” 

“We dry to maximum of 5 percent in 
stock and 6 percent in hardwoods and keep 
all material in heated storage until used. We 
have had no shrinkage trouble in years, we 
think due to complete dryness of our stock. 
Have rare occasions when moisture in new 
buildings is high and causes swelling troubles, 
but look after this pretty closely.” 


core 


this subject 
replies as 


In answer to our 
the Forest Products 
follows: 


inquiry on 
Laboratory 


— a moisture content of 5 or 6 percent 
is considered satisfactory for furniture and 
similar uses in heated buildings. This would 
also apply to lumber for cores in doors. It 
is desirable to have the moisture content of 
hardwood trim about 7 or 8 percent, regard- 
less of species.” 
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‘A Home of Your Own ulé 
Joys of Home Owning 
The Land of Little Homes and its compact convenience. A very couple can win that dream home 


HE writer 
has been va- 
cationing in 
California, 
the land of 
. little homes, 
and has re- 
turned to a big city office filled with 
enthusiasm and_ determination to 
preach the gospel of the individual 
home, be it ever so tiny, more ener- 
getically than ever. 
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For in that bright land of sunshine 
and flowers the small home reigns su- 
preme. ‘There it has reached its finest 
development and there it achieves the 
greatest individuality and variety. One 
does not see the rows and rows of 
built-to-sell-in-a-hurry homes all ex- 
actly alike, as in many other sections, 
especially in the large cities of the 
East. The houses look as if they 
had been built by and for the owners 
and it is a fair guess that most of 
them have. Though they take on all 
sorts of queer angles and exotic color 
schemes, the composite effect is one 
of great beauty and harmony. The 
little yellow stucco Spanish bungalow, 
with its red roof and its arches, stands 
between a shingle-sided Swiss chalet 
and a neat little white frame cottage 
of eastern style, while across the street 
is a Mexican ‘dobe with a wide bal- 
cony and an enormous palm tree ob- 
scuring its quaint beauty. They are 
all lovely, all completely surrounded 
by and almost buried under flowers, 
pepper trees or palms, and every one 
of them looks as if a loving hand and 
eye had been at work. Each was 
planned and built to suit the partic- 
ular family needs and pocketbook and 
each has its little vegetable garden 
and two or three fruit trees between 
the inevitable garage and the kitchen. 
Through many, many miles of little 
towns we passed, with every house 
and every garden just a little bit dif- 
ferent, and came away with the im- 
pression that in California, at least, 
the home comes first. 


The small home is the bulwark of 
America and out of it comes her great- 
est citizens, as even a cursory know!- 
edge of our history shows, and in this 
day and age the small home has be- 
come a gem of exquisite perfection, 
with its variety of design and color 


tiny lot, and a microscopic income, 
plus considerable determination, indus- 
try, taste and patience, will today 
flower out into a soul-satisfying little 
home that any family in America 
would be proud to call its own. 
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Don’t try your neighbor to reform 
While your own roof lets in the storm. 
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Building the Home Fund 
WWHEN YOU fig- 
ure up your 
budget do you 
allow some- 
thing for the 
home-of-your- 
own fund? If 
you are ever 
going to own 
that longed-for house o’ dreams, you 
must begin somewhere. Why not with 
the budget? A really sane plan of life 
includes provision for the time when 
earning days are over. No matter how 
young, or how newly married, or how 
burdened, a family can at least plan 
and since all things begin with a plan, 

that is taking the first step. 

The second step is to set aside some- 
thing from the weekly or monthly 
earnings towards the goal. Part of the 


Cy] 
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savings for the future must go into 
sound investments. Part should go 
into a home—which is after all the 


soundest of investments. 

Therefore, in laying out your bud- 
get allow a certain percentage, how- 
ever small, for the home-to-be fund. 
Of all the things you do or make or 
buy, nothing will bring the pleasure 
and satisfaction, or even the profit, if 
everything is counted up, that the 
home, all of your own, planned, built 
and paid-for by your own struggles. 
will bring in the years to come. 

And give it care and thought. What 
better subject can engage those active 
brains of you and your better (or 
worser) half? What study more fas- 
cinating than how to make your means 
encompass the dream home, or how to 
dream the home to fit the means? It 
can be done. It has been done. No 
matter where you are, what your cir- 
cumstances, how meagre your pros- 
pects, any young and enthusiastic 


sooner or later, if they be willing to 
devote their wits and work towards 
that end. 
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For a Home of My Own 
ROM Idaho 





comes a 


# letter of longing, a 
(~* real cry from the 
i H heart of a woman 
fw See, Who is home hungry. 


And she means to 
have one, too. Here’s why: 

““Oh, for a Home of my own!’—an 
expression heard quite frequently in 
this day and age when renters can not 
afford to be at all particular, as it 
seems to be a matter of—take what 
is offered or go without a shelter. 

“Oh, for a home of my own’ is an 
expression which, I believe, finds an 
echo in the heart of everyone, for who 
is there who does not want a home, 
with all that that wonderful word 
implies, of her very own? 

“When one has lived in rented cot- 
tages and apartments for any length 
of time, surely one has reasons galore 
for wanting a home—in my own case, 
it has come to where I feel that one 
merely exists in an apartment and I 
am planning on the day when I shall 
begin to really live—in my own home. 

“A home with pleasant, sunny rooms 
—surrounded by a pretty lawn, creep- 
ing vines here and there—a cement 
walk, bordered with cobble stonesye 
leading up to an entrance, colonial in 
style of architecture—flower beds on 
either side of the walk and just every- 
thing to lend it a homey, hospitable 
air and make it seem to extend an 
easy, informal invitation to enter. Such 
is the appearance of my dream home. 

“Then, too, there are my dreams of 
a comfortable, cozy living room with 
a real honest-to-goodness fireplace and 
I am looking forward to the time when 
I can say goodby forever to the kitch- 
enette, with its tiny sink and its baby 
gas range, and can have my own 
kitchen equipped with all built-in fea- 
tures which go to make it cheerful, 
step saving and convenient; cup- 
boards, ironing board, laundry chute, 
drawers, breakfast nook, etc. 

“My plans are rather vague but I 
think my reasons for wanting a home 
of my own are very definite and so I 
go on planning and waiting for my 
dreams to come true.” 





This page is written for the general public with the purpose of encouraging and spreading the idea of home 
owning and home improvement and to help create business. Show it to your editor. Free reprint on request. 








In the Texas hill 


country of which Kerrville claims to be the heart, 


one of the picturesque parts of the old Texas Republic. We 

have been traveling through the Hill Country and into at 
least the frontiers of the huge but not exactly defined empire 
known as West Texas. 

Perhaps some readers of this department would not admit its 
charm; for there are plenty of boulevardiers to whom the wide 
open spaces are a total loss. Not long ago we talked with a Texas 
dealer who said he found little to interest him in places where 
population is sparse and where little building is in progress. Wide 
horizons mean much less to him tban high buildings and metro- 
politan sky lines. He said that he had the instincts of a real 
estate man; and his enthusiasm is saved for those places where 
the works of man improve upon the face of nature. 


So leaving San Antonio the Realm has been driving through 


Business Colored by Locality 


Of course the dealers who operate yards in this vast section 
have somewhat the same feelings. At least they are glad to sell 
materials for buildings. They are good merchants and operate 
good yards. But like all dealers, city and country, they must fit 
their services to their communities and to the occupations, needs 
and characteristics of their customers. The great areas and sparse 
population are factors of which they must take account and their 
businesses are distinctly shaped and colored by the settings in 
which they are located. 

The Realm has been speculating a little about the factors which 
give to Texas its characteristics and especially its enormous vitality. 
Probably these things are based in part upon the wide mixture 
of peoples who are building the State and in part upon the diver- 
sity of climate and the large number of industries which soil and 
climate and natural resources make possible. 

From the South have come the ancient Indian and Spanish 
civilizations; most notable perhaps in the charming Spanish archi- 
tecture but present also in the life of the earlier ranches. While 
most of the great ranchers were of American stock, their huge 
“establishments with the self contained and rather patriarchal life 
were more or less echoes of the Mexican Haciendas. To the 
Southeast is the Gulf coast with its big harbors and its contacts 
with the seven seas. To the eastward are the French-Acadian 
strains and the low-lying country of tremendous rainfall where 
rice and sugar are produced. In the northeast are the vast upland 
forests of pine; an important factor in our industry. The central 
section is one of the great cotton-producing areas of the world. In 
the west the ranches are still present, yielding slowly to the small 
farmer. In the Panhandle corn and wheat are produced. And 
pretty much all over the State, or perhaps one should say under 
the surface, is the magic of oil. 


The Cosmopolitan Southwest 


The North and the Old South meet here to produce the new 
Southwest. For a hundred years Texas has drawn energetic and 
self reliant people from our own country and from Europe. Add 
the diversity of climate, from the year-around sub-tropics of Gal- 
veston to the roaring winter northers of Amarillo, and it becomes 
clear that this vast State is one of infinite varieties; of country 
and metropolitan life. Its people believe in it with a passion that 
outdistances even the enthusiasm of southern California. Few 
Texans, once the flavor of the State has entered their blood, ever 
leave it without regret or without a determination to return. 

This hill country, of which Kerrville claims to be the heart, 
is ;« rather rugged section that comes as near to being mountainous 
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Many Factors and Peoples Are Build- 
ing the Southwest —A Health Cen- 
ter and a Hunter's Paradise — Where 
Financing Supplements Retailing 


as any part of the State. The hills are not mountains, for the 
elevation runs only to about 2,500 feet, but they have mountain 
formations. The excellent roads wind without end, seeking for 
easy passes, and they cross the numerous rocky streams by means 
of fords. Some of the fords are low concrete bridges but a foot 
or two above low water; and when the streams get up after a 
rain they are submerged. Some are concrete causeways laid on 
the stream bottoms so that all the water flows over them; and 
some are the natural rocky bottoms. At the time of our visit 
the blue bonnet, the official Texas flower, was in riotous bloom; 
countless acres of solid blue. 


A Region of Ranches 


The region about Kerrville and Fredericksburg combines several 
industries. In the first place it is a place of sheep and goat ranches. 
The hill pastures are a little rugged for cattle, but wool and 
mohair are produced in great quantities. But the hills with their 
cool nights, their brilliant sunshine, their rocky streams and their 
possibilities of hiking, riding, fishing and hunting are an ideal 
vacation country. The place is a noted health resort; and the 
Government has a big hospital for veterans near Kerrville. Other 
private hospitals are numerous. Some nine summer camps for 
boys and girls are operated near Kerrville, 

It is a hunter’s paradise. They tell that some 1,800 deer 
and an equal or greater number of wild turkeys are killed in Kerr 
County each season; and in spite of this heavy toll the deer are 
increasing in number, and the turkeys are at least holding their 
own. One lumberman offered to show this department pastures 
where the deer would be more numerous than the sheep or goats. 
While the streams are fished pretty hard, what is said to be the 
largest bass hatchery in the world is located in the county, and 
the streams are constantly restocked. In nearly every store and 
shop in Kerrville are deer heads and practically every native one 
talks to is a hunter with plenty of stories to tell. H. Remschel, 
of the lumber company that bears his name, has fifteen deer heads 
in his office, all trophies of his own hunting in the nearby hills, 
and he has other deer heads that he’s not troubled to bring down 
to the office. 

All this, of course, is background. Imagine this attractive little 
city of some 6,000 people in its setting of rugged green hills, its 
extensive hotels and shops, the rocky Guadalupe River running 
through its borders, its good roads winding off into the surround- 
ing wilderness, crowds of high booted and wide hatted natives 
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The Kerrville Lumber Co., like other Texas yards, does considerable 
financing of its customers 
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and equal crowds of vacationists, and you have “The Heart of the 
Hills.” 
A Place of Country Sales 


The names of these rivers, by the way, are reminiscent of early 
Spanish exploration. In addition to the Guadalupe there dre the 
Llano, the Pedernales and the Medina; clear, rocky spring-fed 
streams. ‘ 

The dealers tell this department that in normal times the ranches 
are their best customers. But it seems that over-production has 
sought out even this back country. Wouldn’t you know it! Wool 
and mohair have been grown in other places until the market for 
the time being is not what it was; and so the ranchmen have had 
to postpone their desired buildings until prices improve. Dealers 
must depend largely upon town building and upon the sales to 
camps and hotels out in the hills. It happens that this city of 
6,000 people has five lumber yards, with a couple of neighbor yards 
within a few miles which consider Kerrville part of their legitimate 
territory. While the volume of lumber sold is fairly large, it is 
divided seven ways; and that number of divisions, to put it con- 
servatively, is ample. 

The Kerrville Lumber Co. was formerly the Beitel Lumber Co. 
A. Beitel, the manager, said his family had founded it in the early 
days of the town, when the railroad first came through. This is 
a well kept and handsome plant, with the popular open and umbrella 
sheds which a person sees everywhere in Texas and which are 
well suited to the mild climate. 

Mr. Beitel says the Texas custom of financing customers flourishes 
here, has become a necessary part of lumber merchandising and 
suits the dealers well enough. It means a special problem of financ- 
ing the yards, for it involves two distinct businesses under one 
management; and each takes a considerable sum of money. How- 
ever, once the financing of customers is well started so that pay- 
ments are coming in steadily, the financing funds revolve and make 
possible the starting of new jobs as old ones are paying out. The 
Realm is under the impression that this financing brings a reason- 











One of the attractive yards in Kerrville is that maintained by the 
Temple Lumber Co., which has a well equipped sales office 


able profit and that taken as a whole it-is not an excessive risk. 
Some dealers in other Texas cities have told this department 
frankly that if it were not for financing they could not operate. 
This statement has a double meaning. In the first place, Texas 
customers have been educated to expect this financing when they 
build houses and garages and the like and would not think of 
going to a yard that did not offer such service. And in the second 
place, the profits from financing supplement the profits from ma- 
terial sales. Each business, over a period of months or years, car- 
ries itself by means of its own profits but by combining the two 
it is usually possible to reduce the overhead costs somewhat. 

Mr. Beitel tells us that the Kerrville Lumber Co. carries a large 
part of this paper in its own portfolio. When demands are heavy, 
however, it is usually possible to market a part of it to private 
capitalists who are looking for such investments or to use it as 
collateral for company borrowing. 

Mr. Remschel, mentioned above, had something to say about out- 
side competition. He spoke of a customer who came in with a 
stock sheet gotten out in a town some distance away and mailed 
broadcast to local customers. This sheet spoke of “good” lumber 
but neglected to specify grades. The prices were below wholesale 
for No. 2, but it seemed impossible to make customers understand 
that the grade must be inferior. No great amount of this lumber 
actually comes in, but the spreading of this misleading advertising 
keeps local customers restless and suspicious. Doubtless if grade- 
Marking could be made a universal practice this kind of thing 
would be stopped but who, we ask, is going to induce all the 
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At Fredericksburg is located the big plant of the Stein Lumber Co., 
which was built in 1926 


“coffee-mill,” “shirt-tail” and “monkey” mills to put a grade-mark 
on their product, and who is going to see that the grades are 
accurate? If not even all the big and reputable mills are going to 
do it, what about the little fellows with an eye merely to day 
wages in slack seasons? 


A Hail Storm as a Salesman 


The Temple Lumber Co. has an attractive yard in Kerrville 
with a well finished and well equipped sales office. It has extensive 
built-in displays of millwork. E. E. Keller, the manager, said that 
at the time the blizzards came out of the Rockies in the spring, 
Kerrville was visited with a hard hail storm. The company sold 
a huge truck load of glass the next morning in a few hours. An 
interesting factor of this experience was a violent local shift to 
wood shingles. The cedars took the punishment without turning a 
hair; while some other kinds of roofs were not so fortunate. 

The Moore & Saner Lumber Co. is a small yard operated by the 
two men whose names make up the firm’s mast head. Mr. Moore 
mentioned that George C. Vaughan had called them up and urged 
them to attend the convention in San Antonio. But Mr. Moore 
was having a serious encounter with a dentist and didn’t feel like 
tackling the Texas association. Business, they say, jogs along 
at a fair but unexciting rate. 

W. W. Miller & Son combine retailing and contracting. Mr. 
Miller says that 1931 business is doing very well; that he has twice 
the volume of the same period during last year. This is distinctly 
a family enterprise, for Mrs. Miller takes care of the office. 

Some 25 miles away, through the hills, is the town of Fredericks- 
burg, a place settled in 1846 by a German colony and named for 
Prince Frederick of Prussia. It has maintained much of its Ger- 
man heritage through the years, and one still hears the German 
language spoken on the streets; a town of thrift, energy and 
wealth. At this time a new railroad is being built through here; 
probably an enterprise of some of the big roads to add this terri- 
tory to their freight service and to shorten some of the trans- 
continental hauls. This will bring some payrolls to the town, and 
the lumbermen are hoping that it will do something to subdue 
freight rates. 


Over-Production in the Hills 


The Stein Lumber Co. is a big plant built in 1926. Joe Stein, the 
owner manager, is a well known dealer in the State and was 
elected a director of the association at the annual convention. Mr. 
Stein seemed somewhat depressed by the current business outlook 
and mentioned the overstocked ranches and the uninteresting mar- 
ket for sheep, goats and cattle. The city is an attractive place 
and shows ample signs of recent building but the big source of 
sales lies among the ranchmen, and until they can get something 
they can use for money the volume of building materials sold can 
hardly be exciting. : 

M. L. Bogisch, manager of the Mutual Lumber Co., took a more 
optimistic view. At least he stated that at the moment sales were 
going well; and while he rather held his breath as a precaution 
against the possibility of the local buyers’ running out of gas, he 
said indications for continued activity were quite promising. 

The Mutual is a line-yard concern operating 18 branches; with 
the head office in Austin. It bought this yard within the last 
couple of years from a German dealer. Conservative as it is, the 
town seems to have accepted the line as a proper sort of business 
organization, and things are going along very well. Mr. Bogisch 
is a local boy, and that no doubt helps out. He is a friendly and 
capable dealer. 
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Dealer Gets 


load of Lumber 


Linco.n, Nes., July 20.—“A train-load of 
lumber received by the Perry-McEntire Lumber 
Co., this city,” is a real news item in these days. 
This announcement was likewise of special sig 
nificance to the representatives of the building 
and civic interests of Lincoln who turned out, 
100 strong, to participate in the unloading cere 


monies last week. 

In the foreground of this interested group 
was A. V. Perry, pioneer Nebraska lumber 
merchant, thrilled with the prospects. Seventy 


eight years replete with untiring effort have not 
diminished his enthusiasm and confidence in the 
retail lumber business. 

“I feel it is the time for the progressive 
lumber dealer to do something outstanding or 
else get out of business,” stated Mr. Perry as 
he was about to break the seal on the first car. 
“The present conditions do not permit the re- 
tailer to sit back and wait for business in the 
old way. He must stock the best of materials, 
and then go out and sell them according to an 
organized sales program.” 

Born in 1854, Mr. Perry began his career at 
the age of 16, hauling logs to the mill at Oak 
Harbor, Ohio. In 1880 Mr. Perry left the Ohio 
mill and took up a homestead near Cambridge, 
Nebr., where he learned the trials and tribula- 
tions of the farmer, which experience was to 


be of much benefit to him in later years in 
serving the requirements of the neighboring 
rural communities. In 1889 he gave up farm- 


ing, which he describes as his hobby, in order 
to open up a retail lumber yard at Cambridge. 
\t that time his little business served a market 
of about 500 inhabitants, 80 percent of whom 
lived on nearby farms. 

From the humble beginnings of this yard, 
which Mr. Perry operated with the aid of a 
bookkeeper, his business expanded rapidly SO 
that today Mr. Perry operates 18 yards in Ne- 
braska. In 1919 he expanded his activity to 
include a complete line of building materials. 
Associated with Mr. Perry for a numper of 
years have been his two sons, C. A. Perry 
(now president of the Nebraska Lumber Mer- 
chants Association) and R. H. Perry. The 
recent formation of the Perry-Mcintire Lum- 
ber Co. brought Bruce McEntire into the 
group. 


has 


The decline in building in 1928, which was 
later aggravated by business failures in Lin- 
coln following the stock market crash of 1929, 


made it necessary for the Perry-McEntire Lum- 
ber Co. to take inventory for the future. Quality 
materials, coupled with a more intensive selling 
program could, in their judgment, stem the tide. 

The decision dovetailed very closely with the 
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Train- 


This 4-square job, the 


first in Lincoln, has 


attracted much atten- 


tion. Above is shown 
a general view of 
the this 
house which illustrates 


the 


framing in 


neal appearance 


of the lumber as well 


as the tight-fitting 
joints 





announcement to the trade of a new 4-Square 
precision-made framing lumber. This product, 
together with the packaged finishing items, of- 
fered a proper vehicle in selling quality ma- 
terials to his customers. “A. V.” and his asso- 
ciates saw in this improved lumber an oppor- 
tunity to arouse the dormant interest in known 
quality materials and better construction. 
Thus followed the largest single 4-Square 





A.V. Perry “officially” opens the first car of the 

trainload of 4-Square lumber. Standing beside 

him, from left to right are T. H. Goodhue, dis- 

trict manager Weyerhaeuser Sales Co., Kansas 

City; W. E. Taylor, commercial agent Rock 

Island Railroad, Lincoln, and F. C. Zehrung, 
mayor of Lincoln 


order, comprising 14 cars for one yard. How- 
ever, the stocking of this lumber in their yard, 
located in the outskirts of Lincoln, would not 
permit the successful inauguration of this new 
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program. Therefore it was determined to estab- 
lish a quality yard located in the very heart 
of Lincoln activity, adjacent to the university 
quarters and within a few blocks of the busi- 
ness center. 

This yard was centered about a 100 percent 
quality area*shed built exclusively with 4-Square 
lumber. The first test of the advantages of 
this lumber disclosed the fact that this modern 
shed was constructed in record-breaking time. 
According to records, the shed was erected, 
ready for the roof, in 18% hours, with the 
labor of 8 men. Five men built the frame within 
6 hours and the roof was constructed without 
the use of a saw, due to the exact standard 
lengths of the lumber. The dimensions of the 
shed are 601% feet by 153 feet and it contains 
17 double-decked stalls on each side. The total 
capacity runs approximately 500,000 feet of 
quality lumber. In viewing this shed one is 
first impressed with the clean appearance of 
the lumber used in its construction and then 
with the efficiency of the design. The mark- 
ings on the ends stamp it as lumber of uniform 
quality. 

Immediately following the completion of the 
shed the train-load of 4-Square products in- 
cluding the framing and packaged items was 
delivered. The unloading of these cars afforded 
the opportunity for Mr. Perry to initiate his 
new program. More than 100 local and State 
contractors, architects, lumbermen, bankers and 
building and loan representatives took this occa- 
sion to view the lumber and discuss its influ- 
ence on building in Nebraska. It was felt that 
these quality materials would make for better 
construction to the complete satisfaction of the 
home owner. 

From Mr. Perry himself came this interesting 
expression as he viewed the unloading of this 
new lumber, “I wish that [ was twenty years 
younger so that | could take off my coat and 
sell this improved lumber to every prospective 
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A 


trainload of 4-Square precision lumber for the Perry-McEntire Lumber Co., Lincoln, Neb. The arrival of the train was the occasion for a local 


celebration commending Mr. Perry, head of the company, on this forward step in promoting better building 
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home owner in Lincoln. This new stock rep- 
resents the realization of my lifelong effort to 
sell the best of materials to my customers.” 

These unloading ceremonies merely inaug- 
urate the sales program of the Perry-McEntire 
Lumber Co. The stock which was unloaded and 
piled into the new shed within two or three days 
is now ready for inspection by the public at 
large. Local newspaper advertisements and 
letters have already been sent to prospective 
home owners urging them to examine _this 
quality lumber. At the same time the principals 
of the firm, together with their salesmen, are 
inviting contractors, carpenters and architects 
to visit the new shed. 

“Seeing is believing,” admitted Robert Perry. 
“In our brief experience, to date, there has not 
been a single visitor to our shed who has not 
been impressed with the functional improve- 
ments of this lumber together with its guaranty 
of grade and species. This quality shed has 
indeed been a revelation to me. For perhaps 
the first time in my experience we are actually 
selling good construction and good workman- 
ship, rather than an order of lumber.” 

Mr. Perry’s faith in the future is not based 
on intangible hope or undue optimism. He and 
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his associates realize the task that is before 
them. Their selling program is to be directed 
primarily to the prospective home owner. With 
quality materials and adequate plans for financ- 
ing this company intends to greatly develop this 
dormant quality market. 

Local advertising is to be intelligently em- 





One hundred percent 
“quality area” shed of 
the Perry -McEntire 
Lumber Co. which 
was recently com- 
pleted in record- 
breaking time. It con 
tains 17 stalls, all 
double-deck, which 
can stock over 500,000 
feet of lumber 
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vited to select their lumber requirements from 
this new shed which is readily accessible to 
every one located near the center of Lincoln. 
In addition to the principals of the firm, sev- 
eral full-time salesmen have been hired, thor- 
oughly instructed in the sales and construction 
advantages of the quality lines, and who will 





ployed, 


( This 
will involve a regular newspaper schedule to- 


according to Bruce McEntire. 
gether with direct mail pieces. The new “lum- 
ber store” will not be an old time stockroom but 
an up-to-date sales room. Contractors, archi- 
tects and prospective home owners will be in- 


work closely with contractors, architects and 
financial organizations. Carrying out the firm’s 
lifelong policy, these same individuals are to 
take a vital part in local affairs, which will 
naturally open up to them important leads on 
new construction. 


Retail Firm Has Attractive Business Quarters 


WILLIAMSPORT, PA., July 20.—The new home 
of the Lundy Lumber Co. is very attractive and 
especially appropriate to the lumber business. 
The one-story frame addition to the office, 60 by 
20 feet, serves as a modern display room for 
building materials. The building contains three 


The outside of the building presents a very 
attractive appearance. There are four large 
plate glass windows, three of which face on 
West Fourth Street, and one on the east side. 
The building is painted a light buff color, 
trimmed in yellow and black. On the roof 














A view of the interior 
of the modern office 
and display room of 
the Lundy Lumber 
Co., Williamsport, Pa. 
The office is arranged 
and equipped in thor- 
oughly modern style, 
while in the display 
room the stock of 
paints and samples of 
other goods carried in 
stock are shown to 
best advantage 





rooms, constructed and finished in materials sold 
by the company, thus affording practical demon- 
stration of these products in actual use. The 
large main display room in the front of the 
building is conveniently arranged so as to ex- 
hibit the various materials to good advantage. 


(Oe — 





color blend shingles were used, further adding 
to the appearance of the structure. 

3esides the construction of the modern office 
building, five new lumber sheds have been built 
and a railroad siding installed, so that the 
Lundy Lumber Co. now has one of the best 


equipped and most modern yards, as well as one 
of the largest retail stocks of lumber and build- 
ing materials, in central Pennsylvania. 


On a 2-acre plot on the south side of West 
Fourth Street, 200 lineal feet of sheds for lum- 
ber and roofing materials have been recently 
erected. There are five 2-story 40-foot sheds on 
the lot. A million feet of lumber can be stored 
in these sheds. The company now has three 
acres almost covered with lumber sheds and 
other buildings. 


Just north of the lumber sheds are located 
the large concrete and steel coal bins, in which 
20 carloads of anthracite can be stored. A 
1,000-foot siding has been run from the Susque- 
hanna and New York railroads to serve the 
southern yards. 


The Lundy company will retain its downtown 
store, located at 151 West Fourth Street. 

The Lundy Lumber Co. was established in 
March, 1921, by Frank B. Lundy, the location 
being on Susquehanna Street. Last October the 
city school district purchased the Susquehanna 
Street site for the erection of an industrial unit. 
The Lundy Lumber Co. bought the Fisher Lum- 
ber Co. and merged the Susquehanna Street 
business with that of the Fisher Lumber Co., 
moving to the Fisher company’s site. The entire 
stock of the latter concern was taken over and 
a great many improvements have been made. 








A front view of the recently 


TITTY 





completed office building of the Lundy Lum ber Co., Williamsport, Pa. 
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Retailers Idea Exchange 














Interesting Yard Contest Has 
Advertising Value 


A good idea for getting the people of the 
community interested in the stock carried in 
the lumber yard was recently developed by 
T. C. Richardson, proprietor of the Maury 
Lumber Co., Columbia, Tenn. 

This idea took the form of a contest, with 
cash prizes, which was extensively advertised 
in full-page space in the local newspaper. The 
contest was based on, and the prizes were 
awarded for, the longest lists of items carried 





[Sales-o-gram No. 41] 


IS HE THE 


greatest singer who has the loudest voice? 
Don't be bluffed by the fellow who pounds 
his fists and talks at the top of his voice. 
If you do, he will be a thorn in your side 
forever. But develop your own technique 
of dealing with that type of a customer, 
give him service but not preference; he will 
respect you all the more if you do not 
show the white feather. The bull-voiced 
fellow is afraid, himself, of straightforward 
taciturnity. Frequently his shouting is but 
the manifestation of a real inferiority com- 
plex. Let him bluster a while, and when 
he is through, tell him what you will do— 
once for all—and never change. 





in stock by the lumber company. First prize 
was $12.50, second $7.50, and third $5. 

The rules were simple, all that was neces- 
sary being that contestants provide themselves 
with a pad of paper, come to the yard and look 
over the stock, and write down as many as 
possible of the items they saw. The contest 
was open to every person in the county except 
employees of the firm or their families. 

Full-page announcement of the coming con- 
test was made in the local newspaper, asking 
the question, “How Many Articles Are Carried 
in an Uptodate Building Material Plant?” 

Contestants were invited to come to the yard 
and feel at liberty to go through it and see how 
many different articles they could find. It was 
suggested that, for instance, in going through 
the paint department contestants list not only 
paint as a single item, but also look about and 
jot down such items as brushes, floor wax, 
shingle stain, roof paint and a half dozen others 
to be found in that department. This principle 
applied throughout—the contestants were ad- 
vised to look for and list the minor as well as 
the major items, thus giving them a longer 
list and enhancing their chance of winning. 

“Not only is the contest interesting but edu- 
cational,” said the announcement, pointing out 
that the contestants “may want to build some 
day and the information thus gathered will be 
valuable.” 

At the close of the contest the lists were 
counted and checked by a disinterested commit- 
tee of three persons, the first prize of $12.50 
being awarded to a lady whose list contained 
238 correct items. 

The complete winning list was published in 
a full-page advertisement following the close 
of the contest, making splendid copy and in- 
forming the community as to the great number 
of items carried, many of which, perhaps, few 
persons would expect to find in a lumber yard. 


However, almost every item listed is required 
in the construction and maintenance of a home. 
As a matter of fact, the length of the list 
was a surprise even to Mr. Richardson, who 
admitted that about twice as many items as he 
thought he carried were discovered in stock. 

Publication, in a full-page advertisement, of 
the entire list not only amazed the public as 
to the great number of items carried, but sug- 
gested to many readers items they needed but 
had not thought they could secure at the lumber 
yard. : 

While not as many lists were submitted as 
were hoped for, there were enough to make the 
contest interesting, thirteen contestants submit- 
ting lists. However, the value of the contest 
did not lie so much in the number of contestants 
as in the interesting newspaper advertisements 
made possible by it, which put the Maury Lum- 
ber Co. and its diversified stock on the map in 
a unique way. 

Mr. Richardson informs the AMERICAN LuM- 


BERMAN that the cost of the entire contest, 
including the prizes and advertising, amounted 
to about $125, and that he felt well repaid for 
the expenditure in the interest which the con- 
test aroused, and the additional business that 
has come his way since. 

“Like most retail lumber dealers in small 
towns in the South we carry for sale a great 
many items other than lumber,” said he. “Com- 
paratively few of the people that we wish to 
sell to and should sell to are familiar with the 
fact that the best place to buy these items is 
the retail lumber yard. Our contest and the 
accompanying advertisement impressed that fact 
upon our’ customers and prospective customers.” 





Christmas Gayety in August 


An electrical dealer had a business anni- 
versary happening in August, and wanted to 
observe it in some special way. He also re- 
membered that he had on hand, left over from 





appear when in use. 





This Week’s Timely Tip 


Demonstrating Use of Products 


For a lumber dealer to sell quality material demands efforts on his 
part to educate the customer, unless the latter happens to be one of 
those rare persons who already realize the savings possible with good 
materials worth what they cost. 
Hixon-Peterson Lumber Co., of Toledo, Ohio, in its downtown dis- 
play and sales room has made special preparations to show the cus- 
tomer what high-grade materials look like, and the proper construc- 
tion methods for using them in home building. The accompanying 





illustration shows the demonstration wall in one of the rooms, where 
are displayed several different stages in wall construction, and not only 
the wood lath but also metal lath, Celotex lath and other wall types, 
including both wood siding and brick veneer. One can see, also, how 
frames and sash should be installed, and the customer in this way 
can make sure of having correct construction in the house he expects 
to make his home. Numerous combinations of Johns-Manville roofing 
are displayed, also. A display of this sort could be adapted to almost 
any lumber yard’s display space, to demonstrate how the products 


With this thought in mind, the 
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the previous Christmas season, a considerable 
supply of decorative colored electric light sets. 
That gave him an idea, and he put a small 
Christmas tree in his window, decorated it with 
lights, and also strung the colored lights freely 
across the entrance of his place of business. 
He then announced that he would hold a “Santa 
Claus sale” in August—with a lot of desirable 
merchandise at “gift prices.” There is no rea- 
son why lumber dealers might not make effec- 
tive use of this idea. It could be embellished 
by having a souvenir gift party for the chil- 
dren, if desired. The novelty of a Santa Claus 
sale in August helped, in the case of the elec- 
trical dealer, to put the idea over successfully, 
and it might work just as well for the lumber 
dealer. 


Women Demand Good Service 


Many lumber retailers in recent years have 
come to realize what a powerful factor the 
feminine element is in the modern merchandis- 
ing of lumber and other building materials, and 
are arranging their stores and their displays to 
make a special appeal to women customers. 
These men will be interested in the following 
excerpt from an article by Jessie E. Lofink, 
woman proprietor of a gasoline service station, 
in a recent issue of the Gasoline Retailer: 

The industry, in years past, has been much 
a man’s business. He was willing to tolerate 
a “hardboiled’” atmosphere around a garage. 
He was not offended by a gruff greeting. He 
didn’t mind if he had a shouting match with 
the attendant to get his gasoline. He seemed 
to understand. 3ut women don’t understand. 
The millions of feminine drivers demand 
honest and reliable service, courtesy, cleanli- 
ness, and a pleasant atmosphere. 

Today, one must give exceptional service 
and handle the best products at a posted price. 
The up-to-date dealer is interested primarily 
in getting the greatest net profit per dollar on 
his invested capital. Equal to this eagerness 
is his ambition to sell service. Today nearly 
everybody who sells service sells good service, 
and nearly everybody has it to sell. The only 
way to sell more of it than a competitor is 
to sell it better than he does. 


This is just one more illustration, from a dif- 
ferent field, of the growing influence of the 
feminine factor on the merchandising of many 
any varied commodities, including lumber and 
other building materials. 


A Bit of Biography 


The following breezy sketch of the early life 
of a popular retail lumberman—William C. Bul- 
lard, head of the Bullard Lumber Co., McCook, 
Neb.— appeared in a recent issue of the Demo- 
crat, published in that city: 

There are people who remember the old- 
fashioned lamp post with its feebly flickering 
gas flame in the box-like globe at the top—the 
posts that in pre-Volstead days lent such solid 
support to bleary-eyed pedestrians who were 
Wont to ask the post strange questions in the 
wee sma’ hours. Among the McCook folks 
who remember them best—but not particu- 
larly for the same reason—is William C. Bul- 
lard, the lumberman who coined a slogan that 
embodies all the words he can think of that 
begin with “B”. Bill remember those old gas 
street lights so well because the first job he 
ever had that paid “real” money was lighting 
a string of that kind of lights in Omaha. 

Bill was born in Omaha, attended all the 
grade schools in the city within his reach and 
then branched out into St. Andrews (private) 
school and Omaha High, From lamplighting 
he graduated to carrying a paper route and 
through a dozen or more other jobs until he 
found a more permanent place as shipping 
department employee of the Omaha Sanitary 
Supply Co. That was in war time and ad- 
vancement was rapid for almost everybody 
who appeared for work more than two morn- 
ings at the same place. From an assortment 
of jobs in the plant he was finally promoted 
to traveling salesman, having qualified in part 
by learning the best of the “new stories.” 

Following the death in 1919 of his father, 
the late W. C. Bullard, pioneer lumberman 
here, the younger Mr. Bullard came to Mc- 


Cook to take over the management of the 
business. 
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Rustic Lawn Furniture a Profit- 


able Line 


Detroit, MicuH., July 20.—Driving along the 
average business section on West Grand Boule- 
vard, one comes to a green and restful space 
which appears to be a sweep of velvet lawn 
surrounded by shrubs and beautifully fitted with 
rustic garden furniture. Seats of all sorts, an 
arbor, bird-houses, rustic fencing and even a log 
playhouse captivate the eye. 

This is the display of the Restrick Lumber 
Co., whose offices form the background of the 
pretty picture. When asked regarding the un- 
usual display, Mr. Frey of the Restrick Lumber 











Log playhouse displayed in Restrick yard 


Co. said that their company for the last four 
or five years has met with remarkable success 
in selling rustic garden furniture and rustic 
wood fences. 


It is a line, he said, that must be displayed 
in order to be solid. In fact you couldn’t 
accomplish anything without displaying. But 
it is worth while to give the space and time 
to the exhibit, because there is really a nice 
margin of profit in this sort of thing. Of 
course, this particular year sales have not 
been so good because rustic garden furniture 
may be classed as more or less of a luxury, 
and now people will buy plain stock for less, 
put up a wire fence and get by. Neverthe- 
less, rustic is just what they want, and they 
pay for it as a rule. And we are satisfied 
with even this year’s business, everything 
considered. We have made a good profit on 
what has been sold and have had many in- 
quiries from those who will buy later on. 

The average lumber dealer, having made 
money when things were good, has been 
rather reluctant to expand beyond the once 
good old rough and trim, and he is, even now, 
inclined to do considerable hesitating before 
entering into something that one time would 
not have been considered an appropriate 
item for a lumber dealer to handle. He is 
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and have an appeal to the artistic eye. They 
can be handled without a single penny in- 
vested until such time as demand warrants 
stocking particular items. If made by the 
proper craftsmen, they give 100 percent sat- 
isfaction and stay sold, bringing the dealer 
good will and serving as permanent addi- 
tional displays. 


One selling point of rustic furniture is that 
it differs from the commonplace. Another is 
that expensive shrubbery may be planted around 
it and not be disturbed for periodical painting, 
since no painting is necessary, or even desir- 
able. The light yellow of the rustic furniture 
weathers to silver gray in six months or a year, 
and so is prettier as time goes on than when 
first put up. 

The Restrick Lumber Co. has the furniture 
and fences made from white cedar up North 
where materials cost little and labor is cheap. 
Customers order from samples displayed and 
deliveries are made within a week or ten days. 
E. S. Frey, Restrick Lumber Co., 1000 West 
Grand Boulevard, Detroit, has kindly con- 
sented to answer inquiries from dealers in- 
terested in learning the name of the concern 
that makes the furniture, methods of selling etc. 





Regional Farm Buildings 

Evolution of modern farm building types, 
especially adapted for the different regions of 
the country, is in prospect as a result of the 
regional farm - structure - planning movement 
which has been inagurated in the Corn Belt 
this year, the United States Department of 
Agriculture says. 

The program, which will co-ordinate the 
work of State agricultural engineers in a spe- 
cific region with the research work done by 
the Federal Bureau of Agricultural Engineer- 
ing will also tend to eliminate the possible 
duplication of plans for farm buildings which 
frequently takes place when States work alone. 
The object is to develop the types of farm 
structures which are best suited for the region 
in which they are used. 

The movement to study farm structures on 
a regional basis is considered a significant step 
in the efforts of the agricultural engineers of 
the department to work out a system for the 
interchange of plans, specifications, and other 
information about farm buildings, thus making 
the research in each State available to all the 
others. 


Building Trade Wage Rates 
Continue to Increase 


New York, July 20.—Wage rates per hour 
in the building trades throughout the United 
States, notwithstanding the business depression, 
have continued an almost uninterrupted rise 
that had its beginning in 1922. At the end of 














This display of out- 
door home accessories 
in the yard of the 
Restrick Lumber Co., 
Detroit, Mich., has at- 
tracted a good deal of 
attention and led to 
sales that probably 
would not otherwise 
have been made 














inclined to fear for his lack of knowledge 
of the new item and its sales possibilities, 
especially because of his having had no great 
eall for it. 

The rustic fence and furniture items should 
be handled by the lumber dealer. They are 
as truly lumber as anything could be. Dis- 
playing them sells them, because they are 
entirely different from the commonplace 


1930 the composite hourly wage rate of fifteen 
building trades, in twenty-three principal cities, 
was 27.4 percent higher than it was in 1923. 

These facts are revealed in a report on 
“Wages in the United States, 1914-1930,” just 
published by the National Industrial Conference 
Board. “There is no evidence available, there- 
fore,” states the report, “that the current de- 
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pression has adversely affected wage rates in 
the building industry. Whether or not it has 
lowered the earnings of building workers, it is 
impossible to determine from these figures. 
That depends entirely on the time worked, or 
the number af hours during which building 
workers have been employed.” 

Among the fifteen trades for which statis- 
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The highest rates in, 1930 were paid to plas- 
terers and bricklayers, both averaging $1.70 an 
hour during the year. The lowest rate was 
noted for laborers, slightly over 73 cents an 
hour, and the next lowest, for hod-carriers, 
nearly 97 cents an hour. All other classes of 
workers were paid more than $1 an hour. The 
average wage rates per hour in the twenty- 
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York led the list with an average of $1.62; Chi- 
cago was second with an average of $1.47; 
and Atlanta was lowest, with an average of 78 
cents. 





VACATION CARD 
“My girl must be on the sea.” 








tics are given in the report of the Conference 
Board, a wide range of wage rates was noted. 


“Short-cuts” Observed in an Indiana Yard! * 


MICHIGAN City, INp., July 20.— 
Clever and convenient are the 
home-made racks used by the 
Michigan City Lumber & Coal Co. 
for handling window screen. Fas- 
tened to the wall in the vertical 
manner shown in one of the ac- 
companying cuts, the space taken 
is negligible, and either rack gives 
easy access to any roll. Note how 
the diagonal slots permit the quick 
removal of any roll. When a quan- 
tity of screen is to be measured off 
it can be measured as it is unrolled, 
with the stock rotating on the 
wooden bar, or sometimes (if it isa 
large sale) the whole roll is lifted 
out and sent spinning, unrolling as 
it goes, down the long concrete 
floor of the alley on which the 
racks face. The door between the 
Vento steel window sign and the 
Weatherbest stained shingle sign 
is the entrance to the office. 

To the right of the oval sign 
calling attention to Long-Bell 
grade-marked lumber, even farther 
to the right than the fire bucket 
and the edge of the picture, the 
company keeps its expanded metal 
lath in a few horizontal racks 
similar to those used for lumber. 
It is not a large stock, but “we 
don’t need to carry a large stock,” 
explained A. D. Thompson, a 
salesman, who with W. G. Schumm, 
the bookkeeper, in the absence of 
Manager C. A. Flym told the vis- 
iting representative of the AMERI- 


CAN LUMBERMAN how this com- 
pany is dealing with present-day 
conditions in retailing. He con- 
tinued : 


“You see, with plenty of ware- 
houses nearby we can get fast serv- 
ice on orders of metal lath, and 
it is easy to handle, for it comes 








three cities included 


in flat bundles 8 feet long, and 24 
or 27 inches wide. It is a very 
profitable item for dealers like us; 
we count on selling anything that 
goes into the building of a home. 
In recent months we have taken 
on several items that we might not 
have considered a few months ago, 
for now we will sell just about 


in the statistics, as of 
December, 1930, showed wide variations. 


New 


reach of customers, and so placed 
that they easily can operate the 
locks or other pieces of equip- 
ment. One that especially invites 
such demonstration is a casement 
window for wood sash, and Mr. 
Thompson reported that this is a 
good seller, as are also the new 
Micklin metal corners by means of 

















The Michigan City Lumber & Coal Co. presents this contrast between 
“the old and the new,” the swinging doors at the left and the overhead 
door at the right, the latter giving access to roofing stocks 


anything in our line that offers us 
a profit.” 

Looking about it was easy to see 
that though the company’s line is 
varied it has used care in its selec- 
tion and also in display. Garage 
door locks, house door locks, 
hinges and other items of builders’ 
hardware are mounted within easy 


which any ordinarily handy man 
can make his own wooden screens 
and make them perfectly square at 
each corner. The name “Frantz” 
was to be seen on many of the car- 
tons containing builders’ hardware, 
and Mr. Thompson was enthusi- 
astic in his praise of this well- 
known manufacturer. “We like the 


“Why so?” 
“She sends oceans of love.” 


Frantz overhead door especially,” 
he said, “and we have one mounted 
back there at the roofing shed, as 
a display as well as a handy door.” 
Shown in another of the accom- 
panying illustrations is an installa- 
tion that indicates the advantage of 
an overhead door over the swing- 
ing type. 

In the main shed, across the 
alleyway from the screen racks, 
were noticed the nail bins and 
counter pictured on this page. Mr. 
Thompson explained that the en- 
tire outfit had been purchased sec- 
ond-hand from a hardware store 
that was going out of business, 
The nail bins are exceptionally 
handy, he said, because two rollers 
at the back of each bin permit one 
to pull it forward with ease, and if 
the right nails should be put into 
the wrong bins the bins of course 
are interchangeable. 

These bins are of a type that 
almost any dealer could make, in 
sizes to fit his special needs. The 
drawers above the bins are used 
for small or special nails, such as 
finish or zinc-coated nails. This 
company does a fairly large busi- 
ness in the zinc-coated nails, for 
customers are informed of the dif- 
ference, and of the cash savings 
really effected by the zinc, just as 
they are informed of the difference 
in wearing qualities of enameled, 
galvanized and copper window 
screen, and the reason why this 
lumber dealer sells only the 16- 
mesh screen that is_ practically 
mosquito proof. The lumber com- 
pany’s representative, whoever he 
happens to be, lets the customer 
know about the better quality, and 
what it might mean to him, the 
customer, in dollars and cents. 











The Michigan 


City Lumber & Coal Co. finds these racks especially 
convenient for handling window screen of all sizes. 


Later each rack 


may be fitted to a table that can be folded up along the wall 











The Michigan City Lumber & Coal Co. bought these nail bins from a 


— 


hardware store, but the design is simple and easily adapted to any 


space. Each bin is separate, and has rollers on the bottom at the back 
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Dealers May 


AMERICAN LUMBERMAN 


Cash In On 


Plywood Ads 


SEATTLE, WASH., July 18.— Many retailers 
who have been interested in adding Douglas fir 
plywood to their lines, have hesitated to do so 
because of an unwillingness to invest the cap- 
ital necessary for putting in a complete stock. 
In order to meet this situation, and responding 
to suggestions made by many retailers and 
wholesalers, the manufacturers of Douglas fir 
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Dealers may begin cashing in on nationwide 

advertising campaign by stocking special intro- 

ductory assortment of Douglas fir plywood 
which comes in convenient bundles 


plywood have joined in announcing a uniform 
special introductory assortment for retailers, 
which comes conveniently bundled at a special 
introductory price. This assortment, or a 
similar one, now may be ordered through job- 
bers, for prompt delivery. 

The special introductory assortment which 
dealers may order at once from their jobbers is 
made up as indicated herewith: 


(4" 3-ply—3 bundles) 





No. of No. of 
panels Size sq. ft. 
9 16x72 72 
6 24x72 72 
3 48x72 72 
9 16x84 84 
6 24x84 84 
3 48x84 84 
9 16x96 96 
6 24x96 96 
3 48x96 96 
(3g” 3-ply—3 bundles) 

6 16x72 48 
4 24x72 48 
2 48x72 48 
6 16x84 56 
} 24x84 56 
é 48x84 56 
6 16x96 64 
} 24x96 64 
2 48x96 64 
(%4” 5-ply—3 bundles) 

3 16x72 24 
2 24x72 24 
1 48x72 24 
3 16x84 28 
2 24x84 28 
1 48x84 28 
3 16x96 32 
2 24x96 32 
j 48x96 32 
*(144" Wallboard 3-ply—1 bundle) 
wy) 48x96 288 
23 Ee ee ee ee 1800 


*All panels except wallboard grade are 


sound two sides, sanded two sides. 


The purpose of making this assortment avail- 
able to retailers is to enable them to begin cash- 
ing in at once on the nation-wide advertising 
campaign recently launched in twenty-five pub- 
lications by the thirteen manufacturers of 
Douglas fir plywood in the United States. This 
special introductory assortment provides a 


quick turn-over, minimum stock of Douglas fir 
plywood that can be sold virtually without 
waste for practically every one of the hundreds 
of uses of this wide, strong, “engineered” 
lumber. 

Among the innumerable construction and in- 
dustrial uses of this split-proof, warp-resistant 
material are: Built-ins, paneling, partition, con- 
crete forms, auto bodies, squeakless flooring 
and sub-flooring, crack-proof ceiling, sheathing, 


warp-proof doors, modern furniture, crates, 
store fixtures etc. 
This assortment is now being distributed 


through jobbers by each of the manufacturers 
who collectively are sponsoring the present 
advertising campaign that is now stimulating 
retail fir plywood volume throughout the coun- 
try. These manufacturers are: Aberdeen Ply- 
wood Co., Aberdeen, Wash.; Aircraft Plywood 
Co., Seattle, Wash.; Buffelen Lumber & Manu- 
facturing Co., Tacoma, Wash.; Harbor Ply- 
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wood Corporation, Hoquiam, Wash.; Henry 
McCleary Timber Co., McCleary, Wash.; M & 
M Plywood Corporation, Longview, Wash.; 
Olympia Veneer Co., Inc., Olympia, Wash. ; 
Oregon-Washington Plywood Co., Portland, 
Ore.; Peterman Manufacturing Co., Tacoma, 
Wash.; Robinson Manufacturing Co., Everett, 
Wash.; Vancouver Plywood Co., Vancouver, 
Wash.; Washington Veneer Co., Olympia, 
Wash.; The Wheeler, Osgood Co., Tacoma, 
Wash. 


——— 


Japan Begins to Buy Western 
Pines 


PorTLAND, OrE., July 18.—A _ shipment of 
500,000 feet of cottonwood logs was made from 
the Columbia River this week to Japan, the 
first of several to follow at intervals. They are 
from a lot cut on the ground now inundated by 
the large power dam just completed on the 
Lewis River. The cottonwood, it is understood, 
will be used largely in the manufacture of 
matches. Cedar logs and some pine lumber 
have also been included in manifests of vessels 
bound for Japan recently. While cedar log 
shipments have been made from time to time 
for several years, the pine shipments are in the 
nature of a new departure. 


Shoe Store Uses Wood for 
Distinctive Effect 


San Francisco, CAuir., July 18.—A_ shoe 
store with the atmosphere of a mountain hunt- 
ing lodge, an atmosphere entirely masculine, 
was desired by Camil N. Roos and his asso- 
ciate, Harry J. Evans, for their projected 
Footjoy Shoe Shop in this city. Effective use 
of wood paneling made realization of this con- 
ception possible. The shop is considered the 
most distinctive in the Bay region, and the 
owners and the architect, George F. Ashley, 
still, more than a year after the shop’s open- 
ing in April, 1930, are given frequent assur- 
ance of the success of 


their efforts by the 
comments of newcom- 
ers. 


Grain and knots of the 
heavy beams which sup- 
port the ceiling were so 
skilfully painted on ce- 
ment as to deceive lum- 
bermen, but the vari- 
width plank floor is of 
hardwood, and the wall 
panels are of knotty 
white pine. 

The air of spacious- 
ness is enhanced by re- 
ducing display of shoes 
to a minimum. The 
front window is a shal- 
low display space 
backed by a low pan- 
eled rail set off with 
an ornamental iron 
grill. .There is a small 
showcase near the en- 
trance. Windows: on 
either side of the large 
stone fireplace permit 
the display. of shoes 
against painted outdoor 
scenes. Stock shelves 
have been hidden in the rear behind low par- 
titions, which also conceal the offices. 

Heating is by steam radiators hidden in 
wood cabinets, and the fire of rough wood and 
coals on the hearth is found to be cleverly 
contrived with the use of a flickering red light 
which flares against the walls of the fire- 
place and glows through the blackened glass 
of the artificial coals. The heavy stone hearth 





has utility as well as ornamental value. Cus- 
tomers in the throes of trying on shoes may 
use it to get the feel of the pavements. 

Rugs of simple and colorful Indian patterns, 
informal Monterey type furniture, and electric 
lighting in old fashioned coal oil lamp fixtures 
of brass, complete the picture. 

Two very interesting expedients were used 
to give pine and stone an effect of age con- 
sonant with the brass plate in a corner of the 
fireplace, which gives the birth date of the 
Footjoy Co.—1850, according to Architect Ash- 











Wood paneling and decorations add to the chummy effect of this shoe 
shop, which was designed to attract men customers 


ley. Beer instead of oil was used on the wall 
paneling, and buttermilk brought out the color 
and grain of Carmel stone in the fireplace. 

A side wall of the front window was deco- 
rated by Dick Wibel, of Fraser & Wibel, with 
a modernistic inlay of walnut. A _ colorful 
grained oriental walnut forms an irregular an- 
gular pattern. For the solid portions, black 
walnut was used. 




















Outside corner detail at second floor. 


at the corners 


Here the redwoood siding is 
carefully joined with the Douglas fir plywood to insure smooth joints 
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Showing inside shoring from first to second floor. 
is used most of the way to the second floor; then redwood siding, as 


Douglas fir plywood 


shown, will be used all the way to the roof to give a siding effect 


Extensive Use of Lumber to Build Concrete Home 


Thousands of feet of lumber in the form of 
5-ply Douglas fir plywood, Shevlin knotty pine, 
southern pine, western hemlock, Bruce CELL- 
ized oak flooring, and redwood bevel siding, 
together with quantities of Celotex, are being 
used in the construction of the first so-called 
all-concrete home being built in Park Ridge, 
Ill, This is one of four similar jobs under way 
or completed in Chicago suburbs by the Ameri- 
can Engineering & Development Co., with 
offices at 7 West Madison Street, Chicago, of 
which A. W. Menkin is president and Herbert 
W. Grugel is superintendent of construction. 

Attracted by a Wheaton (Ill.) home built en- 
tirely of wood, Mr. and Mrs. Fred Dinse, of 
Park Ridge, found a desirable location, sur- 
rounded by trees, and proceeded to have built 
in concrete a duplicate of the Wheaton house. 
Because it is to be their family home and by 
observation in various parts of this country they 
had formulated their own ideas of what a mod- 
ern home should be—built to accommodate a 
growing family, with playrooms and conveni- 
ences to make the children want to appreciate 
their home—many features developed by them 
are being embodied in the new home. 

It is to be a 2-story and attic structure, ap- 
proximately 40x40 feet square on the ground. 
Floors and basement walls are to be 12 inches 


thick, reinforced, and consequently careful and 
meticulous workmanship is necessary to in- 
sure freedom from error, for once the concrete 
is formed changes can not easily be made as 
with a wooden home. 

To insure smooth walls and floors 54-inch 
5-ply Douglas fir plywood ig used, being shored 
at 2-foot intervals, inside and out, with western 
hemlock 2x4s placed sideways. At intervals 
varying from 2 to 3 feet, two 3x4s, laid edge- 
wise, run horizontally around the structure to 
aid in reinforcing. 

forms to go between what would ordinarily 
be joists and for the various openings, doors, 
windows etc., are made of 2x6-inch with 1x6 
on top to which has been nailed the Douglas fir 
plywood, with an accompanying same _ sized 
piece of Celotex. In most instances the Celotex 
remains in the wall or floor to act both as an 
insulator from heat and cold and as a sound 
deadener. About 35 of these forms of varying 
sizes are used on each floor. 

In forming the basement ceiling and the first 
floor, for example, a veritable forest of 2x4s 
was used for reinforcing, partitions etc. On top 
of these 2x4 uprights and braced with hori- 
zontal shoring the Douglas fir plywood, water- 
proofed with two coats of linseed or mineral 
oil, and carefully trimmed and squared, is laid 
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for, say, the basement ceiling. Then reinforcing 
wire is placed and about 1% inches of con- 
crete is poured before the joist forms are laid; 
then concrete is poured full height of the forms 
and over them to secure the proper floor thick- 
ness. This process is being followed out for 
the entire structure. 

The outside side walls up to within about 2 
feet of the second floor will be finished in 
smooth concrete. Then 10-inch redwood bevel 
siding, made by the Union Lumber Co., laid 
outside-in—backwards—is being used to _ the 
roof to give a siding effect in the concrete when 
finished. To insure a smooth effect an agitating 
blower will be used while pouring the concrete 
for these side walls to blow out all air bubbles. 

Special effects are to be obtained in some of 
the rooms. For example, in the study and 
library, Shevlin knotty pine with V-groove 
joints will be used to form the side walls, the 
concrete when finished to be stained any de- 
sired color or to imitate the natural wood. 
Aluminum paint will be used in the lounge for 
decorative purposes. All the doors to the home 
will be of wood in colonial design, with base- 
ment sash and frames of wood, though other 
windows throughout the house are to be of 
metal. Wooden shutters will be used. Bruce 
CELLized oak flooring will be used in all the 
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Close-up of the forms made of 2x6, with 1x6 and Celotex nailed on 
top, used as forms for the joists and partitions, about 35 of varying 
sizes being used on each floor 





View of east side (front) of home giving an idea of the great number 
of 2x4s used to back the Douglas fir plywood form for the outside wall; 
more than 140 of these 2x4s are thus utilized 
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bedrooms. A siding effect will be secured on 
the garage exterior walls. In the buffet in the 
basement boards with prominent grain have 
een used to secure the grain effect of the wood 
on walls and ceiling. 

Wall. cabinets, cabinets for the children’s 
toys, book cases, kitchen cabinets, clothes closets 
etc. are all to be of wood. Wide oak boards, 
pegged down, will be used for the floor of the 
library.. A colonial effect will be secured in 
the trim on the living room fireplace. 

An idea of the.use of lumber in this house 
may be gained. from the fact that in an 8x10- 
foot room (inside forms only) 47 2x4s 8-ft. 
6-inches high are utilized besides 12 pieces. of 
%-inch 4x10-foot 5-ply Douglas fir plywood. 
Actual count showed that 146 2x4s, 16 to 18 
feet long, are used for reinforcing, outside only, 
the outside walls. 


Broadens Its 


B. G. Dahlberg, president, and C. E. Sted- 
man, vice president and general sales manager, 
of the Celotex Co., have announced a new mer- 
chandising policy, under which that company 
will broaden its services to lumber merchants 
by handling a line of allied materials manufac- 
tured by a group of organizations recognized as 
leaders in their particular field. At the same 
time, announcement was made of the addition to 
the Celotex group of five products: Ozite build- 
ing blanket, C-X Lanite insulating quilt, C-X 
orange label wallboard, C-X green label wall- 
board, and Compo-Board. According to Mr. 
Dahlberg, the inauguration of this new mer- 
chandising policy, and the addition of these 
products to the Celotex line, conform to the 
original and determinedly-adhered-to plan for 
broadening Celotex service. The company now 
has a line of twenty-four different products in 
the insulation and acoustical fields, with manu- 
facturing or associated manufacturing plants in 
eleven States. The purpose of the new mer- 
chandising plan, and qualities of the newly 
added products, are described by Mr. Stednian 
as follows: 

Our new policy is designed to bring to the 
building industry a broader line of materials, 
and to Celotex dealers a wider market, greater 
sales opportunities, larger volume and quicker 
turn-over. This plan recognizes that the trend 
in building materials is toward increased dis- 
tributing efficiency, with resulting increase in 
profit opportunity for the lumber dealer. The 
broader Celotex line covers several phases 
of building insulation, and also brings under 
the Celotex banner other standard building 
products. 


Mr. Stedman says the company will place 
behind these new members of the Celotex family 
the same forceful advertising and practical pro- 
motional efforts that always have been identified 
with Celotex products. The products which 
the Celotex Co. is now adding to its line are 
described as follows: 

Ozite Building Blanket. There is a definite 
Place in the building industry for flexible type 
insulation. To meet this need with the high- 
est possible quality of blanket insulation, The 
Celotex Co, has made arrangements with The 
American Hair & Felt Co. for the manufacture 
and marketing of Ozite building blanket. This 
blanket is all hair, chemically treated and 
stitched between layers of tough, heavy, wa- 
terproof, duplex crepe paper made especially 
for this purpose by reinforcement with ani- 
mal hair to provide greater durability and 
resistance to puncture. The asphalt content 
of the paper makes it repellent to rodents and 
vermin. The stitching serves two purposes. 
It keeps the felted hair securely in place and 
causes the blanket, when applied, to fluff, thus 
increasing its specified thickness. Tests by 
Armour Institute show the heat conductiv- 
ity value of Ozite building blanket to be .246 
B. t. u. per hour, per square foot, per inch 
thickness, per degree Fahrenheit. This blan- 
ket is furnished in half inch and inch thick- 
nesses, and in widths of 17 and 33 inches. 
Half inch rolls contain 250 square feet and 
inch rolls 125 square feet. 
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Practically all the lumber—Douglas fir ply- 
wood, Shevlin knotty pine, western hemlock, 
California redwood, southern pine, Celotex etc. 
is being furnished as needed on the job by the 
Park Ridge Lumber Co., of Park Ridge, III. 


Signs of Returning Prosperity 


According to H. I. Phillips, in the New York 
Sun, there are numerous signs of returning 
prosperity, and he recounts a few of them as 
follows: 

“Street cleaners report that cigar butts aren’t 
nearly so short as during 1930. 

“There has been a noticeable decline in the 
number of people shopping around before they 
buy razor blades. 


“Occasionally you see an automobile spare 
tire rack with a spare tire attached. 

“It is now safer to leave the children’s banks 
around the house. 

“There are fewer roadsters on the road with 
the glass out of the headlights. 

“People are saying “‘Won’t you stay to din- 
ner?’ as if they really meant it. 

“More men are getting their hair cut regu- 
larly. 

“You can drop a penny in a crowded street 
without causing a major panic. 

“Butchers have ceased swooning when a cus 
tomer asks for a porterhouse steak. 

“Women report a gradual improvement in the 
quality of bridge prizes. Nobody has won a 5 
and 10 cent store lampshade in weeks.” 


Service to Lumber Merchants 


C-X lLanite Insulating Quilt. To enable 
lumber merchants to offer a high efficiency 
flexible insulation at a price so reasonable 
that no home owner or builder need forego 
the advantages of insulation because of lim- 
ited capital, the Celotex Co. has also arranged 
with The American Hair & Felt Co. to manu- 
facture C-X Lanite insulating Quilt. This 
product is a patented combination of im- 
ported fiber and hair, felted together. It is 
manufactured under the same rigid specifica- 
tions as Ozite building blanket. Tests at Ar- 


mour Institute show the heat conductivity of 
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this material to be .250 B. t. u. per hour, per 
square foot, per inch thickness, per degree 
Fahrenheit. Because of the special stitching 
method employed, Lanite insulating quilt fluffs 
out to about one and one-third times its speci- 
fied thickness when applied, an added insula- 
tion feature. 


Compo-Board. For thirty-nine years, Compo- 
Board has been winning a place for itself 
in the building industry as a wallboard and 
utility material which does not warp, is dura- 
ble, light in weight, rigid and permanent. 
There will be only one change in Compo- 
Board as marketed by the Celotex Co. It 
will be provided with a new surface, treated 
by an improved sizing method, to take any 
sort of decorative finish. The board’s patented 
redwood core, covered with layers of specially 
prepared line stock, which has made it unique 
among materials of its type, will, of course, 
remain unchanged. 

C-X Orange Label Wallboard. C-X Orange 
Label wallboard is the only 5-ply, full 
inch wallboard on the market. As in wood 
veneers, the odd number of plys is specified 
to resist any tendency toward warping. Spe- 
cial care has been exercised in surfacing this 
wallboard. It has been provided with a dead 
level surface—smooth, not pebbled-——-and var- 
nish-sized in manufacture to take any decora- 
tion, particularly water color paint. Orange 





Label wallboard comes in widths of 32, 
48 and 64 inches, and lengths of 6, 7, 8, 
9, 10 and 12 feet. There are special 14 and 
16 foot lengths in the 48-inch width. A spe- 
cial 3-ply, %-inch thick board is also avail- 
able in the same widths and lengths. Orange 
Label wallboard is manufactured for the 
Celotex Co. by the Robert Gair Co., of New 
York, a concern with sixty-four years of ex- 
perience in this field behind it, and the Alton 
Box Board & Paper Co., of Alton, Ill. For 
maximum service to dealers and economical 
distribution, this board will be made in plants 
at Alton, Ill., and Haverhill, Mass. 


C-X Green Label Wallboard. To meet the 
demand for a serviceable, economical wall- 
board, the same manufacturers who produce 
Orange Label wallboard will also supply 
Green Label wallboard. Instead of the stand- 
ard 3-ply construction common with wall- 
boards in this price class, C-X Green Label 
wallboard is a 4-ply product. Both surfaces 
are smooth and levél, and are beater-sized to 
take ail types of decoration. This board will 
be manufactured in the same plants where 
C-X Orange Label wallboard is made, 





Florida Production Greatly 
Curtailed 


JACKSONVILLE, FLa., July 20.—The Wilson 
Cypress Co. of Palatka, Fla., and the Putnam 
Lumber Co., of Shamrock, Fla., have closed 
their cypress mills for an indefinite period. 
These two mills are very large producers of 
cypress and are considered two of the best 
mills in the South. The size of stocks on 
hand at the mills, the slow movement of cypress, 
and low prices caused these mills to discontinue 
operations for the time being. The pine mill 
at the Putnam plant is not closed, but is not 
operating full capacity. Cummer Cypress Co. 
at Lacoochee is running only four days a week. 


Ellsberry Bros., of Wimauma, Fla., have cut 
out and discontinued operation of the mill. How- 
ever the sales force will be there for several 
months disposing of the stock on hand. This 
mill was cutting in a stand of very fine long- 
leaf yellow pine, shipping principally through 
Tampa, Fla. The lumbermen regret that this 
fine timber is exhausted, as some very difficult 
orders have been filled at this mill. It is not 
known whether the owners have another loca- 
tion. 

The Big Indian Lumber Co., Avon Park, has 
closed down its sawmill and planing mill for an 
indefinite period, because of low prices and no 
demand. 

Rosenbaum & Little, Rome, Fla., have cut 
out and closed down their sawmill. The plan- 
ing mill will continue for several weeks and 
the sales force will continue disposing of the 
stocks on hand. 

It is understood that Keysville Lumber Co., 
at Keysville, Fla. will be cut out in about 
thirty days. 
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Furnishing the Trade What It Wants in Douglas Fir 


PorRTLAND, OreE., July 18.—An eminent in- 
dustrial engineer once said: “There are three 
principal factors required for industrial suc- 
cess—a plan or ideal, common sense and compe- 
tent counsel. Out here in the Douglas fir 
region there is a plan, based on an ideal, ap- 
proaching culmination, which has back of it 
many years of operating and merchandising ex- 
perience on the part of its principals. 

The common sense factor was born of this 
experience. Through all these years the two 
men who are actively developing the project 
have been working with old growth yellow fir 
trees, transforming them into both crude and 
intensively refined products, and co-ordinating 
these operations with sales direct to the trade, 
of the finished product, through salesmen on 


the ground in the consuming territories. This 
they have done for twenty-five years. 
The competent counsel which they have 


sought and added to their own practical experi- 
ence came through close co-operation for the 
last two years with twelve other manufac- 
turers, preceded by four years devoted by one 
of these men to daily personal contacts and 
surveys in the eastern trade. 

3eing interested in the outlook for a forward- 
looking enterprise based on these fundamen- 
tals, a representative of the AMERICAN LUM- 
BERMAN asked one of the principals to outline 
in some detail the plans and the possibilities 
of this enterprise. First, this lumberman said: 


Starts with Buyer's Wants 


“The day is past for cutting off a solid area 
of Douglas fir trees, sawing the logs into 
timber orders which must be found, and piling 
up the side lumber to await a buyer. In the 
successful operating and merchandising plan 
of the future, this process will be reversed. 
The salesmen will cultivate and co-operate with 
the buyers; they will study the requirements 
of the retail lumber and building material deal- 
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ers, which means the requirements of their 
customers, and of the industrial manufacturers 
and engineers who can use wood in their fin- 
ished jobs. 

“The salesmen will recommend the species, 
type, grade, grain, size, moisture content etc. 
best suited for the desired purpose. They 
will recognize that the user is not concerned 
with what trees happen to stand on the 40 acres 
which must be logged next. Neither is he 
interested in 12-foot lengths or B&better clear 
grade, or mixed grain, if his requirements 
demand 14-foot lengths; if C clear is good 
enough, and if vertical grain is the best for 
his purpose. If necessary, the salesman will 
sell him several species and many items to go 
forward in the same car. Refinement at the 
mill will be advocated just as far as economy 
will permit. For example, if hog and poultry 
houses, implement sheds, garages etc. for build- 
ing material dealers, and kitchen and card 
table sets for the furniture manufacturers, all 
cut and put up in sets at the mill and shipped 
in mixed cars with lumber items, mean lower 
costs to the purchasers and increased sales 
possibilities to their customers (as compared 
to their paying freight on the waste and trying 
to sell the consumer lumber out of which 
he may himself cut these finished articles), 
then the salesmen will sell to the dealer and 
to the industrial user the finished products. 
Instead of charging the dealer with failure to 
favor lumber over substitutes, the salesmen 
will find out what fence designs and lawn 
chairs etc. the dealer can sell to his consumer 
trade, and will furnish him those items ready 
to put together.” 

To this alluring merchandisine picture the 
interviewer countered with this question: 

“The possibilities for the salesmen and for 
the customers are apparent, but how about the 
mill owner here in the West, who must cut 
that next 40 acres and who must get volume 


~ 
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or up will go his costs? If you sell ‘what 
the trade wants,’ won’t the mill accumulate 
stock of unsalable items? You haven't the 
facilities in any one mill to make all these 
things, nor do you have a variety of species 
growing in an assortment to fit the customers’ 
mixed requirements. Are you sure you can 
sell these combinations anyway ?” 


Advertising for Sales Connections 


The reply came back to the last question 
first, in this way: 

“When we started two years ago to develop 
sales connections in every territory, and in- 
structed these salesmen to sell ‘what the trade 
wants,’ some of our friends said we were put- 
ting the cart before the horse—that we should 
have first developed the facilities and then 
gone out to sell. We know that is the usual 
way—plants are built, the product is made 
and orders for that product are awaited. Really, 
we didn’t just go out and sell without facilities 


of a sort. First, we spent months counselling 
with various small manufacturers who _ pos- 
sessed good quality raw material, and with 


varying types of manufacturing facilities, until 
the variety of necessary material and equip- 
ment was found among thirteen plants. For 
the use of our sales connections, a detailed word 
picture was developed, covering the abilities 
and limitations of each plant, no two of which 
are alike. For twelve months advertising for 
sales connections only was persistently carried 
in the AMERICAN LUMBERMAN. On the live 
list we keep sixty of these sales connections. 


Everything Absorbed by Buyers 


During recent months of almost barren mar- 
kets for crude products, over 700 cars have 
been shipped of ‘what the trade wants.’ Not 
a large business, but it represents only about 
z 


mitted by salesmen. The possibilities are tre- 














A retail lumber and building material dealer’s display shows the salesman what the consumer will buy—Twenty percent of the log works up into 


articles such as most of those shown, to ship with lumber, in the knock down. 


Incidentally, they help the dealer sell paint. 
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mendous if you can and will make ‘what the 
trade requires.” Our handicap has been inade- 
quate, unwilling and scattered producing facili- 
ties. This will be overcome through the next 
co-ordinating step in our _program—the con- 
centration plant which will supplement and 
round out the performance of the other plants. 
“As to your question about undesirable accu- 
mulations, these do not bother, because the 
widespread sales organization covering all fields 
and types of trade brings in a variety of busi- 
ness so that everything is absorbed in one chan- 
nel or another. The all important thing is the 
absolute segregation of items so they can be 
applied where wanted. Large stocks are not 
required, but all separations are necessary. 


To Organize Concentration Plant 


“As to the problem of the mill operator in 
the West, this can best be answered by de- 
scribing the plan of our prospective concentra- 
tion plant. This plant will be located at some 
central point—Portland or Eugene—or at some 
point in between, where the crude material can 
be brought in from the various districts. The 
sales office will be at Eugene, to be close to 
the mills, all of which are near the timber. 
The mills having old growth yellow fir will 
break down the logs into straight grain cants, 
load these on flat cars and consign them to the 
concentration plant for working for the mill’s 
account. Those items which can be shipped 
without seasoning or further working than 
planing in the green, such as timbers, planks, 
car sills, ship decking etc., will, as now, be 
shipped direct to the purchasers from the mills. 
Full carload orders of these latter items will 
be shipped direct. On orders for any of these 
items to go out in mixed cars with seasoned 
products, the cars will be partly loaded at the 
mills, then stopped at the concentration plant 
or at other mills for completion. No stocks 
will be carried at the mills which cut old 
growth yellow fir timber. 


Count on Rapid Turnover 


“Cants and side lumber consigned to the con- 
centration plant will be worked in transit. 
This material will be loaded at the mills in 
sling-loads, and at the concentration plant will 
be unloaded on to a sorting table to be sent 
by an expert marker on live rolls to pony band, 
band resaw, edger and trimmer. The product 
will be carefully manipulated to get the maxi- 
mum quality. The soft, deep clear will go into 
finish, casing, base, moldings, car siding etc., 
all stock to be separated for grain, grade, size 
and length. The shallow, tough, strong, good 
wearing, resilient type of clear will go into 
flooring, ladder stock, car decking etc., and 
the sap clears will be worked into ceiling, drop 
siding etc. The shop type of soft lumber from 
the deep part of big logs will be sawn vertical 
grain for factory cutting up purposes. In re- 
manufacturing, cants will be turned to get the 
best grain value and to avoid spike knots in 
commons. All No. 1 common and better and 
No. 3 shop and better, two inches and thinner, 
will be kiln dried to suit the need of each item. 
When dried, the lumber will be blanked and 
sorted for sizes, lengths, grades and grains, 
and stored in packages ready for working 
in planing mill and factory. Only petty stocks 
of finished worked items will be carried. 

“Thus, you may see that the mill operator 
will not have a serious problem. He will log 
the next 40 acres clean, and will produce from 
tree to flat car, whether he has cutting orders 
for timbers or not, at an exceptionally low 
cost. The concentration plant operation will 
be economical and effective because of a steady 
supply of properly sawn cants of uniform tex- 
ture and quality. Lengths will be 20 feet 
and shorter; anything longer will be sawn 
complete at the mills. Band saws will save 
the kerf usually lost in circular mill operation. 
The full value will be taken from the log. 
The turn-over of the product will be rapid 
because of the ability to ship mixtures from 


the concentration plant of ‘what the trade 
wants.’ 


AMERICAN LUMBERMAN 


Will Supply Numerous Workings 


“The cut-up type of fir lumber and the clear 
edgings will be worked at the factory into 
such items as toy wagon sets, croquet boxes, 
cooperage heading squares, step ladder sets, 
screen door sets, cut-to-length trim, kitchen 
and card table sets, door frame and jamb sets, 
pickets, clothesline props and tent stock, rug 
and curtain poles, signboard molding, fence de- 
signs, rustic lawn furniture in the knock-down, 
sectional hog and poultry houses, garages, grain 
bins, implement sheds etc. Our experience has 
shown that these products, together with lum- 
ber items made by old growth yellow fir mills 
and the concentration plant, constitute about 
80 per cent of the trade requirements in mixed 
shipments. The other 20 per cent consists of 
red cedar shingles, siding and lumber; hem- 
lock, pine, Sitka spruce and Port Orford cedar 
items; Douglas fir doors, Douglas fir plywood, 
young growth Douglas fir dimension and bridge 
plank. All of these items are made by other 
co-operating plants. These will be shipped 
in full carloads direct from the plants manu- 
facturing them, or in partly loaded cars to be 





[Sales-o-gram No. 42] 


SOME SEED 


thoughts on making more sales: 
average sized bills. More customers from 
a distance. New acceptance of specialty 
lines as built-in cabinets and _ millwork. 
Working present market more thoroughly. 
Advertising more aggressively. More inter- 
views per salesman. More “closes” per 
interview. Closer co-operation with archi- 
tects and contractors. More rapid turnover. 
Sales by non-sales employees. Making 
every customer a center of influence. Bet- 
ter service facilities. Keying in with local 
likes and prejudices. Other things being 
equal, most sales are made by the sales- 
man who exposes himself intelligently, to 
the most prospects. Other things being 
equal, most sales are made by that lumber 
yard whose stock best gears in with local 
needs. Other things being equal, most 
sales are made by the most aggressive 
merchant. 


Larger 





stopped at the concentration plant for filling 
out. 

“The sales organization will represent the 
concentration plant exclusively. This organiza- 
tion has been and is developing the business 
and requires further co-ordination of the pro- 
ducing facilities to care for it.” 


In Charge of Experienced Men 


Impressed with this ideal and with the pos- 
sibilities of a plan developed on a common 
sense basis, and with the aid of competent 
counsel, the interviewer requested information 
as to the personnel, and was given this brief 
history of the two men at the head of the 
organization. 

Tom (T. R.) Greenwood is president and 
general manager of one of the concerns manu- 
facturing old growth yellow fir at Penn, Ore. 
He has manufactured there and at Centralia, 
Wash., for twenty years and knows the game 
from every angle, in both crude and refined 
operations. 

Ed (E. B.) Hazen is president and general 
manager of the sales organization bearing his 
name, which has developed the background for 
the concentration plant required. For twenty 
years Mr. Hazen served as general manager 
of large producing plants at Astoria and Bridal 
Veil, Ore. He also for a number of years 
managed the Douglas Fir Lumber Co., a large 
sales organization. He has served on the boards 
of directors of both the West Coast Lumber- 
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men’s Association and the National Lumber 
Manufacturers’ Association and has spent his 
whole business life in producing and selling 
Douglas fir lumber. 

These two men, with other manufacturer 
associates, will direct the affairs of the con- 
centration plant, which they hope to have in 
operation by the end of the summer. 

In the meantime the sales organization is 
working away, doing constructive merchandis- 
ing, and the thirteen plants are filling most 
of the orders crystallized. 

It is the opinion of its projectors that when 
present facilities are augmented by the con- 
centration plant, there will be no group on 
the West Coast better equipped to furnish the 
trade what it wants, as even now it is doing 
a fair job of this. 





Doing Today's Work Today an 
Aid to Success 


Cuartorte, N. C., July 20.—P. M. Barger, 
president and general manager of the P. M. 
Barger Lumber Co. (Inc.), of Mooresville, 
N. C., says that his business—wholesale ship- 
ping into the States north of the Potomac and 
east of the Ohio rivers—is the most satisfactory 
that it has ever been, and gives as a reason the 
fact that he takes on just the amount of busi- 
ness that his organization can handle, always 
knows where all of his lumber is and when and 
where it is moving, and never closes up the 
office at night until everything about the day’s 
work has been attended to. 

“We feel that we work pretty hard for the 
money that we make, but we have been able 
to make a little more than expenses during 
these past two years, which seems to be an 
achievement when compared to the general 
field,” Mr. Barger said in discussing his own 
business and the lumber game generally. 

“We think that the fact that we realize that 
we are a small concern and never act preten- 
tious has as much to do with our success as 
anything else,” he added. 

The P. M. Barger Lumber Co. buys North 
and South Carolina lumber, with some from 
Georgia and Alabama occasionally, and ships 
it to northern markets. The company handles 
all kinds of building lumber, crating, air and 
kiln dried roofers, dimension and all kinds of 
shed stock both rough and dressed, including 
moldings. The concern’s ordinary business is 
five cars a day, but at present it is down to an 
average of three cars a day. 

In addition to P. M. Barger, his brother, C. 
E. Barger, is a member of the firm, serving as 
secretary and treasurer. The firm is twelve 
years old. The two brothers also operate a 
retail business at Mooresville, having had that 
business in operation for fifteen years. 

That the wholesale company has the confi- 
dence of some of the best people in the busi- 
ness is to be seen in a collection of letters that 
the Bargers have from their customers. “These 
are the result of staying on our toes and doing 
today’s work today,” P. M. Barger said in 
proudly offering the display. 

Turning to the business outlook, the head of 
the Mooresville concern said that it was almost 
anybody's guess what the future holds in store 
as to demand and price. He is inclined to think 
that prospects are good. 

“I see nothing to hinder us from having a 
good business,” he said. “Of course the coun- 
try is well supplied with everything that is used. 
It is all a question of distribution, getting things 
into the hands of. those who need them. It is 
but a question of time until we will have a re- 
adjustment and then things will again be highly 
satisfactory, but I don’t know how soon that 
will be. I only know that we stay busy and 
have no time to idle under the existing condi- 
tions.” 

The P. M. Barger Lumber Co. is a member 
of the National-American Wholesale Lumber 
Association. 
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National Production, Shipments and Orders 


WasuuncrTon, D. C., July 20. —Following is the National Lumber Manufacturers’ 


Association report for the week ended July 11, and for 


twenty-seven weeks ended that date, covering mills whose statistics for beth 1931 and 1930 are available, and percentage comparison with statistics 
of identical mills for the corresponding period of 1930: 


ONE WEEE 


No. of 


Percent 


Percent 


Softwoods: Mills Production of 1936 Shipments of 1930 Orders “a of 1934 
Southern Pine Association........... soceeese 367 25,098,000 62 31,059,000 87 32,844,000 108 
West Coast Lumbermen’s Association........ 194 78,875,000 71 89,308,000 77 104,532,000 105 
Western Pine Manufacturers’ Association. oe 61 29,141,000 69 22,668,000 66 25,762,000 80 
California White & Sugar Pine Mfrs.’ Assn... 24 12,010,000 66 14,265,000 112 12,960,000 107 
Northern Pine Manufacturers’ Association... 7 2,679,000 30 2,173,000 45 1,814,000 32 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 18 2,044,000 75 1,231,000 71 1,163,000 82 
North Carolina Pine Association........++++. 39 3,380,000 59 3,670,000 86 2,840,000 99 
Total softwoods ....... coccccccccccccccccs § 4650 153,227,000 67 164,374,000 78 181,915,000 99 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 183 - ,234,000 72 15,195,000 99 14,219,000 117 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 18 1,222,000 38 1,831,000 78 2,308,000 182 
Total hardwoods ....... Sa 14,456,000 67 17,076,000 96 16,527,000 123 
Grand COERID ccccccvcvcecccsvercccoceces -- 633 167,683,000 67 181,450,000 80 198,442,000 100 
TWENTY-SEVEN WEEKES Mills 
Softwoods: Reporting* 
Southern Pine Association.......... cocecccoe 319 885,083,000 66 69,318,000 78 971,040,000 80 
West Coast Lumbermen’s Association........ 194 2,789.044.000 68 2, 14 791, 000 74 2,866,628,000 76 
Western Pine Manufacturers’ Association. ... 61 710,912,000 66 731,651, 77 707,230,000 77 
California White & Sugar Pine Mfrs.’ Assn.t.. 24 278,069,000 67 413,848, 000 85 424,838,000 82 
Northern Pine Manufacturers’ Association... 7 77,066,000 66 75,092,000 70 73,003,000 14 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 21 yt 000 71 36,414,000 69 35,409,000 67 
North Carolina Pine Association......++.+++. 43 119,503,000 70 124,642,000 91 105,806,000 83 
Total softwoods .......+++. eteseenes ecoces 469 4,915,916,000 68 5,266,756,000 76 5,183,954,000 77 
Hardwoods: 
Hardwood Manufacturers’ Institute......... 180 432,561,000 59 509,093,000 80 514,675,000 85 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 21 89,893,000 54 63,087,000 66 60,204,000 73 
Total hardwoods ...... ibdieveseueans Se 522,454,000 58 572,180,000 78 574,879,000 84 
Grand totale ...ceccceseceeccsccses cocccce 649 5,438,370,000 67 5,838,936,000 76 5,758,833,000 78 


*Average weekly number. 


tTwenty-six weeks, 





Relation of Unfilled Orders to Stocks 


Wasuincrton, D. C., July 
footage 


—Association— 


Southern Pine Association. .........cecccceses 
West Coast Lumbermen’s Association......... 
Western Pine Manufacturers’ Association...... 
California White & Sugar Pine Mfrs. Assn.... 
Northern Pine Manufacturers’ Association..... 
TmOtitute..cccccccce 


Hardwood Manufacturers’ 


20.—Following is a statement for six associations of the gross stock 
July 11, and the percentage relationship of unfilled orders to stocks: 


Orders of 

No. of Gross Unfilled Stocks— 

Mills Stocks Orders Percent 
104 763, try 000 91,896,000 12 
167 1,418,859,000 306,039,000 22 
fae 80 1,281.761,000 110,188,000 8 
24 554,385,000 80,972,000 15 
oe 7 274,093,000 17,613,000 6 
a 2 929,345,000 139,996,000 15 





Sales 2 Percent Under Output 


{Special telegram to AMERICAN LUMBERMAN] 
Wasurncton, D. C., July 23.—Five hundred and sixty-four softwood mills of seven associa- 
tions for the week ended July 18 reported to the National Lumber Manufacturers’ Association 


production aggregating 190,587,000 feet; 


shipments 177,881,000 feet, and orders, 186,313,000 feet. 


The week’s figures for production, shipments and orders follow: 








No. of 

Softwoods— Mills Production Shipments Orders 
Southern Pine Association...... caeueeeane: ae 27,572,000 29,610,000 30,702,000 
West Coast Lumbermen’s Association........... 223 100,468,000 93,769,000 101,066,000 
Western Pine Mfrs. Association.......ececseeees 87 34,799,000 27,740,000 29,352,000 
Calif. White & Sugar Pine Mfrs. ‘Assn. snbeoneeee 24 17,060,000 16,843,000 16,609,000 
Northern Pine Mfrs. Association............ 7 2,610,000 2,494,000 2,112,000 
Northern Hemlock & Hardwood ae. Assn. 19 2,090,000 1,279,000 880,000 
North Carolina Pine Association......... eeesece 83 5,988,000 6,146,000 5,592,000 

CN, 5 i ncdavnbensenadaneeeedenne . 564 190,587,000 177,881,000 186,313,000 
Hardwoods— 
Hardwood Manufacturers’ Institute........ 233 15,238,000 18,385,000 19,450,000 
Northern Hemlock & Hardwood Mfrs. Assn..... 19 1,918,000 1,901,000 2,608,000 

DOCREM, PATS WOOESs oc ccccsscsccccccese eccccees 262 17,156,000 20,286,000 22,058,000 





West Coast Review 


[Special telegram to AMERICAN LuMBERMAN] 
SEATTLE, WASH., July 22.—The 223 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 
week ended July 18 reported: 
Production 100,468,000 


Shipments 93,769,000 6.67% under production 
Orders 101,066,000 0.59% over production 


A group of 343 mills whose production re- 
ports of 1931 to date are complete reported as 
follows: 

Average weekly operating capacity 298,599,000 
Average weekly cut for 28 weeks— 

Be ee Te ee TP 158,862,000 
kvesevteweevtesadataedaceaus 124,101,000 


sees 118,280,000 


A group of 223 mills whose production for 
the week ended July 18 was 100,468,000 feet 
reported distribution as follows: 





Unfilled 

Shipments Orders Orders 
ar 32,786,000 33,696,000 89,374,000 

Domestic 

cargo 37,480,000 45,043,000 183,547,000 
Export 15,425,000 14,248,000 107,699,000 
Local 8,078,000 BOPENOe wessces ae 
93,769,000 101,065,000 380,620,000 


A group of 194 mills whose reports of pro- 
duction, shipments and orders are complete for 
1930 and 1931 to date reported as follows: 


Week ended Average for 28 . aete 
1930 


July 18, 1931 1931 
Production 97,827,000 103,177,000 149,713,000 
Shipments 90,945,000 107,444,000 146,247,000 
Orders 98,450,000 105,845,000 139,518,000 





Western Pine Summary 


[Special telegram to AMERICAN LuMBERMAN] 
PorTLAND, Ore., July 22.—The Western Pine 
Manufacturers’ Association reports as follows 
on operations during the week ended July 18: 
Total number of mills reporting, 87: 


Actual production for week..... 34,799,000 
a ee ea, See 27,740,000 
ee 29,352,000 
Report of 61 mills: 

Operating capacity ............ 69,671,000 
Average for 3 previous years... 45,494,000 
Actual production for week..... 31,095,000 
Report of 80 mills: 

Average production ........... 42,366,000 
Co rarer ree 112 424,000 


Stock on hand—July 18........ 
Identical mills reporting, 61: 
Production— 
Operating capacity .......... 69,670,000 
Average for 3 previous years. 45,494,000 


Week ended Week ended 
July 18,1931 July 19, 1930 


1,286,128,000 


Actual for week.. 31,095,000 44,894,000 
eee 24,742,000 36,075,000 
Orders received . 27,056,000 36,790,000 
Identical mills reporting, 78: 

Production— 
Average for 3 previous years. 40,974,000 


Week ended Week ended 
July 18,1931 July 19, 1930 


Unfilled orders 111,982,000 132,496,000 
Gross stocks on 
eee 1,268,546,000 1,343,972,000 





Southern Pine Report 


New Orveans, La., July 20.—For the week 
ended July 11, Saturday, 123 mills of total 
capacity 129 units (a unit representing an 
average monthly output of 1,500,000 to 2,000,000 
feet between Nov. 1, 1927, and Oct. 31, 1930), 
report as follows to the Southern Pine Asso- 
ciation: 

Pet. of output 


3-year Ac- 
Production— Carst Feet Ave. eae 
Aver. 3 years. -- 63,751,000... a 
ee ... 27,351,000 
Shipments*® ....1,576 33,096,000 St $7 121. 00 
Orders 
Received* ....1,666 34,986,000 65.09 127.91 
On hand — 
weekt -4,488 94,248,000 


*Orders were 105.71 percent of chiemments, 

tCar basis is 21,000 feet. 

tOrders on hand at above 123 mills showed 
an increase of 2.05 percent, or 1,890,000 feet, 
during the week. 
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West Coast Waterborne Shipments 


SEATILE, WASH., July 18.—The report of the 
Pacific Lumber Inspection Bureau, of water 
borne shipments during the first six months 
of 1931, is given below. The total movement 
was 20 percent less than that for the first half 
of last year; the domestic movement was 19 
percent lower, and the offshore movement about 
24 percent lower. Atlantic coast shipments de- 
clined about 17 percent, and California, 22 per- 





1931 1930 

INTERCOASTAL— 

Atlantic coast 697,629,175 804,352,049 

Mestern CAMBER. css 8 2 wetness 84,740 
CoASTWISE— 

eg ee 500,069,212 640,751,3 

OS Ee 3,653,221 3,862,122 
OTHER— 

Panama Canal Zone 5,483,487 6,861,700 

Hawaiian Islands.. 26,832,780 27,220,551 

Philippine Islands. 1,867,834 2,228,066 

Unclassified ...... 22,624,136 55,851,652 

Total domestic ....1,258,159,845 1,541,162,223 
AUSTRALASIA— 

es eee 32,320,278 69,562,995 

New Zealand ..... 1,922,370 8,807,681 

South Sea Islands. 2,638,919 3,588,839 

East Indies ...... 69,933 


LATIN AMERICA— 
South America 
(east coast)..... 


13,602,925 
South America 


(west coast)...... 17,369,045 49,128,925 
Central America... 187,669 342,132 
Weet TOG c6c0ccx 11,969,424 15,667,985 
ED Salonen a'han ee 6,957,674 6,219,097 
ORIENT— 
China ........+--- 183,684,021 123,868,310 
BE 6 caheeowee aceu 255,550,053 319,813,475 
DE sicnchwno ean 1,582,785 2,573,303 


cent. Chinese business was about 50 percent 
larger, and Japanese about 20 percent less, the 
total for these two Oriental countries being 
practically as large as last year’s. Shipments 
to Europe, South America and Australia were 
roughly half those of last year. Shipments to 
these five destinations in the first half of 1931 
made up about 95 percent of the total offshore. 
Detailed figures for 1931 and 1930 follow: 

1931 1930 
EUROPE— 


United Kingdom... 92,686,265 


Norway and Sweden 362,026 
errr 1,930,222 
Og ee 5,332,051 
OS” eee 14,818,237 
OS eee 5,976,856 
ee 4,910,470 
a ee 1,325,094 
aaa eae 1,630,720 
Unclassified ....... 888,700 


Total, Europe.... 223,852,778 





AFRICA— 
South Africa ..... 7,118,708 16,692,618 
PS Oe Pee 4,436,583 240,503 
Total foreign ..... 669,271,028 865,181,186 
Grand totals ..... 1,927,430,873 2,406,343,409 


Districts of origin of shipments during the 
first six months of 1931 are given as follows: 





Lumber Logs 
Domestic Export and Bolts 
British 
Columbia. 125,413,944 150,680,006 16,771,558 
Wash’'t’n.. 765,306,238 359,554,726 65,093,157 
Oregon.... 367,439,663 159,036,296 14,253,943 
Totals.. 1,258,159,845 669,271,028 96,118,658 
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Maple Flooring Stocks 


The Maple Flooring Manufacturers’ Asso- 
ciation has issued the following statistics for 
June, 1931, and comparative figures for June, 
1930, based on reports of the same sixteen mem- 
ber mills: 


June, June, Percent 

1931 1930 decrease 
Production .... 3,116,000 3,458,000 u 
Shipments ..... 3,778,000 4,093,000 By 
GPGOTS scscecvs 4,245,000 3,621,000 *17.2 

End month— 

Orders unfilled. 4,955,000 5,112,000 3.1 
rer 21,821,000 27,030,000 19.3 
*Increase 


Average Values 25/32x2\%4” First, Second and 
Third Grades of Maple Flooring f. o. b. 
Michigan and Wisconsin Mills 


June, June, Percent 
1931 1930 decrease 
The. product....... $51.08 $74.72 31.6 


The following are average percentages of 
stock sold July 1, 1931: 


Maple-Beech 
Birch Maple Maple2™% 
BT a/b pices eee 37 46 66 
NEE” 6.5.5 sih's «bs 13 14 24 
_;. are 7 7 13 
All Three .... 23 26 41 





Carolina Mill Goes on Full Time 


Sumter, S. C., July 20.—The D. W. Alder- 
man & Sons Lumber Co. announces that the 
plant has resumed full time operation, employ- 
ing about 250 workmen. The plant was par- 
tially shut down last March on account of lack 
of market and being overstocked with lumber, 
and has been operating on short time ever since. 


Lumberman’s Wife Glorifies Forests in Huge Album 


Huttic, ArKk., July 20.—One of the most 
unique albums ever devised by a woman is that 
upon which Mrs. F. W. Scott, prominent in 
society and club circles of south Arkansas, has 
been working for the last 15 or 20 years, in 
which through a series of attractive photo- 
graphs accompanied with appropriate poetical 
quotations, Mrs. Scott has dramatized the more 
or less prosaic business of the lumber industry 
and glorified the primeval forest. 

Mrs. Scott’s heart has been in this artistic 
pastime because it has enabled her to take at 
least a vicarious interest in the business and life 
work of her husband, who, for more than a 
quarter of a century has been resident vice 
president and general manager of the Union 
Sawmill Co., of Huttig, largest branch of the 
Frost Lumber Industries (Inc.), of St. Louis 
and Shreveport, which company owns and con- 
trols more than 300,000 acres of virgin timber 
lands in south Arkansas and north Louisiana. 


An Artistic Volume 


Having dimensions almost as great in length 
and width as that of a newspaper page, this 
album of Mrs. Scott’s is by no means ordinary. 
The Morocco leather cover is a mottled golden 
brown bordered with pink and gold in ornate 
scroll designs and the front cover is embellished 
with a spray of gorgeous roses in varied tints, 
imbedded in green leaves as central decoration. 

Each of the large illustrations in the album 
carries an appropriate quotation in poesy, mak- 
ing the portfolio poetically as well as photo- 
graphically interesting. 

The first picture in the album shows a great 
sweep of woodlands in south Arkansas, where 
gigantic trees tower that one never dreamed 
existed other than in the great redwood forests 
of California, in connection with which wood- 
land scene Mrs. Scott has written: “God’s 
great outdoors, where the tall timber grows.” 

Under a sylvan woodland scene is written: 
“When breezes are soft and skies are fair, I 
hie me away to the woodland scene and steal 
an hour from study and care.” 


Forest Primeval Pictured 


Under an impressive picture of the forest 
primeval is written the following stately lines 
of Longfellow : 


This is the forest primeval. 
pines and the hemlocks, 

Bearded with moss, and in garments green, 
indistinct in the twilight, 

Stand like Druids of eld, with voices sad and 
prophetic, 

Stand like harper’s hoar, with beards that rest 
on their bosoms. 


The murmuring 


With another artistic scene the declaration 
is made that “The forest is my loyal friend, a 
Delphic shrine to me,” while a similar picture 
carries the quotation: 

And when again the genial hour 
Awakes the painted tribes of light, 
I’ll not overlook the modest flower 
That makes the woods of April bright. 


A companion scene carries the lines: 
Naked lay, in sunshine glowing, 
Hills that once had stood, 
Down their sides the shadows throwing 
Of a mighty wood. 


Dramatic Climax Achieved 


Indicating an appreciative sense of the 
dramatic as well as the artistic, Mrs. Scott 
climaxes the extended series of photographs 
with a picture taken after the virgin timber 
had been cut in order to produce lumber with 
which to build homes and in many other ways 
help to make life more comfortable and happy. 

In this climaxing scene all is desolation. Only 
the stumps of giant trees stand as mute symbols 
of early lumbering through which scene runs 
a deserted country road with just that sugges- 
tion of melancholy isolation and loneliness which 
only an abandoned and deserted back-country 
road can convey. Under this striking scene of 
desolation Mrs. Scott has written the dual 
dramatic lines: 

Then came the hand of Man! 
And they call it Civilization! 


Finale to Come 


Some day Mrs. Scott intends to drive miles 
and miles over the vast forest domains of north 
Louisiana and south Arkansas for the purpose 
of finding and photographing the stateliest and 
most beautiful tree she can find in all the far- 
stretching forest, in connection with which she 
will use that immortal poem entitled “Trees,” 
as written by Joyce Kilmer, a poetical and 


lyrical genius who was killed in action during 
the World War at the dawn of a misty Sunday 
morning on July 30, 1918, while scouting for 
the Boche enemy in a wood near the purling 
River Ourcq and whose body lies buried on 
the poppy covered fields of France. 





Urges Small Mills to Secure 
Grading Service 


New York, July 20.—In accordance with its 
policy for promoting grade-marking and more 
efficient inspection of the products of small mills 
(as announced through its special committee 
chairman, Ben S. Woodhead, at the conference 
with the Southern Pine Association at Colum- 
bus, Ohio), Secretary W. W. Schupner, of the 
National-American Wholesale Lumber Associa- 
tion, with the approval of the executive com- 
mittee, has asked the membership to put the 
plan into effect by urging small mills to be- 
come affiliated with the Southern Pine As- 
sociation. This decision was covered in a state- 
ment to the members of the National-American, 
as follows: 

The outputs of small mills are handled al- 
most entirely by wholesalers. We urge our 
members to co-operate whole-heartedly in this 
effort to bring the Southern Pine Association 
service to these mills by using their influence 
with the latter to become Southern Pine As- 
sociation members. The lumber produced by 
these mills will then be graded and manufac- 
tured under Southern Pine Association super- 
vision, and it will place wholesalers in posi- 
tion to handle more grade marked and better 
manufactured yellow pine. It will place the 
Southern Pine Association inspection facilities 
at the command of these mills and will result 
in much saving to members. The whole plan 
will mean a greater accord between yellow 
pine mills and wholesalers, especially among 
members of the Southern Pine Association and 
the National-American. 

It is hoped our members will promptly re- 
spond to these recommendations as being in 
the mutual interest of mills and wholesalers. 


According to Mr. Schupner, the response 
already has been most gratifying and he indi- 
cates that other steps will be taken to make the 
plan operative as widely as possible. 








44 


AMERICAN LUMBERMAN 


Demonstrates a New Product 


3ALTIMORE, Mp., July 18.—A demonstration 
of the merits of a base for pigments and paints 
developed by the Marietta Paint & Color Co. 
after five or six years of experimenting, and 
being put on the market under the trade name 
of Peel-Kill, given at the Rennert Hotel here 
last Tuesday evening, was signalized by the 
presence of Benjamin R. Ellis, of the Southern 
Cypress Manufacturers’ Association, who told 
of the excellent results attained by the use of 
the base, especially on cypress, which, he said, 
was the best wood for the purpose. 


Not Attacked by Water or Live Steam 


Peel-Kill, it appeared from the explanations 
of G. A. La Vallee, the vice president and 
laboratory chief of the Marietta company, is 
made up of a blend of various oils, and gives a 
foundation which is not attacked by water, live 
steam or other agency. In proof of the resist- 
ance shown by the material, various panels of 
wood, covered in part with Peel-Kill and in 
part by another base, were kept in a blister box 
heated by electricity and held in a steaming state 
for a number of hours. When taken out of the 
box, the panels showed the part covered by 
Peel-Kill to be perfectly smooth and glossy, 
while the other half had blistered and streaked, 
being rough in appearance. 


Retains Smoothness and Glaze 


Mr. La Vallee exhibited other panels, one of 
which was covered with a green tinted layer 
of Peel-Kill, while the other had been coated 
with the binder used by one of the leading cabi- 
net manufacturers in the country and pronounced 
very good. The Peel-Kill panel again showed 
complete smoothness and glaze, while the other 
had seriously deteriorated under the tests im- 
posed. The demonstration, Mr. La Vallee stated, 
had proved so signally the superiority of the 
Peel-Kill over the other base that the cabinet 
maker substituted the Marietta company’s 
product for its own, 


Proved by Numerous Tests 


Mr. La Vallee, who had caused the meeting 
of painters, builders, architects and lumbermen 
to be called through James Corner & Sons, the 
Baltimore distributers—one of a series of such 
gatherings held in different parts of the coun- 
try—answered many questions to the satisfac- 
tion of the questioners, who desired light on 
numerous phases of Peel-Kill. He declared that 
the binder was not offered as a complete cure 
for all the blistering and peeling ills encoun- 
tered by the trade, but maintained it was a 
great improvement. It had been tested not only 
in the company laboratory, but in others, and 
also by United States Government experts, and 
had proved its superiority over the old com- 
bination of linseed oil, turpentine and drier. So 
far it had been applied only to wood and plaster. 


Fine Results on Cypress, Pine 


Mr. Ellis, of the Southern Cypress Manufac- 
turers’ Association, told of experiments made 
with Peel-Kill, and stated that cypress appeared 
to be the wood best suited for coating with 
Peel-Kill, as the vehicle for painting. He also 
declared that while southern pine had been re- 
garded as a poor surface, because of its resinous 
quality, actual demonstrations had shown that 
the resin in the wood did not affect Peel-Kill 
in a way to make its use as a vehicle less effec- 
tive, the same adherence being obtained that 
was possible with other woods. 


More Mill Priming Predicted 


Mr. Ellis made the prediction that priming 
of lumber at the mill would become general. The 
practice was coming fast, he stated, because it 
constituted a distinct economic gain for the 


home builder, making for much reduced mois- 
ture content and standardization. It would work 
wonders for the painter and the lumber dealer, 
and take responsibility from the shoulders of 
the. architect, he said. As for the extra ex- 
pense of applying Peel-Kill as a base, it 
amounted to no more than about $3.50 for an 
average house. 


Has High Degree of Adherence 


Discoursing further on the merits of the 
product, Mr. La Vallee said that the old idea of 
a vehicle being gaged according to the degree 
of penetration, was exploded, and that though 
Peel-Kill had only a slight penetration, its ad- 
herence was high. Benzol, he continued, had 
been used because of its penetration, but as a 
matter of fact the volatile substances do not 
draw the oil along, but cause it to separate, and 
the peeling is not averted. 

Peel-Kill could be covered with aluminum, 
lead or other pigment with equally good results. 
The absorption of moisture was much smaller 
with Peel-Kill than with other vehicles, amount- 
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ing to not more than 3% percent as against 14 
to 18 percent for other primers. 


Paint Must Let Wood Breathe 


Mr. Ellis told of the Southern Pine Asso. 
ciation having for the first time met outside of 
the South last week, and of having called the 
attention of the organization to the success of 
Peel-Kill as a vehicle for the priming coat 
for yellow pine. He added that the National 
Lumber Manufacturers’ Association was com- 
posed of nine regional bodies, and that all were 
vitally interested in finding the best primer. 
He made the interesting observation that paint 
should not hermetically seal the wood fibre, 
but should allow the wood to breathe. 

The demonstration and addresses were pre- 
ceded by a dinner. Those present included 
Frank Corner and J. H. Standiford, of James 
Corner & Sons, who are distributers for the 
Marietta Paint & Color Co. in this territory; 
Robert Bergmann and Mr. Schley, of the 
Marietta Paint & Color Co.; W. L. Crouch, 
Aluminum Co. of America; W. W. Emory, 
architect; C. D. Fenhagen, H. M. Redmer, John 
D. Beckley, H. L. Warner, S. A. Saltsman, and 
Walter Amos, master painters; J. M. Bowling, 
Craftex Co.; Marion Riley, Eagle-Picher Lead 
Co., and G. W. Shipper, National Lead Co. 


New Trap Saves Steam Dollars 


There will always be room, and welcome, for 
a device that makes for more profitable opera- 
tion. So when new principles applied to su- 
perior design and more rugged construction 
give better performance for less money than 
you have ever invested in steam traps before, 
there is assurance that the improvements will 
quickly win a place for the better product. The 
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This diagram makes clear the revolutionary 
nature of the steam trap with differential 
setting 


Tagliabue Co., of Brooklyn, N. Y., has en- 
gineered a new steam trap that is a radical 
departure and is offering a free trial of 30 days, 
with no strings attached. Either this trap will 
do all the makers claim for it or it can be 
returned at the end of the try-out period, with- 
out any cost to the user whatsoever. The 
Tagliabue Co. is asking the user alone to be the 
judge and jury of its performance right on his 
own steam lines. 

First and most important, the new and ex- 
clusive Tag differential setting feature, which 
is to be found only in the Tag Steam Trap, 
guarantees actual saving of steam dollars. The 
manufacturer says the user can always feel 
certain that he is getting more heat out of the 
steam he uses in his equipment if Tab thermo- 
static traps are on his lines. The elimination 


. ° — 

of condensate suitable for each piece of ap- 
paratus is positively assured with this differen- 
tial setting feature—easily, instantly and with- 
out waste. It makes it possible for the Tag 
steam trap to discharge condensate at a tem- 
perature corresponding to a uniform differential 
pressure from 0 to 20 pounds below the operat- 
ing steam pressure. If the trap is set to dis- 
charge condensate at a temperature correspond- 
ing to as much as 20 pounds less than the 
operating steam pressure, it will discharge the 
condensate at this differential, regardless of 
whether the steam pressure is 50, 75, or 125 
pounds, and without any further adjustment of 
the differential setting. 

When the differential setting screw is all the 
way up on the Tag trap, there is no tension on 
the spring, and the trap will discharge conden- 
sate from 1 to 2 degrees below the temperature 
of the operating steam. When tension on the 
spring is applied, by simply turning down the 
setting screw, a mechanical pressure is created 
on the inside of the skillfully designed bronze 
bellows, which aids the vapor pressure devel- 
oped in the bellows to close the valve. Thus 
the amount of mechanical pressure exerted by 
the spring determines whether the trap will 
close at the temperature of the operating steam, 
or 5, 15, or 25 degrees below this temperature. 
And, in reverse effect, whether it will open to 
discharge condensate at 1 to 2 degrees below the 
operating temperature of the steam or at 7, 
17, or 27 degrees below that temperature. 


There are other outstanding advantages of- 
fered in the Tag steam trap, the makers aver, 
for with characteristic thoroughness the Tag- 
liabue Co. has included other economical fea- 
tures. There are, for instance, reversible as 
well as renewable monel seats and discs—two 
for one, in every Tag trap. Simply by un- 
screwing and reversing the seat the outlet end 
becomes a new seat. Merely by inverting the 
disc, the reverse, extra disc is brought into play. 
Two for the price of one. 


Additionally, a sturdy and compact, hand- 
sized bronze body and guaranteed bronze bel- 
lows round out a sincerely fine product. 


The Tagliabue Co. has concentrated sensibly 
on one size—l-inch only, as the full 5/16-inch 
valve opening assures ample capacity and per- 
mits of easy interchangeability on every steam 
line. Thus only one set of replacement parts 
is required for any application within the ca- 
pacity of the Tag trap. 
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Working on Final Report on 
Termite Problem 


San Francisco, CAuir., July 18.—E. E. 
Bowe, executive secretary of the Termite In- 
vestigation Committee, returned to Los Angeles 
this week after a conference with members of 
the committee at Berkeley. The committee 
was, according to Dr. S. F. Light, of the Uni- 
versity of California, a co-operative research 
project seeking at least a preliminary answer to 
the termite problem. Its members included 
representatives of a number of large industrials, 
both users and producers of wood, and an ad- 
yisory council from the State university faculty. 

“The interest in termites and termite damage 
which led to its organization of some three 





years ago,” says Dr. Light, was stimulated 
chiefly by three conditions: (1) an impres- 
sively increasing number of known cases of 


termite damage to wooden structures within the 
State, (2) a realization of the possibility of in- 
troduction into California of the Oriental ter- 
mite formerly introduced into the Hawaiian 
Islands from Japan or China, and known to be 
doing a very great deal of damage there, par- 
ticularly in Honolulu, and (3) a flare of un- 
informed propaganda on the part of so called 
termite exterminators, especially virulent in the 
southern part of the State. It was hoped that 
its investigations would not only clearly define 
the termite problem, present and future, for this 
area, but would make some real contributions 
to the prevention of termite damage, in addi- 
tion to making available to the public the most 
effective methods to that end.” 

The committee has completed its 3-year pro- 
gram, except for the organization into final 
form of the final report, which is expected to 
be ready during the coming year. 





Railroads Suet Closely 
on Proposed Advance 


Wasuincton, D. C., July 20.—The hearings 
so far held by ‘the Interstate Commerce Com- 
mission on the proposal of the railroads to in- 
crease freight rates by 15 percent, have indi- 
cated clearly that the carriers will have a good 
deal of difficulty in putting over the increase, 
or any general advi ance in rates. 

Counsel are in attendance representing the 
Southern Pine Association, the West Coast 
Lumbermen’s Association and various other 
lumber organizations. The situation of the 
lumber industry has been specifically called to 
the attention of witnesses appearing in support 
of the proposed increase, one member of the 
commission pointing out that conditions in this 
industry are such that it could not bear an 
increase in rates, and asking what the rail- 
roads proposed to do in the case of lumber and 
other industries similarly situated on account 
of the general depression. 

_Commissioner Eastman has informed the car- 
riers’ representatives very frankly that he is 
opposed to any general increase in freight rates 
at a time when the tendency of all commodity 
prices is downward. 

Various 


carriers’ witnesses have been ques- 
tioned very closely by the commission in an 
effort to disclose the whole story from the 


viewpoint of the railroads. Many of these ques- 
tions have been extremely pointed, members of 
the commission indicating that they must know 
the whole truth concerning steps taken, econ- 
omies effected and other measures adopted by 
the carriers to meet their revenue situation. 

While the initial hearings were intended to 
give the carriers an opportunity to present their 
side in a more general way, questions by the 
commissioners and examiners have resulted in 
a considerable volume of direct testimony get- 
ting into the record, and protestants have been 
informed that they may go ahead with their 
testimony if prepared to do so. For the most 
part the protestants had not anticipated an op- 
portunity to present testimony at this time, and 
are not ready to proceed. 





AMERICAN LUMBERMAN 


A movement is under way 
second series of hearings, now~ scheduled for 
Aug. 31, on the theory that the interval would 
be ample to allow both protestants and car- 
riers to present their sides. If possible, some 
protestants would like the second series of hear- 
ings to start by Aug. 5. The commission is 
disposed to expedite the matter as much as 
possible, handling it as an emergency proceed- 
ing calling for speedy determination. 


Yard and Mill Stocks Greatly 
Depleted 


New ORLEANS, LA., 


to advance the 








July 20.—According to 
a recent survey made by the Southern Pine 
Association, covering 649 retail yards in 26 
States, there was 32 percent less stock on hand 
in these yards on June 1 than there was at 
the same period in 1929, and 19 percent less 
than on June 1, 1930. Reports from these yards 
showed a total stock of southern pine lumber 
on hand June 1, 1931, of 177,190,000 feet. On 
June 1, 1930, these yards had on hand 217,- 
702,000 feet of southern pine, and on June 1, 
1929, had on hand 260,097,000 feet. The larg- 
est total stocks reported were by 130 Texas 
yards, which had on hand 32,845,000 feet of 
southern pine. Ohio came next, with 59 yards 
reporting 26,615,000 feet. In Missouri, 35 yards 





If the retailers in southern pine 
trade territory should each buy 
two cars of lumber, this would 
wipe out the entire surplus stock 
of all the mills.—C. C. SHEPPARD. 





reported 13,432,000 feet, while 30 yards in Mich- 
igan reported 13,140,000 feet. 

At the same time that these figures were 
made public by the Southern Pine Association, 
a report was given on gross stocks at the mills 
on May 1, 1931, which showed a reduction of 
9 percent under stocks on hand at the same 
time in 1930. Of this total, 184 small mills 
showed stocks on hand May 1, 1930, of 339,- 
990,000 feet; May 1, 1931, 215,495,000 feet, a 
reduction of 37 percent. Reports from 142 
large mills showed stocks on hand May 1, 1930, 
836,993,000 feet; May 1, 1931, 858,704,000 feet, 
an increase of 3 percent. Total stocks reported 
by the 326 mills showed May 1, 1930, 1,176,- 
983,000 feet; May 1, 1931, 1,074,199,000 feet, 
a total reduction of 9 percent. 








San Francisco Chamber Op- 
poses Rail Rate Increase 


San Francisco, Cauir., July 18.—The San 
Francisco Chamber of Commerce, through its 
board of directors, went on record this week as 
opposed to the application of railroads of the 
United States for a horizontal increase of 15 
percent in freight rates. 

In taking this position, the board of directors 
adopted the recommendation of the Chamber’s 
transportation committee, which had given the 
proposed rate increase thorough investigation. 

The board authorized the manager of the 
transportation department of the Chamber to 
represent the Chamber of Commerce at the 
hearing of the Interstate Commerce Commis- 
sion, and also to represent other trade organiza- 
tions and industries in California that might, in 
their own interests, desire also to oppose the 
application. 


The board authorized President Leland W. 
Cutler to appoint a special committee to con- 
sider and report upon what, if any, legislation 
or procedure should be suggested to relieve 
steam railroads of the United States from Gov- 
ernment competition, and from the unregulated 
competition in intercoastal shipping and inter- 
state motor truck transportation. 
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Rail Rates to California Are 
Reduced 


SEATTLE, WASH., July 18.—Effective July 15, 
a complete revision of rates on lumber, shingles, 
box shook and other forest products, with re- 
ductions ranging from 1 to 9 cents a hundred 
pounds, has been made from stations in Port- 
land, Ore., and south to California, the Traffic 
Service Corporation announced here today. New 
tariffs from stations north of Portland are also 
being worked out, and will be announced at a 
date still to be determined. With the reductions 
go re-groupings of commodities to conform with 
present transcontinental commodity groups. 
The California section of the rate book can 
not be reissued until the new rates from sta- 
tions north of Portland are received under P. F. 
T. B. Tariff No. 80. The Traffic Service Cor- 
poration also announces that to stations in 
southern California an alternative basis of rates, 
using a lower rate with higher minimum weight, 
will become effective. For example, to Los 
Angeles a rate of 4914 cents on shingles, and 42 
cents on lumber and box shook will be applic- 
able from Portland group, with a minimum 
weight of 50,000 pounds. 
The new rates per hundred pounas to some of 
the more important stations are as follows: 
From Portland Valley Glendale 


San Fran- [Shingles ..36 36 25% 
cisco 4 Lumber .28% 28% 25 i, 
| Box Shooks.28% 28% 25% 
f Shingles .31% 31% 21 
Stockton ...4{ Lumber ...24 24 21 
| Box Shooks.24 24 21 
(Shingles .31% 31% 19 
Sacramento.{ Lumber ...24 24 19 
| Box Shooks.24 24 19 
{Shingles .31% 31% 18% 
Marysville..{ Lumber ...24 24 18% 
| Box Shooks.24 24 18% 
(Shingles ..43 43 32% 
¥resno .4 Lumber .35% 3514 32% 
| Box Shooks.35 % 35% 32% 
Los Angeles{Shingles ..53% 53% 41% 
and 4+ Lumber ...46 46 41% 
Bakersfield.. 41% 


| Box Shooks.46 46 





Hemlock Looper Destroyed by 
Airplane Dusting 


SEATTLE, WASH., July 18.—What is believed 
to be the biggest job of aerial dusting ever 
attempted in connection with forest conserva- 
tion, recently was completed by the Washington 
Forest Fire Association, the State department 
of forestry, Pacific County and interested tim- 
ber owners, who combined forces to combat 
a serious infection of the hemlock looper. A 
total of 5,400 acres were dusted from the air 
with calcium arsenate, 14 days being required 
in which to cover the area. Careful checks up 
to July 17 show that 70 percent of the hemlock 
loopers already have been killed by the spray- 
ing. 





What Do You Know About 
Fire Extinguishers? 


A new chart of information entitled “What 
You Should Know About Fire Extinguishers,” 
which should be in the hands of every lumber- 
man, has just been issued by the Pyrene Manu- 
facturing Co., of Newark, N. J. There are 
many different types of fire extinguishers, the 
use of some of which, for certain types of fires, 
may do more harm than good. Everyone should 
be acquainted with all types of extinguishers 
and know their characteristics. For example, 
some extinguishers require periodic recharging ; 
others do not—some are safe for electrical fires ; 
other are not—some may be used successtully 
for gasoline, alcohol and oil fires, while others 
merely help to spread such blazes. 

Every lumberman should get a copy of this 
folder, which may also be pasted up as a wall 
chart, and through it become familiar with the 
various types of extinguishers. A copy may be 
obtained by writing to the Pyrene Manufactur- 
ing Co., 560 Belmont Avenue, Newark, N. | 3 
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Pro and Con of 2nd Mortgage 


ASHEVILLE, N. 
means of reviving building activity, and of 
defeating the freight rate increases proposed 
by the railroads, held the spot light of the 
summer convention of the Carolina Retail 
Lumber & Building Material Dealers’ Associ- 
ation held here on July 16-17. 

About one hundred and fifty, representing 
all sections of North and South Carolina, at- 
tended. An invitation to hold the January get- 
together at High Point was not acted upon. 
Officers are not to be elected until January. 

Opinion on a plan advamced by W. Marshall 
Moore, of Belmont, N. C., whereby repair and 
remodeling for homes would be financed 
through an instalment system, was divided. 
All agreed that such a system would encour- 
age this type of property improvement, and 
would develop a more active market for mate- 
rials, but some pointed to the doubtful value 
of a second mortgage, which lumber dealers 
would be required to accept or endorse in most 
instances. 


Material Can't Be Repossessed 


J. C. Cauthen, of Rock Hill, S. C., brought 
hearty laughter as he told of his experiences 
with the only three such second mortgages his 
company has accepted, or endorsed. “A man 
may be as morally upright as was King David 
in the latter years of his life, but he finds it 
a big temptation to defer or stop payments on 
the second mortgage when he realizes you are 
helpless. If he suddenly decides that he can’t 
pay both the building and loan instalments, 
and make payments on your second mortgage 
for the materials that have been sold for re- 
pair or remodeling, he'll leave you to scratch 
for yourself. You'd lose if he defaulted on the 
building and loan anyway, and so the truth is 
that you haven't any security. Radios, jew- 
elry and electric ranges that are sold on the 
instalment basis can be reclaimed by the com- 
pany if the purchaser defaults on the payments, 
but you can’t well take back the materials 
that have been nailed to his home.” 


Succeeds With Instalment Plan 


Mr. Moore explained that he realized that 
the utmost care was,to be taken in extending 
instalment plan credits for improvement and 
remodeling property. He pointed out that, with 
the proper co-operation between credit or se- 
curity concerns which will accept payment with 
the endorsement of the lumber dealer the in- 
stalment plan is workable. This claim he 
supported by the success attending his opera- 
tions along this line. Unless some such sys- 
tem is devised and put in operation, he said, 
“building material dealers will be sorry some 
day.” Such promotion is needed, he added, 
particularly at this time, to revive stagnating 
business. He urged that all material dealers 
give the plan a six-months’ trial and report 
their findings to the next convention in an 
effort to develop some workable plan. 


Mr. Cauthen outlined the Central Mortgage 
Bank proposal, which is a plan for Federal 
discounting of second mortgages, that would 
enable the home owner to build on money ob- 
tained at a low rate of interest. This plan 
has been advanced by the National Association 
of Real Estate Boards, he said, and was given 
the unanimous endorsement of the association. 
Mr. Cauthen said that the plan is about ready 
to be laid before President Hoover and Secre- 
tary Lamont, and predicted that it would be 
presented at the next session of Congress in 
such form that it can get favorable attention. 


Oppose Advance in Freight Rates 


Although members laughingly pointed out 
that the increase in freight rates would not 
be of real importance to the southern lumber 
dealers so long as the business slump held 


C., July 20.—Discussion of 


shipping down to a minimum, they admitted 
that it would prove a costly item when busi- 
ness revives. By unanimous vote they went 
on record as opposed to both the special rate 
increase on building materials in the South, 
and the blanket 15 percent increase proposed 
by the railroads. 


Both South and West Would Suffer 


Some were of the opinion that the lumber 
manufacturers who did the bulk of shipping 
should take the initiative, and bear the brunt 
of the expense, in making representations to 
the Interstate Commerce Commission. Others 
ventured that an increase in railroad rates 
might tend to curb the growing shipments of 
western lumber into the Carolina belt, and 
prove a real help by lessening competition. At 
this point W. G. Hutchinson, of Kansas City, 
representing western lumber interests, assured 
the membership that the lumber manufacturers 
which he represented did not consider them- 
selves as competitors, and were working for 
closer co-operation with the southern dealers. 
He said that the western lumber producers 
were putting up a solid front against any 
freight rate increase, with a desire to help the 
South, as well as themselves. 


Grade- and Trade-Marking Needed 


H. S. Foley, of Foley, Fla., spoke on the 
relation between the manufacturer and the lum- 
ber dealer, stressing the necessity for the grade- 
marking and trade-marking of lumber. He also 
called attention to the 100 percent distribution 
through retail dealers of the Southern Pine As- 


Price Cutting Irks 


Cuartortre, N. C., July 20.—The Four- 
Square local group of retail lumber dealers, a 
suborganization of the Carolina Retail Lumber 
& Building Material Dealers’ Association, com- 
prising a membership from several eastern 
North Carolina counties, has just held a meet- 
ing at Burlington, at which Victor W. Wheeler, 
secretary of the Carolina group, presented a 
plan for a monthly exchange of cost figures. 
The group expects to put the plan into opera- 
tion at a later date. 

J. M. Atwater, of Burlington, had charge of 
the program, and A. S. Parker, Snow Lumber 
Co., of High Point, discussed business condi- 
tions. 

“While we are going through this depres- 
sion,” said .Mr. Parker, “we should get closer 
together as competitors, because we can’t afford 
to lose our sense of business ethics or business 
judgment. As long as millwork people will 
shop around and let the contractor shop around, 
too, just so long will we continue to lose money. 
Until we get enough backbone to make a price 
and stick to it, there will be no hope of us 
making any money.” 

The only cure for the present chaotic condi- 
tions in the millwork game, he suggested, was 
the setting up of a “central estimating bureau” 
operating in different sections of the country. 
He explained that when half a dozen members 
of the General Contractors Association figure 
on a job the successful bidder pays a nominal 
sum to each of the unsuccessful bidders. He 
added that he didn’t see why a similar plan 


could not be adopted by lumber dealers’ asso- 
ciations, 
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sociation, and stressed some of the advantages 
of such a policy. 

On recommendation of the millwork com. 
mittee, headed by W. T. Spencer, of Gastonia, 
N. C., the Wearn’s millwork calculating sys. 
tem was adopted as an accurate means of reck-. 
oning costs. The system will do much toward 
strengthening the confidence of the buying pub. 
lic, the committee reported. 


Asks Support for Building Loan 


Heriot Clarkson, of Charlotte, N. C., justice 
of the North Carolina supreme court, urged 
wholesale support of the building and loan 
associations. “It is your duty,” Justice Clark- 
son said, “to do all you can to get behind the 
building and loan associations and see that 
every person you can influence puts some money 
into the association in your locality. That 
money goes first to build the home, and the 
home is the rockbed, the foundation of civilj- 
zation. Every merchant, every dealer, every 
carpenter, every man who lives in the com- 
munity gets a part of the money. That is the 
way to build up your community.” 


Retailer Should Give Service 


Need for a better understanding of the con- 
tractor by lumber dealers was stressed in an 
address by John M. Geary, Asheville con- 
tractor, at the closing session. “The contractor 
knows about you fellows, but I don’t think you 
know about the contractor,” he said. In dis- 
cussion following the address of Mr. Geary, 
many delegates expressed the opinion that Mr, 
Geary had struck the keynote of success of the 
retail business, in saying that the retailer should 
know his business, and endeavor to give service 
as well as to sell material. 

A ball in honor of the visitors was held on 
the opening night. 


Carolina Dealers 


After a few remarks by H. M. Armentrout, 
High Point, Secretary Wheeler made a talk on 
“Price Cutting.” The talk was illustrated by 
graphs and figures. 


The group was urged to begin a systematic 
monthly co-operative exchange of cost figures. 
The secretary submitted a sample form, calling 
for costs of sales, gross profit, operating ex- 
penses, net profit or loss etc. Under each of 
these heads he explained that the dealer’s indi- 
vidual figures should be consolidated by the 
secretary of the group, or some other dealer in 
whom the members could repose complete con- 
fidence. After the secretary or dealer gave out 
the consolidated figures, each dealer could then 
place his own figures in a special column pro- 
vided for this purpose. A second column of 
consolidated figures would show the percentage 
of sales of each group of figures. These figures 
would be compiled every month, and each dealer 
would be able to see whether he was getting 
his share of the total sales, and whether his 
various costs and profit items were in line with 
those of his competitors. 





Cargo Arrivals at Los Angeles 


[Special telegram to AMERICAN LuMBERMAN] 


Los AnGeLEs, Cauir., July 22—Unsold lum- 
ber at Los Angeles harbor totals 7,773,000 board 
feet, compared with 9,140,000 feet the preceding 
week. Cargo arrivals last week amounted to 
7,411,000 board feet, there being seven cargoes 
of fir, and none of redwood. Arrivals the pre- 
ceding week totaled 10,328,000 feet, there hav- 
ing been eleven cargoes of fir comprising 9,735,- 
000 feet, and two cargoes of redwood, with 593,- 
000 feet. Sixty vessels are reported laid up, and 
one is operating off shore, the same as the pre- 
ceding week. Building permits from July 1 to 
18 had a valuation of $1,877,163, those for the 
week ended June 11 totaling $745,304. 
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Associations’ Plans and Activities 


Aug. 21—Northern Wholesale Hardwood Lumber 
Association, Chamber of Commerce Club 
Rooms, Sheboygan, Wis. Summer meeting. 


Sept. 1—Roofer Manufacturers’ Club, Columbus, 
Ga. 


Sept. 17-18—National Hardwood Lumber Associa- 
tion, Hotel Sherman, Chicago. Annual, 

Sept. 19 -Louisiana Retail Lumber & Building Ma- 
terial Dealers’ Association, Lafayette, La. 
Quarterly meeting. 

Oct. 27-30—National Retail Lumber Dealers’ As- 
sociation. Detroit, Mich. Annual, 








Canadians Postpone Trade Extension 
Effort 


Toronto, Ont., July 20—A. C. Manbert, 
President of the Canadian Lumbermen’s Asso- 
ciation has sent a letter to the members of the 
association reporting that the executive com- 
mittee has not been able to secure a sufficient 
number of signatures of subscribers to the Trade 
Extension Campaign, to reach the desired ob- 
jective by June 1, the date set at the conven- 
tion in February. He has therefore recom- 
mended to the directors that the effort be dis- 
continued for the present. This advice has 
been accepted by the directors, and the situation 
will be placed before the association at its next 
convention. In his letter reporting these de- 
velopments, Mr. Manbert expresses the belief 
that the effort has had an undoubted value in 
focusing attention upon the supreme need in 
the lumber business, and that this educational 
influence furnishes its justification. He also ex- 
presses the hope that in another year the work 
that has already been done may point the way 
to forms of action for mutual benefit that are 
within the ability of the association. 





National Directors’ Date 


Wasuincton, D. C., July 20—The mid- 
summer meeting of the board of directors of 
the Nationat Lumber Manufacturers’ Associa- 
tion will be held in Longview, Wash., Aug. 7. 
On Aug. 6 the trustees of the West Coast 
Lumbermen’s Association will meet in Long- 
view, and the national directors have been in- 
vited to sit in at some of their sessions, and 
to be guests at'dinner in the evening. The 
West Coast trustees, in turn, will sit with the 
national directors during a part of their de- 
liberations. 


Clentiead Club Elects 


Marguette, Micu., July 20.—Why hire a 
hall for a group of lumbermen, as long as the 
weather is fine and birches and willows cast 
shadows? Thus the officers of the Cloverland 
Retail Lumbermen’s Club reasoned, and rightly, 
for the organization’s annual meeting last Sat- 
urday was a happy event; it was held on the 
shore of Lake Superior, at the camp of P. B. 
Spear, near here. E. E. Dickson, of the City 
Lumber Yard, Iron Mountain, Mich., secretary- 
treasurer of the club, in writing of the meeting 
told the AMERICAN LUMBPRMAN, “We were 
seated on good white pine lumber, in the shade 
of some beautiful birch and willow trees, and 
could hear the waves rolling up to the beach. 
Our ‘Dutch treat’ lunch was close at hand, in 
case any one needed refreshments during the 
afternoon meeting. This was one of the finest 
meetings the Cloverland club has held—and out 
in the open, how could it be any different?” 

Special features of the afternoon meeting 
were three addresses, by S. S. Solie, of Janes- 
ville, Wis., and Don S. Montgomery, of Mil- 
waukee, Wis., president and secretary, respec- 
tively, of the Wisconsin Retail Lumbermen’s 
Association; and by Al J. Hager, of Lansing, 
Mich., president of the National Retail Lumber 
Dealers’ Association. They were interesting, 


timely and to the point, and the Cloverland deal- 
ers were given some valuable pointers on lum- 
ber merchandising. 

In the election of officers L. H. Finkbeiner, 
of the Consolidated Fuel & Lumber Co., Ish- 
peming, Mich., was elevated from the vice 
presidency to the head of the club, succeeding 
Michael Farrell, of the I. Stephenson Co., Wells, 
Mich.; the retiring president was named a di- 
rector for one year. P. B. Spear, sr., of F. B. 
Spear & Sons, Marquette, was elected vice 
president, and Mr. Dickson was re-elected sec- 
retary-treasurer. W.H. Thielman, of the Arm- 
strong-Thielman Lumber Co., Calumet, Mich., 
was elected a director for two years; and H. J. 
Fisher, of the Phoenix Lumber & Supply Co., 
Iron River, Mich., a director for three years. It 
was decided to hold the next annual meeting at 
Ishpeming. 


——SSSSSS 


Big Doings in Retail Lumber Industry 


In extending to members of his organization, 
and lumber dealers generally, a personal invi- 
tation to attend and participate in the fifteenth 
annual convention of the National Retail Lum- 
ber Dealers’ Association, Alton J. Hager, presi- 
dent, says there are more big things happen- 
ing today in the retail lumber business than 
ever before—things of far reaching importance 
to every dealer in the country. After refer- 
ring briefly to distribution practices, pool car 
buying by dealers, availability to dealers of 
carload prices when buying by truckload, de- 
moralization in the field of several building 
materials etc., Mr. Hager discusses in some 
detail the question of home building and finan- 
cing. In this connection, he says: 

How are we going to procure a normal or 
fair volume of business? Another way of 
saying this is to ask: How can we make it 
easy for the consumer to build a new home? 
I feel sure in my own mind that this ques- 
tion is being solved by two big movements 
now definitely organized, and which will pro- 


vide dealers, both large and small, with 
dwelling financing facilities. One is a dealer- 
organized dwelling ffinancing corporation, 


similar to the plan discussed at the Na- 
tional association convention last fall. The 
other is a financing facility to be operated 
under central national! direction by building 
and loan associations. While neither of these 
is as yet in actual operation, both will be 
open to lumber dealers, and both should en- 
able the dealer to meet fully the financing 
competition of the large mail order compa- 
nies. 


In addition there is agitation that Congress 
establish a central nationally operating mort- 
gage discount bank. If that plen is sound 
from every angle it is my thought that we 
should marshal the power of the retail lum- 
ber industry for its accomplishment. 


These undertakings I have just mentioned 
are bright spots at a time when business has 
been far from good. In times past, first the 
automobile and later the radio gave all busi- 
ness a new stimulus, just so now dwelling 
financing facilities, in my opinion, will revive 
and prosper the retail lumber business; pro- 
vided, of course, that we dealers do an intel- 
ligent and aggressive job of merchandising. 





Spokane Hoo-Hoo Picnic 


SPOKANE, WASH., July 18.— The eleventh 
annual Hoo-Hoo picnic was held July 15 at 
Natatorium Park. The attendance was about 
300. It is reported that George W. Duffy won 
the ball game for the retailers by trying to act 
as pinch hitter for the wholesalers. Ray Biel, 
of the Baird-Naudorf Lumber Co., won the 
horseshoe pitching contest. Mrs. Harold Dixon, 
wife of the president of the Western Pine 
Manufacturing Co., won the ladies’ nail driving 
contest. In the putting contests, using China 
eggs for balls and hockey clubs for putters, 
C. A. Green and Miss Poorman were the win- 
ners. After the dinner, at which Lee Smith, 
president of the Hoo-Hoo Club, presided, im- 
promptu speeches were given by Messrs. Tate, 
Van Dissell, Grantham, and Cook. Seattle visi- 
tors were Andrew MacQuaig, now operating 
a retail yard in Seattle; and W. C. Miller, 
president Western Retail Lumbermen’s As- 
sociation. 


New Schedules Aid Millwork Industry 


San Francisco, Cauir., July 18.—Lester G. 
Sterritt, secretary of the California Millwork 
Institute, with headquarters in Fresno, in his 
capacity as field promotion man for the insti- 
tute, has been visiting architects, planing mills 
and manufacturers of millwork in the Bay re- 
gion, during the last fortnight. 

Three outstanding enterprises are being de- 
veloped by the institute, according to Mr. Ster- 
ritt. A  direct-by-mail campaign to educate 
millwork manufacturers as to the advantages 
of doing certified work to the standards of the 
Millwork Institute, and to inform architects 
of the value of the services rendered by the 
institute and of the desirability of specifying 
certified work, will shortly be launched. A 
loose-leaf folder containing half or full size 
plans for such items as frames, panels, stairs 
etc. will soon be available to everyone in the 
industry. These plans, which will be most 
modern technically, and complete as to detail, 
will be very valuable to architects. The first 
millwork schedule which has ever been devel- 
oped was published by the institute several 
weeks ago after about three and a half years’ 
work. These standard millwork schedules set 
up a standardized method for pricing all items 
of millwork except sash and doors. They are 


expected to help in standardizing estimating 
practices in California, where they are already 
generally used by millmen. 


The books may be 


purchased from the institute at cost of compi- 
lation and publishing. 

A correspondence course has been inaugu- 
rated to assist members to understand the ap- 
plication of the schedules, in which any em- 
ployee may enroll free of charge. Upon the 
basis of a lesson a week, the course should 
run about one year. 

During the progress of the course, several 
different types of buildings will be involved 
in the lessons, so that, by the time the course 
is completed, opportunity for the elaboration 
of every application of the schedules will have 
been created. 

A personal examination class will be held 
in each section of the State at the completion 
of the course. Those who have completed the 
course satisfactorily, and who qualify in the 
final examination, will receive a_ certificate 
from the Millwork Institute of California sig- 
nifying their proficiency in the application of 
standard millwork schedules. The institute must 
be assured that the individual is a competent 
estimator, and understands the entire sched- 
ules, before this certificate is given; therefore 
its possession by the individual should mate- 
rially assist him in his advancement in the 
industry. The fact that one has merely “gone 
through” the course will not in itself be suffi- 
cient evidence; therefore it is urged that each 
student do as nearly individual work as pos- 
sible. 
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or upon any of our trucks, this letter is in- It is hoped that by means of machines such their problems the building and maintaining 
tended to explain the matter fully. as this, great areas of denuded forest land, of logging railroads will be interested in 
It is our strict order, from which there unfit for any purpose but the growing of knowing how some of the country’s big rail- 
shall be no exception, that no one-—man, timber, may be covered once more with a roads operate to keep the right of way in 
woman or child—shall at any time be per- forest crop. ea good condition and perform numerous other 
mitted to ride in or upon any of the trucks ee tasks. Many of them use “Caterpillar” trac- 
owned by our company This rule applies tors to turn the trick, and an _ interesting 
in the yard, or upon the road. ” Who's s to Blame? booklet, “ ‘Caterpillar’ Tractors for Railroads” | 
The management will accept no excuse from “The gent who says the old-fashionea 4S Deen published by the Caterpillar Tractor | 


any employe disobeying this order 
EAST CLEVELAND LUMBER CoO. 


Co., of Peoria, Ill., to describe how it’s done. 


cussing is never justified,” says a writer for mye company announces it will send a copy, 


Southern Safety Service, “probably never 





: : : , : , es o any reader of the AMERICAN | 
Mr. Cramer already had explained to his went through the experience of having a pte. signi a er ' 
workmen the very important reason for such wrench slip. sUMBERMAN. — 
an order—that although the passenger asks “T read of an interesting case of this kind 
for the ride, and 1S being entertained or ac- recently. Man was using a wrench on a rush Eke Conomy 
commodated by it without charge, in case of job. Wrench slipped and the job stopped 


Have you heard of the out-of-date lumber §& 
truck, 

Whose owner is trusting entirely to luck? 

The fenders are bent and the paint long since 

Has gone to the Realm of the Evil Prince. 

The _windshield is busted, the brakes act 
queer, 

The engine for five or six blocks you can hear, 

But still, “It'll do, Sam, for one more year.” 


accident the lumber company is liable for 


en abruptly, the worker having badly bruised 
any injury or damage to such passengers, as 


knuckles and a ruined disposition. Investiga- 
surely as though they were paying for their tion showed that the wrench was an old one 
and the jaws and 
frame were sprung; 
that the handle was 
greasy and_e 6 slippery, 
and that one side of 
the handle was loose. 
“That was about all 
that was wrong with 





The telephone rings—‘‘Yes, of course, right | 


away.” : 
> Tre »} , 
_ he “erg f. n-ne = And quickly you rush to the yardman and say, 
P ; wen 3 “Now hurry up, Sam, for this dame demands | 
there was anything speed t 
wrong with the man. pie : ’ , 
{ ; s » Kk a cus we 
He had worked with oe s just the kind of a cust’mer € 
wrenches for years— . : P : - pai on 
all sorts of wrenches. The truck is all loaded—with fine finish too \ 


He had been instructed It roars out the alley, and “Why buy the 
to turn in all defective new? ” 
tools promptly. He cer- It's cheaper to make the old buzz-wagon do. 
tainly knew the danger 
of using defective or 
worn-out tools. He had 
seen others get hurt 
when wrenches slipped, 


But in ‘bout a half-hour Bill the driver phones 
in, 

“The steering gear’s busted and so is my shin. 

The truck’s in the ditch and the lumber's 





‘ ; , awry, 
and had heard a lot of A rain’s coming up—the wood won't arrive 
: plain and fancy cussing dry. 
For “hurry-up” delivery needs the East Cleveland Lumber Co. finds © such occasions. So rush with the tarp!” tut you get there 
that this Ford truck, which it calls the “Hustle Wagon,” fills the bill _ “1*S @11 right to too late. 


in fine shape. When photographed here it had part of a small load blame defective tools Result: “I'll buy elsewhere.’ Then you fix 


f mee k d ‘ 4 for a lot of grief in the old crate. 
of surveyors stakes and creosoted fence posts to be delivered as soon this old world, but once So it costs you much more than a _ truck 


as possible. Note the front brackets, to accommodate long boards in a while it might be up-to-date. 
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More Hardwood Mills Down; Stocks Already Low 


Stocks Are Being Reduced 


Mempuis, TENN., July 20.—Further reduc- 
tion of hardwood output throughout all pro- 
ducing territories has been noted during the 
last week, and it is now nearing 30 percent of 
normal, while sales and shipments near the 50 
percent mark. The Hardwood Manufacturers’ 
Institute is working on a survey of the indus- 
try, and reports from additional mills are coming 
in daily. This survey shows that more mills 
are closing down or reducing their running time 
each week. This report includes more than 
400 mills and indicates that during the next 90 
days the cut will not exceed 20 percent of nor- 
mal, and may be lower. Production is at the 
lowest point in the history of the industry. With 
sales continuing at a fairly rapid rate, stocks 
are being gradually reduced. 

The demand continues from the automobile 
manufacturers, and manufacturers of hardwood 
flooring. Many automobile plants have placed 
nice orders in recent weeks, and will continue 
to buy throughout the summer. Flooring plants 
are operating, and buying flooring oak at the 
exceptionally low prices now being asked. There 
is some demand from manufacturers of interior 
trim, and sash and doors. Retail demand has 
shown some improvement and there is a slightly 
better demand from box and crate manufac- 
turers. The demand from overseas has slumped 
to some extent since July 1, and it is not thought 
that a better demand will be felt before Sept. 1. 

Heavy rains have fallen in some sections of 
the southern hardwood belt, and it is rather dif- 
ficult to obtain logs. Prices remain exceptionally 
low. 








Demand Continues Slow 

Cincinnati, On10, July 20.—Trade in hard- 
woods is dull. Inquiry is feeble, say several 
leading wholesalers. There is a fair amount of 
business from the automobile plants. Furniture 
factories are feeling their way. Planing mills 
and wholesalers of the North and East make up 
the meager remainder of current order files. 
There is more inquiry for Appalachian oak than 
for almost any other item on the list. For it 
there is a rather steady run of small orders, 
some of which are coming from totally unex- 
pected sources. Some export buying is crop- 
ping out here and there, but this is dull com- 
pared with other years. Several fairly good 
inquiries are being received from the United 
Kingdom. 

Pine, cypress and Pacific coast woods are all 
dull, with prices generally unsatisfactory. 


Exportable Oak Scarcer 


Battimore, Mp., July 20.—One of the im- 
portant developments in the export situation has 
been the 5 cent advance made by members of 
the Atlantic Freight Conference in the rate on 
lumber to the United Kingdom beginning Aug. 
1 and to the Continent starting on Sept. 1. 
This prospective increase gave rise to greater 
activity in the business than had been experi- 
enced for many months before that time. The 
foreign buyers are taking advantage of the op- 
portunity to get in bookings ahead of the in- 
crease. 

With southern stocks showing a marked re- 
duction, the inquiry will pick up appreciably. 
Prices on these stocks are being marked up. 

An explanation as to why the bulk of the 
hardwood export trade has drifted South is to 
be found in the latest circular letter from one 
of the leading English brokerage houses. South- 
ern oak red oak is quoted at $60 delivered, as 
against $80 for the same grade of northern oak 
f. o. b. cars. No. 1 common and select oak 


is down on the list at $45 delivered, against the 
same price f. o. b. cars for northern stocks. No. 
1 and 2 southern white oak is held at $77.50 
delivered, with West Virginia stocks at $105 
f. o. b. cars, and stocks scarce. No. 1 common 
and select southern white oak is quoted at $50 
delivered, against $55 f. 0. b. at mills in West 
Virginia. The growing scarcity of oak of ex- 
portable quality is expected to result in a very 
material revision of price lists, and a realiza- 
tion of this fact is prompting the foreign buyers 
to be more liberal in their calls than they were. 

The E. E, Jackson Lumber Co., which spe- 
cializes in rift flooring and which has in times 
past turned out considerable stocks of hardwood 
lumber as a sort of by-product from its opera- 
tions in Alabama, sold about 75,009 feet of these 
hardwoods in recent weeks. A part of these 
shipments were mill run, with the larger pro- 
portion divided according to grades. 


News of Buffalo Trade 


BurFato, N. Y., July 21.—The vacation sea- 
son is affecting the lumber trade, and most in- 
dustrial as well as retail buyers are deferring 
purchases. The Betts Lumber Co. finds some 
improvement in inquiries and orders for the 
western pines, though demand is reported 





[Sales-o-gram No. 43] 


NOT THE MOST 


important factors in salesmanship, but— 
other things being equal, most customers 
would choose a salesman who did not wear 
a dirty collar, spit, cuss, have jet fingernails, 
chew tobacco, neglect to shave, gossip, 
knock competitors, or commit other seem- 
ingly unimportant social blunders. Why run 
the chance that some little thing may queer 
a sale? On the other hand, a customer 
does not expect a salesman in a lumber yard 
to be dressed like a Beau Brummel. A check- 
up once in a while—in front of a big mir- 
ror—can be worth the time it takes. 





less than it should be at this time of year. 
A gradual improvement is looked for this fall. 

Claude C. Bell, forest products engineer of 
the Wood Utilization Committee, is spending 
two weeks in New York State for the purpose 
of accelerating details of the New York wood 
utilization survey. 

Horace F, Taylor, president Taylor & Crate, 
who was lately elected president of the Buf- 
falo Chamber of Commerce, has also been 
elected president of the Buffalo Board of Trade, 
which owns the Chamber building. 

Visitors last week included: J. W. Wilson, 
of the C. L. Gray Lumber Co., Meridian, Miss. ; 
W. N. Jaeck, president Longworth Lumber Co., 
Longworth, B. C.; R. A. Currie, New England 
acca of the Buffalo Hardwood Lumber 

0. 

Among those who are now away or who have 
returned from vacations recently are the fol- 
lowing: Ralph C. Crowley, vice president of 
the Atlantic Lumber Co., who took a trip to 
Canada; Elmer J. Sturm and Frank G. Yeager, 
Yeager Lumber Co., who are visiting points in 
this State; Marcus A. Abbott, president Abbott 
Lumber Co., who has sailed for home after 
several months in Europe; Elliott Vetter, Na- 
—_ Lumber Co., who was at Thunder Bay, 

nt. 


Furniture Plants Inquire 


LAuREL, Miss., July 20.—Very little, if any, 
change has been perceptible in the hardwood 
market during the last week. Only a fair 
amount of business has been coming in, with no 
further recessions in price. The automobile body 
manufacturers are apparently marking time, but 
there is quite a little inquiry from the furniture 
trade. Export business has fallen off in the last 
week, as was to be expected, owing to the un- 
certainty in Europe as to the outcome of the 
debts discussions. 


Better Feeling Prevails 


Boston, Mass., July 21.— There have been 
some more or less important releases from the 
automobile industry, but orders generally are 
of the hand-to-mouth variety. Prompt shipment 
is almost invariably insisted upon. Some whole- 
salers think that they detect a rather better 
feeling, and believe that stocks of many con- 
sumers have been allowed to reach a very low 
ebb. A timid frame of mind is encouraged by 
occasional offers of excess stock well under the 
market range. Flooring quotations have changed 
somewhat, viz., plain white oak flooring, clear, 
$69@73.50; select, $50@52.50; No. 1 common, 
$33@36.50; maple, clear, $63@63.50; birch, 
clear, $55@60. 


Kiln Companies Are Busy 


LovIsvILLe, Ky., July 20.—Veneers and ply- 
woods have taken just a little spurt, which does 
not indicate sustained buying. Automotive 
woodwork plants as a whole are buying but 
little stock, just a few of the larger ones be- 
ing in the market. Furniture, radio, hardwood 
flooring, export, railroad and planing mill de- 
mand is scattered, and chiefly for small lots. 
The general building trades are finding things 
quiet, and the planers are not buying material 
for millwork in any considerable amount. Box 
and crate plants continue to handle a fair 
amount of business, especially those producing 
baskets, hampers etc. to move produce, berries, 
peaches etc. Chief movement is in inch stock. 
Red gum, red oak, sap gum, some white oak, 
poplar, ash, cypress and cottonwood have been 
items reported moving, chiefly in Nos. 1 and 2 
common, or lower. Not much FAS is reported 
sold. Some automobile stock orders in 6/4 to 
10/4 sycamore, soft maple, and magnolia are 
in hand, but releases are coming through slowly. 
No new business is reported locally, on auto 
woods. That consumers are low on stock is 
shown in the activity displayed by commercial 
kiln dry companies, which are busy. 

Prices of inch stock are about as they have 
been, f. o. b. Louisville: Poplar, FAS, southern, 
$70; Appalachian, $80; saps and selects, south- 
ern, $45; Appalachian, $50@52; No. 1 southern, 
$2933; Appalachian, $42; No. 2-A, southern, 


$25@27; Appalachian, $30@32; No. 2-B, $19@ 
21. Walnut, FAS, $195@205; selects, $135; 
No. 1, $65; No. 2, $30. Sap gum, FAS, $35@ 
37; common, $25@27; quartered, FAS, $48@ 
50; common, $32@34. Red gum, plain, FAS, 


$72@75; common, $39. Ash, FAS, $65; com- 
mon, $37. Cottonwood, FAS, $34@37; com- 
mon, $26. Southern plain red oak, FAS, $55; 
common, $36; plain, white, southern, FAS, 
$70@75; common, $38; Appalachian plain red 
oak, FAS, $65; common, $42; Appalachian 
plain white oak, FAS, $80; common, $45; Ap- 
palachian quartered white, FAS, $125; com- 
mon, $65@70; southern quartered white oak, 
FAS, $110; common, $62@65; southern quar- 
tered red oak, FAS, $85; common, $52.50; 
sound wormy oak, $25@26. 

It became known here over the week that the 


For Current Market Prices on Hardwoods See Pages 61 and 62 
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“Don't Holler 
WeHaven’'t Any Sheep” 
said a retailer when we told him 
we thought ALL commodity 
prices are at the bottom, and 
that any change would be up- 


‘Wolf = 


ward. For he knew we sold 
lumber. 
But—we’ll leave it to you. He’s 


selling some lumber right along 
and will need more soon. To- 
day’s prices are ridiculously 
low—curtailment of production 
has kept mill stocks down—gen- 
eral business is improving stead- 
ily —so how can he fail to 
make money buying at today’s 
low prices ‘stock he will need 
shortly ? 

How about YOUR stock? Use 
our organization’s service to 
round out your stock. Our 
prices and lumber will please 
you. 

















M.A Wyman Lumber Co. 


908-9White Bidz., SEATTLE »,WASH. 

















AMERICAN LUMBERMAN 


Southern Hardwood Traffic 
preparing an intervening 
proposals of the railroads 
increase of 15 percent. 

The Kentucky Wagon 
operating under a receiver since February, will 
close down Sept. 7, unless a buyer is found in 
the meantime, under ruling of Federal Judge 
C. I. Dawson. 

P. P. Joyes, treasurer of W. P. Brown & 
Sons Lumber Co., will leave in a few days for 
a vacation at Leland, Mich. 


Association was 
petition against the 
for the freight rate 


Manufacturing Co., 





Developing Foreign Markets 
for Redwood 


San Francisco, Cauir., July 18.—A _ con- 
siderable increase in the volume of redwood 
export business is foreseen by officers of the 
Redwood Export Co., as a result of its affilia- 
tion, for export trade, with every producing 
redwood mill in the industry. Before this 
arrangement became effective on June 1 of this 
year, these mills maintained their own export 
departments to handle foreign orders for mar- 
kets other than Australia, New Zealand, Japan, 
and the west coast of South America for ties. 

The markets of the Far East, where con- 
siderable educational work has been carried on 
for the last two years, show promise of de- 
veloping into substantial consumers of redwood, 
and South Africa gives indication of being a 
strong and consistent buyer, according to R. J. 
Gutierrez, manager of the Redwood Export Co. 

The company has about forty representatives, 
and is represented in every important market 
of the world, including Mexico, Central and 
South America, the West Indies, Europe, the 
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Canary Islands, the northwestern part of Africa, 
South Africa, Mesopotamia, Persia, India, 
Burma, Straits Settlements and China. 


Mr. Hamann, formerly of the Pacific Lumber 
Co., with which he had considerable experience 
in Latin American markets in the course of 
building up its export business, is now with the 
Redwood Export Co. 

Mr. Hayden has had long experience with 
the New Zealand and Australian markets. 

R. J. Gutierrez, formerly was in charge of the 
export department of the Hammond Lumber 
Co. 

The following producing redwood mills now 
handle their entire export business through the 
Redwood Export Co.: Casper Lumber Co,: 
Dolbeer & Carson Lumber Co.; Elk River Mill 
& Lumber Co.; Hammond & Little River Lum- 
ber Co.; Hobbs, Wall & Co.; Holmes Eureka 
Co.; Humboldt Redwood Co.; Northern Red- 
wood Co.; the Pacific Lumber Co.; Union 
Lumber Co. 





Breaks Record Pa Loading 
Cypress Logs 


Perry, Fia., July 20.—R. Terrell, skidder 
foreman of the Weaver-Loughridge Lumber 
Co., is believed to have made a record this 
week for loading cypress logs, when forty-three 
carloads, aggregating 126,000 feet, were loaded 
with a crane, in 8 hours and 45 minutes. The 
logs were all green cypress and loaded near 
the Weaver-Loughridge lumber camp, above 
3oyd, and were the general run of cypress logs. 
The company is cutting a large amount of 
cypress, and a full crew is now being main- 
tained at the log camp. 


West Side Hardwood Club Meets 


Pine Biurr, Ark., July 20.—The regular 
monthly meeting of the West Side Hardwood 
Club was held here last Wednesday, with a 


good attendance. After calling the meeting to 
order, President A. J. Wheeler asked Secretary 
O. S. Robinson for statistics covering the last 
30-day period. 

Mr. Robinson’s report showed that there had 
been a decrease in oak stocks. Twenty-five mills 
reported 1,000,000 feet of green flooring oak on 
hand, and 3,200,000 of dry. Total stocks of 
green and dry lumber on hand amounted to 
61,700,000 feet, and are somewhat lower than at 
the time of the last report. The log supply on 
hand totaled 1,100,000 feet, showing a slight de- 
crease from the last figure reported. Orders on 


hand for dry oak amounted to 400,000 feet, 
which is the same footage as was previously 


reported. Orders on hand for hardwoods other 
than oak amounted to about 4,000,000 feet. 


Heavy Curtailment Reported 


Of the 25 mills reporting, 17 are down for 
an indefinite period, one operating about 30 per- 
cent of capacity, and the others on half time. 
It was reported also that many of the mills 
throughout this section are either running part 
time or are down entirely. This includes some 
of the largest hardwood producers in this terri- 
tory. It was the consensus that a complete 
shutdown for at least 90 days is needed, and it 
looks now as if the sawmill men have at last 
awakened to this fact and will act accordingly. 


Large Blocks of Sap Gum Sold 


Plain red gum, 4/4, in the regular flooring 
grades and FAS are the scarcest items, and 
there are a number of other items of oak that 
are in small supply. The sale was reported of 
4/4 No. 1 common and selects, plain red oak 
surfaced to 7-inch for export at $48 c.i.f. Lon- 
don. No. 1 common and selects 4/4 plain sap 
gum sold at $17 mill, taking the 38!2-cent rate 


to Chicago, which would be about equal to $18, 
Pine Bluff. This item also seems to be getting 
scarce, as several large blocks recently have 
been disposed of at about this figure. 


Rail Rate Increase Discussed 


The proposed 15 percent increase in freight 
rates was discussed informally, and it appeared 
that sentiment was about equally divided for 
and against the increase. It is pointed out that 
if the railroads get the increase they would be 
in position to place orders for quantities of 
needed car stock, ties etc., for which there has 
been small demand during the last eighteen 
months. It also was the opinion that any in- 
crease naturally would be passed on to the ulti- 
mate consumer. 

Those in attendance seemed to be in a more 
optimistic frame of mind than at the previous 
meeting, and the general opinion was that the 
turn has been reached. 

Guests of the club were: 


R. W. Fullerton, 


president Bardley Lumber Co. of Arkansas, 
Warren; and L. P. Dubose, of Brookville, Fla. 
Mr. Fullerton gave an interesting talk, telling 


of some kiln drying experiments which will be 
heard of later, and Mr. Dubose described con- 
ditions in Florida. 

The next meeting of the club will be held in 
Pine Bluff on Aug. 19. 





Ontario anlions Picnic 


Toronto, Ont., July 20—The July meeting 
of the Ontario & Trent Valley branch of the 
Ontario Retail Lumber Dealers’ Association 
took the form of a picnic held at the summer 
home of A. L. Jex, chairman of the district. 
The dealers and their ladies motored to Hast- 
ings, near the east end of Rice Lake, and gath- 
ered at Mr. Jex’s cottage. The ladies brought 
baskets of refreshments, and Mrs. Jex kindly 
furnished the tea and coffee. 
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In the Hole 


I have hit a depression before, 

Just a hole in the road, nothing more. 
It gave quite a Jar 

To the little old car, 

But | didn’t jump out of the door. 

I clung to the little old wheel, 

I kept the old car on her keel, 

I stuck to the road 

And kept most of the load, 

In my little old automobile. 


You have hit a depression, no doubt. 
Then the best thing to get is get out. 
The engine may stall, 

You must crank it, that’s all, 

And find what the trouble’s about. 

But some fellows sit, on my soul, 
When the little old flivver won't roll, 
And don’t do a thing 

Any business to bring, 

A thing to get out of the hole. 


We shall have them, depressions and such, 
But keep your old foot on the clutch. 

The hole you will pass 

If you step on the gas, 

Will merely stop sobbing so much. 

So I’ve doubled the size of my ad, 

I’ve told buyers just what I had, 

And, though few they may be, 

When they buy it’s from me, 

And I find times are good, for so bad. 


We See b’ the Papers 


Maybe it was coroner that business turned, 
not corner. 

Mexico is trying to uplift her Indians. 
held ours up. 

If Mr. Hoover can pitch himself out of this, 
he is a good one. 

The last hope of the farm board seems to be 
a rummage sale. 

“It's smart to stay at home this summer,” 
says a society editor. 

It always was smart; the thing is that now it 
is also fashionable. 

Well, if it is fashionable to be 
money, this lets us all in. 


Having made a virtue of necessity, society 
may make a necessity of virtue. 

They used to talk about “Lucky Coolidge.” 
What about Al Smith? 

Americans have started to call it “mory- 
toryum” even before Germany gets it. 

The boy has gone soviet. He is doing a 
four-year college course on the five-year plan. 


Even a depression does some good: a lot of 
moving picture houses have cut out the stage- 
show. 


The stage-show was something you had to 
sit through if you wanted to see the feature 
picture. 

Honey may be a good thing in the radiator, 
but the front seat with the driver is no place 
for her. 


We 


short of 


It's a little mistake in spelling, is all. The 
wheat business should have been let alone in- 
stead of let a loan. 

Some concerns expanded so rapidly that they 
not only passed their competitors but also 
passed their dividends. 

What the movie stars want, they say, is 
privacy. We judged that by the amount of 


press stuff that comes in. 


We would better go slow on Government- 
owned utilities until we see how we come out 
on Government-owned wheat. 


A woman in a Welsh poorhouse was recently 


wed. Well, now and then marriage ought to 
take someone out of there, too. 

The depression will not be over as long as 
a lot of fellows would rather not have a job at 
$60 a week than have one at $40. 

The United States will run Nicaragua’s elec- 
tion in 1932. It seems like Mr. Hoover would 
be busy enough with the one here. 

One thing we might do with our 225,000,000 
bushels of Government-owned wheat is to give 
it to some of Russia’s good customers. 





Between Trains 


Koxomo, Inp.—Willis Dye, the large and 
likable lumberman, met us at Delphi with a car 
and an airplane, and told us we could take our 
choice. We could make Kokomo in forty min- 
utes in the car or twelve minutes in the plane. 
Considering the large number of people who 
will not be benefitted by our demise, or even 
interested, we decided we had plenty of time. 
So the plane went back without us and Willis 
with us, and, as both arrived O. K., it wouldn’t 
have made any difference, anyway. It is a good 
idea to send Willis to meet distinguished, more 
or less, visitors. It makes you feel like you 
have been met by a committee. 

Of course, the real cause of our coming was 
not a lumberman but a lumberwoman, Miss 
Lena Leafgreen, who has been the right bower 
of the Dye Lumber Corporation so long. She 
has been very active in the Altrusa Club, espe- 
cially in our behalf. Tonight the Altrusa enter- 
tained the leaders of the community at a dinner, 
among which we noted not only Mr. Dye but 
two other lumbermen, Harry Barnett and M. 
M. Uitts, and the lumberwoman aforesaid. 


The Pious Plumber 


Or, the Pipes Bust Just the Same 
I’ve known some men prodigious 

For piety and such. 
I like a man religious, 

And good, but not too much. 
Last Sunday all our plumbing 

Let loose. No plumber came. 
He wouldn’t think of coming— 

But pipes bust just the same. 


I ’phoned him, I implored him, 
This good and holy man, 

I promised to reward him 
In any way I can. 

“No, I won’t work on Sunday,” 
Again the answer came. 

“You'll have to wait till Monday.” 
3ut pipes bust just the same. 


We heard the crash of plaster, 
The bathroom was aflood, 
To add to our disaster 
The basement spouted mud. 
And so we called the station, 
And then a fireman came 
And saw a demonstration 
That pipes bust just the same. 


Although it was a Sunday 
The fireman started in, 

He didn’t wait till Monday 
His measures to begin. 

Perhaps the pious plumber 
Was not a bit to blame, 

But Sunday, even in summer 
The pipes bust just the same. 


He thinks he'll go to glory 
Because he let us drown, 
But when they hear the story 

In that celestial town 
The man who'll be forgiven 
Will be the one who came, 
Because perhaps in heaven 
The pipes bust just the same. 
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Sugar Pine 
California Soft Pine 
Arizona Soft Pine 

White Fir 


LOUIS WUICHET, Inc. 


Shop—Selects—Common 
Dimension—Lath-—Shiplap 
Pattern—Flask 


WRITE 
712 Railway Exchange Bldg., Chicago 











California Pine 


and Sugar Pine 


California Redwood 
WENDLING-NATHAN CO. 









































WwW Established 1914 
Ww Lumbermen’s Bldg., 
Ww 110 Market St., 

SAN FRANCISCO, CALIF. 





Co PACIFIC COAST C3 








More Profit 
to You! 


Order 


CEDAR 
SHINGLES 


Stained 
by 


STARKS 


—and you’ ve got 
the best! 














are more 


Eastern Wholesalers “¢."°r 


when they have a buyer close to the mills. 
For many years I've been a Northwest lumber- 
man—lI know the mills and their product. 

Let me buy your orders from GOOD mills— 
you will like my service. 


FRANK W. SMITH 


1154 Stuart Building Seattle, Wash. 


HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMEDICAN LUMBERMAN, 431 So. Dearborn St., CHICAGO 
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N.C. PINE BUSINESS CHANGES, INCORPORATIONS, ETC.|} 


























W 
Our “Jiffy Service”, by rail and water, will Bar 
keep you supplied with all items in Ss 
° Portland—Boggie Logging Co., incorporateg. & has 
YARD STOCK SHED STOCK Business Changes capital, $5,000; C. G. Boggie interested. P T 
bortinnd—~Weatera Pacific Timber Co... ina puil 

Let us prove it on your next order. ALABAMA. Huntsville Huntsville Hub & ,,Portl ner te —— Se Fico Oe Poe is 

JOHNSON & WIMSATT ee Springfield—Springfield Mfg. Co., incorporated 

. . : , ; capital, $1,000; sawmill; W. D, Abel interesteg 

WASHINGTON, D. Cc. A ne ‘ Yuma oe E. DeMund sold in- TENNESSEE, Chattanooga—Lookout Mountain 

eed onlay a ot A. “Ae hos foe uncle A. L. Wood Novelty Co., incorporated; capital, $20,009: i 
‘ . sills majority owner. Bruce I. Crabtree, Lookout Mountain, interesteg. 
CALIFORNIA. Auburn—The McKenzie Bros. of TEXAS. New Waverly—San Jacinto Lumber 





Plumas County have purchased the Quigley Lum- Co., incorporated; capital, $5,000; Hamlin L. Hi 
North Carolina Pine and ber Co.'s property above Westville, and. will im- 


interested. 


mediately start erection of a modern lumber mill. Overton—Overton Lumber Co., incorporated q 
West Virginia Hardwood Stockton—Crescent Mfg. Co. changing name to $5,000; 














- - it : capital, old concern. be 
CASING rescent Showcase & Fixture Co, UTAH, Ogden—Pioneer Coal & Lumber Co., re. | Ur 
Kiln Dried, Well. Manu- , FLORIDA. Clearwater—Clearwater Lumber Co. incorporated, thi 
factured, High Grade. BASE AND succeeded by Gulf Lumber & Millwork Co. WASHINGTON. Longview—Beacon Rock Log. (I. 
nae) i a MOULDINGS GEORGIA. Waycross — Davis-Stubbs Lumber ae chedaiiediaeaiattabetietias B 
er y- Mixed Cars Our Specialty. Co, sold plant to M. W. Garbutt. sr ~ a Merthwest Bvorareen Preéucts C it re 
Se: I west Eve 1 : o., "" co! 

INDIANA. Camden—Camden Lumber Co. sold corporated; capital, $50,000; Karl A. Reichert in- 
WILLSON BROTHERS LUMBER co. to Foltz Lumber Co.; Curtis McCain, manager. terested. tut 
1530-35 Oliver Bldg., PITTSBURGH, PA. Tipton—J. P. Smith Lumber Co, sold to Foltz 


Lumber Co. Casualties j si) 


I Ba 












































IOWA. Ocheyden—Glade Lumber Co. sold yards ARKANSAS. 3enton—Owosso Mfg. Co., loss by pl: 
— to Botsford Lumber Co. fire, $20,000; lumber storage shed and stock de- 12 
a KANSAS. Circleville—F. R. Nuzmann lumber  ‘troyed. Ga 
ellow Pin yard sold to W. R. Canfield, who conducts four FLORIDA. Madison—Madison Lumber Co., loss | ha 
Y e other yards in Kansas. Metzger remains as local by fire, $10,000, planing mill destroyed. | ar 
. eepsap tele GEORGIA, Savannah—The plant of the Pine- | ch 
limbers, Lumber LOUISIANA. New Orleans—Union Fine & land Turpentine Co., a subsidiary of the Down. | 
° Hardwood Co. moving to 915 Union Indemnity ing Co. of Brunswick, Ga., has been damaged oy 
Lath and Shingles Bldg fire; loss about $20,000, 2 
Plain Dealing—The Hugh Goodman sawmill! for- Vv S a = . I ies ane _ 
For our high grade dressed stock — merly located near here has been removed to : TOV A. Spence er ‘ ri ge ne sears er ( oO _loss m 
oe sk the Wholesaler” Webster Parish. ”y fire which destroyed business center of city. W 
. a caine ei ‘ MONTANA. Hysham—Plant of Midland Coal 
MAINE. Portland—Brown Co. sold lumber de- ; : h 
The Alger- Sullivan Lumber Co. partment to gp en a oe. se : & Lumber Co. damaged in $50,000 fire. N 
___ CENTURY, FLORIDA MICHIGAN. Saginaw—Saginaw Ladder Co. as OREGON. Springfield—Springfeld Planing Mill, J .s 
. sets sold to Raymond Motor Products Co. loss by fire, $10,000; no insurance. , ; al 
Springfield—Harry O. Warren's sawmill dam- [ 
NEBRASKA. Omaha—M. A. Disbrow & Co Pes: gg eee 3 $6000: “ates ee H s} 
aged by fire; loss, $6,000; no insurance. 
SS———SSS SS Oe _—— succeeded by Disbrow & Co., a Nebraska corpora Rogue River—Train Bros & Co sawmill | p 
0 aS ——— ’ tog tlVe é > » ¢ 0., Si 
LXON “LUE > COMPANY tion burned; loss, $10,000; no insurance. n 
: , me . a Se wt Ponca—Bauer-Henry Lumber Co. succeeded by WISCONSIN eileen! iii, ies ‘dials , 
1 = = ” sbine Sros : NSIN. d yaukee—No Shore 20 is 
ey i en B 1-Sinclai struction & Lumber Co., loss by fire, $30,000. , 
~~ JERSEY. Irvington - oyd-Sinciaire tio—J. C. Jamieson Lumber & Coal Co.’s yard . 
Lumber Co., Paterson, N. J., has decided to liqui- Pr | by ea pt $20 000. a v 
date as of July 1 and it is announced that there ; : ‘ ; 
: is sufficient funds for all creditors and _ stock- . m k 
holders, Robert A. Boyd, president of the com- New Mills and Equipment a 
Manufacturers pany for 14 years, and Herbert de Roth, also 
* connected with the concern, have incorporated the NDIANA Elwood—Winters Lumber (<¢ lans , 
Short Leaf Pine and Hardwoods Manufacturers’ Reserve Supply (Inc.) with the seu a P.. buildings yoy pone mae pally wn p 
same mill connections, and with office and ware- cently destroyed by fire. Elwood Lumber Co. will t 
house at 120-130 Coit St., Irvington, N. J. also rebuild its lumber yards buildings. ' 
™ — NEW YORK. Spencer—Jeohn Wild succeeded by NORTH CAROLINA. Wilmington—J. Herbert , 
Wild & Genung. Bate, president of Bate Lumber Co., has an- C 
NORTH CAROLINA. James City—Munger & nounced that negotiations have been completed g 
Bennett succeeded by Commercial Hardwood Co for the construction of a $10,000 wharf on the ; t 
We annually produce 40,000,000 feet of OHIO. East Rochester—Harsh & Elton suc- ee 6 yo ee ep 4 - heme on ships 
a ceeded by E. Harsh. an arges cnarterec . 2 company. 
Louisiana Red Cypress OKLAHOMA. Allen—C. M. Mays Lumber Co. WASHINGTON. Newman Lake—El'er Lumber 
Lumber, Lath succeeded by L. B. Adams Lumber Co. Co, will rebuild the sawmill which was destroyed 
Y and Shingles Stratford—L. B. Adams Lumber Co. succeeded by fire last spring. , ‘ , , ' 
by C. M. Mays Lumber Co Tacoma—Mountain Lumber Co, will rebuild the ' 1 
} Also Tupelo Lumber, and have Complete , rs gen aga “ieee oe +r burned sawmill. ' 
u Planing Mill Facilities. Temple—B. & O. lumber yard sold to T. H 
Dibert St k&B C C Rogers Lumber Co. WEST VIRGINIA. Elkins—Morrison, Gross & 
SON ; : : Co. have leased 300 acres of timber at the head 
ar rown r Ltd OREGON. Portland — Portland Spruce Mills 70. paser ; mors & gdh Rigas 
? yP €SS 0. ‘ changing name to Portland Lumber Mills. ae po Bec pean Raa sg a — om ' 
o construc a nite ane a a 0 a roast Oo ade- + 
Manufacturers DONNER, LOUISIANA SOUTH DAKOTA. Crandon ~Hayes-Lucas Lum- yelop the tract and to erect a creosoting plant | 
ber Co, discontinuing local yard. ' 


TENNESSEE. Jackson—Bedna Young Lumber 


Co.; F. M. Cutsinger sold interest. New Ventures 
4 ° ° Kingsport—Union Coal Co. succeeded by Union . .ORN a — eta ail 
Richard Shipping Corp. Coleen ee Corponntion CALIFORNIA. Los Angeles—Mox Wrecking 























, “nf , P Co. (Ltd.) recently began business at 307 
Memphis—Tom Smith Lumber Co, discontinuing S . 
Foreign Forwar- Jefferson St. 
44 Beaver Street. NEW YORK ders, Customs business. Los Angeles—E,. A. Wright has started a whole- 
e peepere., We WASHINGTON. Chehalis—A. ©. Stolp has sold sale and commission lumber business. 
Ocean Freight Brokers elesea> poo gars his sawmill in this section to J. W. Lucas. San Francisco—Jones Hardwood Co. has en 
tend to collection Port Angeles—Fred M. Demorest has purchased gaged in the panel manufacturing business at 706 
and Contractors of invoices. the sawmill of F. V. Nielsen sryant St. ‘ 
, " : WISCONSIN. Casco—Fuller-Goodman Lumber San Francisco Western Door & Sash Co. has 
Special department handling export lumber shipments Co, succeeded by Farrell Lumber Co. engaged in business at 112 Market St. 
WYOMING. Cheyenne—M. A. Disbrow & Co FLORIDA. Jacksonville— King St. Lumber Co. 
succeeded by Disbrow & Co., a Wyoming Corpora- has opened a retail business at 685 King St 
O TIMBER ESTIMATORS De. ILLINOIS. Montrose—T. H. Vaughn has 
| tj started a retail lumber business 
ncorpora ions LOUISIANA. New Orleans—Wiegand & Mar- 
i au ave ened a lumber sales business at 
JAMES W. SEWALL FLORIDA. Tampa—Hobbs Lumber Co,, incor.  janetix ave ‘opened a lumber stles business 
. porated; R. M. Dearing, 513 Columbia Drive. . Snai : a mK : 
Consulting Forestry Tampa—Spanish Cedar Novelties, incorporate4:; ae See ET oe ey oe “ap M. 
j ar ¢ * *) y arri 4 ine ynsend, rno av estabilisnec é nbe ates 
ay 1 an ngeetmae PREELIS @ BEDOCER —— 100 shares, no par; E. W. Berriman in anu Gtk. bane Week eoamas ta ee Bele 
own, uttan Block, 2 Bldg. 
Maine Port Arthur IDAHO. Lewiston—Carpenter Lumber Co., in- oa —s ; : a 
, Gatarto corporated; capital, $50,000; Wayne Carpenter in- MAINE. Boston—Royal Moulding Co. has 
terested. started in business at 222 Cherry St. 
KENTUCKY. Lexington — Bringarden Lumber NEW JERSEY. Irvington—Manufacturers’ Re- 
WAR REN AXE & sieia 0 Co, increasing capital from $700,000 to $800,000. serve Supply Co. (Inc.) organized with office and 
cuceueussunsenenersnseusr Me 54 TOOL Co. MICHIGAN, Muskegon—Mauson Lumber Co., a e agai pe oe Chai (I ) 
ine ated: capité 000; 940 Pine St. y le Jelaware—Delaware Shairs n¢ 
WARREN, PA. incorporated; capital, $1, ; ] rial a 
“i ms : NORTH CAROLINA. Chapel Hill—Orange Land eee Logo aaipseseiasiy sr henigeange - 
ere awarded highest & Lumber Co., incorporated. REGON. Eugene—Eugene Lumber Co. has beet 
honors Panama - Pacific GRAND ad 44 Charlotte—Wiggins Lumber Co., incorporated: formed by George E. Owen and Wilbur Hyland. 
International ExpOsitiOn  ncsssssssssscsssssss: susssscmssmensssese rs ; 
capital, $50,000; J. L. Wiggins, 1304 Central Ave IPPEINNSYLVANTA. Philadelphia — Appleton & 
ALSO ALASKA-YUKON PACIFIC EXPOSITION OREGON. Portland—Buxton Logging Co., in- Co. (Inc.) opening veneer business at 218 Walnut 
And OROP FORGINGS. Daily 1 corporated; capital, $1,000. St. 
AXES-LOGGIN , ly fac- Portland—Wanke Panel Co., incorporated; capi- TENNESSEE. Union City—Home Building & 
GG G TOOLS tory capacity 3500 Axes & Tools tal, $25,000; manufacturer of panels, doors and Supply Co. opening retail lumber and _ building 
veneers. A. E. Wanke interested. material business. 
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July 20, 1931 


TEXAS Gladewater — Cameron-Flint Lumber 
Co. will open a lumber and building material busi- 
ness on Rural Route 2. 

Gladewater—Peoples Lumber & Supply Co. open- 


ing lumbe1 and building material business. 
WASHINGTON. Edison—Julius Alberg and Lon 
Barron have opened the Edison Shingle Mill. 
South Bend—The William Creek Logging Co. 
has been established by Elmer Church and others. 
Tacoma—W. G. Atkinson has engaged in the 
puilding specialties business at 2106 South C St. 





Chair Company Will Use 
Modern Kilns 


Bassett, VA., July 20.—What is claimed will 
he the largest chair manufacturing plant in the 
United States, is being rushed to completion at 
this place by Bassett Furniture Industries 
(Inc.). The plant here will be known as the 
Bassett Chair Co. and is being constructed at a 
cost-of over $200,000. In it will be manufac- 
tured all styles and patterns of chairs for the 
six affiliated furniture manufacturing plants of 
Bassett J['urniture Industries (Inc.). This 
plant, which will produce 1,500 to 2,000 units 
daily, will employ approximately 200 men, will 
have a floor space of over 150,000 square feet, 
and will turn out over $1,000,000 worth of 
chairs annually. 

All of the plants affiliated with Bassett Fur- 
niture Industries (Inc.) are equipped with 
modern Moore dry kilns, and, in accordance 
with this practice, a battery of three progressive 
Moore kilns, each 21x120 feet, is now being 
installed at the new factory here. These kilns 
are of the latest Moore type, of natural draft 
system, and are so designed that the high 
powered Moore cross circulation fan system 
may be installed later when increased capacity 
is desired. When installed, this system will in- 
crease the production approximately 33 percent 
without building additional kilns. All the dry 
kiln equipment for this plant was erigineered 
and manufactured by the Moore Dry Kiln Co., 
Jacksonville, Fla., which company also is sup- 
plying fireproof kiln doors, kiln trucks and 
transfer cars and Leitelt lumber lifts which re- 
duce lumber handling costs and speed up pro- 
duction. The Bassett organization always has 
advocated modern equipment, and it is said that 
the new chair factory here will be the last word 
in manufacturing efficiency. 

Bassett Furniture Industries (Inc.) is classed 
as the largest manufacturer of case goods in 
the United States. Officers of the concern are 
J. D. Bassett, sr., chairman of the board; W. M. 
Bassett, president and treasurer; J. D. Bassett, 
jr., vice president, and N. G. Brammer, secre- 
tary. 





Laboratory to Resume Short 
Courses 


Mapison, Wis., July 20.— Instructional 
courses for kiln men, wood workers, shippers 
and lumber and woodworking executives, 
which have been practically discontinued at the 
Forest Products Laboratory since the spring 
of 1929, have been given a.definite place on the 
laboratory’s program for the new fiscal year 
and will be resumed this fall, according to an 
announcement from Director C. P. Winslow. 
A week’s course in boxing and crating and 
transportation hazards of car movement will be 
given Sept. 21 to 26, inclusive, and a course in 
the gluing of wood will be conducted during 
the same period. The kiln drying course, which 
runs two weeks, will start Sept. 28. The co- 
operative fee for the two shorter courses will be 
$100, as usual; $150 is the charge for the course 
in kiln drying of lumber. 
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The Classified Section Will 
Turn Unused Equip- 
ment into Cash 











Salesmen! 


If you can sell West Coast 
Lumber and Lumber Products; 





We have an exceptionally 
attractive selling proposition for 
you on a most liberal profit shar- 
ing basis. 

We are an old established 


wholesale business with excel- 
lent manufacturing connections. 


Exclusive Territory 


Unless you are willing to work with us 
exclusively on one or more of our 
lines do not apply. Salesmen free to 
handle other lines for other firms. 


DOUGLAS FIR 
SITKA SPRUCE 
WESTERN HEMLOCK 
RED CEDAR 
WESTERN PINES 


SAWMILL AND 
FACTORY PRODUCTS 








State present or most recent employ- 
ment and other references; describe 
territory you will cover; all communi- 
cations confidential. 


Address "G. 6,” 


Care American Lumberman 














| 





‘Fortify for eae 
Fire Fighting aaa ~T 


1 GALLON 
PRESSURE 
TYPE 


N EWARK NEW JERSEY 


ATLANTA KANSAS CITY SS CHICAGO «SAN FRANCISCO 
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CHICAG®_|| YARD, MILL AND OFFICE 

TO DEAL E SECIALISTS Newsy Notes of Persons and Places 


That’s the way to get better 
values and quicker shipments. 
Take advantage of our mix- 
ed car service on orders for 
Cypress. 

Special attention givento LCL 
orders and shipments. 

Write now for prices. 


Gregertsen Brothers Co. 


332 So. Michigan Ave., CHICAGO 
Yards and Planing Mills, CAIRO, ILL. 





WHITE STAR LUMBER COMPANY 


811 Roanoke Bidg., CHICAGO 
Phone Randolph 1069 
Manufacturers and Wholesale Dealers in Masi. 
and Oak Fi Id 


Birch 
Fir, 


Red 

and California Pine, Yellow Pine, Whi 

Exclusive agents for Redwood Manufacturers Co., 
“Soo Brand’ Maple and Birch Flooring. 





Kiln Dried 


and Air Dries ENGLEMANN SPRUCE 


We own and represent exceptional quality stocks in 
Engelmann Spruce, Sitka Spruce and Western Pine. 


We represent Nicola Pine Mills,Ltd., Merritt, B. C. 
PAUL MILLER CO. 


LUMBER 
General Offices: 308 W. Washington St., CHICAGO 











A Real Sales Help For Lumbermen 
Try It For 60 Days FREE—No Obligation 


Hundreds of new buyers 
are listed in each new edi- 
tion of the Red Book and 
many others are announced 
by us TWICE a week as 
they start in 
business. Red 
™. Book credit rat- 
mings and reports 
# are recognized by 
lumbermen as the 









most reliable. 

Ask for Pamph- 
let No. 49-S and 
rates, also the 
details of the 60 
day FREE Trial 


r. 

Our Collection 
Department has 
had many years 
of experience collecting lum- 
bermen’s accounts and will 
be glad to assist you. 


LUMBERMEN’S CREDIT ASSOCIATION 


Executive Offices, 608 South Dearborn St., Chicago, 111. 
East. Headquarters, 35 8S. William St., New York City 

















Builders’ Commercial Agency 


ESTABLISHED 1890 


1350 Builders’ Bldg., 228 N. La Salle St., = 


A rati de to the contracting trade 
Cook Connty and Cook County ES 


Telephone Randolph 4893 Collection and Mechanics Liens 











LOG STAMPS 


TRADE CHECKS, STENCILS 
BURNING BRANDS, ETC. 
SEND FOR CATALOGUE 


MEYER & WENTHE 


31 NORTH CLARK ST. CHICAGO 











LUMBERMEN! 


Write now for our catalog telling 
about our books that’ll 


HELP YOU MAKE MONEY 


AMERICAN 431 S. Dearborn St. 
LUMBERMAN Chicago, Iil. 
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W. R. Willett, of the W. R. Willett Lumber 
Co., Louisville, Ky., is spending a couple of 
weeks in Chicago. 

Murray H. Bissell, of Memphis, Tenn., man- 
ager of southern pine sales for the E. L. Bruce 
Co., was in Chicago Wednesday and called at 
lumber offices here. 


C. T. O’Connor, of Pittsburgh, Pa., district 
sales manager of the Shaw Bertram Lumber 
Co., was in Chicago Wednesday on business, 
and called on local lumbermen. 


Willard Farris, of the Farris Hardwood 
Lumber Co., Nashville, Tenn., after spending 
several days among the trade in Chicago, left 
Monday night for a trip to Toronto, Ont., and 
other eastern points. 


C. B. Cunningham, of the Cunningham Lum- 
ber Co., Chicago, left Thursday morning for 
his annual raid on the probably unsuspecting 
fish near Hayward, Wis., and expects to be 
gone until about Aug. 10. 


F. C. Klesner, of the Grand Rapids Trust 
Co., Grand Rapids, Mich., was in Chicago 
Wednesday and called at local lumber offices. 
The trust company is receiver for William 
Honner, flooring manufacturer. 


L. S. Beale, of Chicago, secretary-treasurer 
of the National Hardwood Lumber Associa- 
tion, left Wednesday night for Savannah, Ga., 
and other parts of the Southeast, on association 
business. He expects to be gone about ten 
days. 

A. W. Lammers, of Chicago, head of the 
A. W. Lammers Co., commission lumberman, 
left Thursday morning with his wife, by auto- 
mobile, to enjoy two weeks of fishing in the 
region of Muskoka Lakes and French River, 
north of Toronto, Ont. 


Martin L. Hansen, of Chicago, sales repre- 
sentative of the Clover Valley Lumber Co., is 
visiting the company’s mill at Loyalton, Calif., 
and several other pine mills in California and 
Oregon, taking the trip by automobile. He 
expects to return about Aug. 4. 


Andrew Gennett, of Asheville, N. C., presi- 
dent of the Gennett Lumber Co., was elected a 
member of the board of directors of the Ashe- 
ville branch of the Wachovia Bank & Trust Co., 
at a meeting of the board held July 14. The 
bank has its headquarters in Winston Salem, 


N. C. 


C. E. Gillett, formerly manager of the Chi- 
cago office of the D. L. Fair Lumber Co. and 
now with the same firm at its headquarters 
in Louisville, Miss., was in Chicago Wednesday 
and expects to stay here about two weeks, com- 
bining business with a visit with his family, 
who have remained in the city. 


Eli Wiener, of Shreveport, La., with his 
family, is spending a vacation in Chicago, be- 
ing located at the Chicago Beach Hotel, where 
they can enjoy to the fullest extent the breezes 
from Lake Michigan. Mr. Wiener is president 
of the Angelina County Lumber Co., Keltys, 
Tex., and is one of the pioneers in the south- 
ern pine industry. 


C. H. Coyle, of Berwyn, Ill., Chicago suburb, 
president of the Berwyn Lumber Co., returned 
Wednesday with his family from a motor trip 
to Yellowstone Park and other western resorts. 
On the preceding day P. J. Willis, vice presi- 
dent of the company, also returned from a va- 
cation, spent at his cottage at a lake near 
Ludington, Mich 

F. W. Wright, manager of the western office 
at Seattle, Wash., of the Lumbermen’s Credit 
Corporation, publisher of the Blue Book, has 
been spending a short vacation in Chicago, 
which was his home for many years. Despite 


the continued depression in the lumber indus- 
try on the West Coast, Mr. Wright reports 
gratifying growth in the clientele of the Blue 
Book in that territory. 


Truly “out of a clear sky” 
of Atlanta, Ga., secretary of the Atlanta Oak 
Flooring Co., dropped in on Chicago Tuesday 
morning after a speedy airplane ride from his 
home town. He expected to spend several days 
this week calling on the Chicago and Milwaukee 
trade. Mr. Florence reported that his com- 
pany’s business hasn’t been at all bad, and that 
the mill has been running steadily. 


D. L. Rich, of Rich & Grobe (Inc.), Chi- 
cago, returned home Tuesday night from 
Rhinelander, Wis., where he had been visiting 
J. D. Mylrea, president of the Thunder Lake 
Lumber Co., one of his mill connections. The 
Thunder Lake mill is closed down, as are sey- 
eral others in the North, and most of the oper- 
ators (including Mr. Mylrea) are doubtful as 
to when production will be resumed, for they 
hesitate to pile more lumber onto an already 
over-crowded market. Stocks, however, are 


H. D. Florence, 





[Sales-o-gram No. 45] 


HOW WELL 


is the casual customer treated in your or- 
ganization? If some one is attracted by a 
sign or display, or possibly has an idea in 
the back of his head which he hesitates to 
express, how do you treat him? Do you 
rush him—make him uncomfortable? Or 
do you make it a point that his visit shall 
be a pleasant one? Do you tell him that 
you are always glad to have people drop 
in and see some of the latest designs in 
millwork, and then show him the most in- 
teresting things? If you can get more 
people to come in, ultimately you are going 
to make more sales. Perhaps it will pay well 
to have booklets, or even novelty souvenirs 
to present to certain visitors. If you can 
gradually build up their interest, your battle 
is half won. 





getting lower all the time, and already there is 
even a scarcity of such box items as 4/4 
No. 3 basswood. 


J. Walter Rogers, of San Francisco, Calif., 
vice president and sales manager of the Lassen 
Lumber & Box Co., was in Chicago Monday 
on his way back home from a business trip 
in the East, and while in the city called on 
local lumbermen. The trip also gave him an 
opportunity to spend the week-end in Pitts- 
burgh, Pa., his former home, and it was from 
there that he came to Chicago. Mr. Rogers 
reported that Washington, D. C., is better from 
the lumberman’s standpoint right now than any 
other eastern city, for great quantities of lum- 
ber are being consumed in the new public 
buildings being erected, despite the fact they 
are, when completed, chiefly of marble and 
concrete construction. 





Heads Cement Association 


New York, July 20.—The Portland Cement 
Association has broken away from its precedent 
of electing as its president a member of the in- 
dustry, and has elected as president Edward J. 
Mehren, vice president of the McGraw-Hill! 
Publishing Co. Mr. Mehren for ten years was 
editor of Engineering Record and Engineering 
News Record, and is an engineer of high attain- 
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ments. In his capacity as president, Mr. 
Mehren will devote his entire time to the affairs 
of the association and will assume his new 
duties on Sept. 1. 


Lumbermen Officials of the Shrine 


When the Mystic Shrine held its annual con- 
vention in Toronto last year, it elevated to the 
highest office in the order a lumberman of 
Rochester, N. Y.—E. A. Fletcher. This year 
at the convemt.on in Cleveland, another lumber- 
man was advanced another step toward this 
high office, when A. A. D. Rahn, of the Shevlin, 
Carpenter & Clarke Co., Minneapol:s, Minn., 
was elected Imperial Marshal. 





Russian Allotment for England 
Reduced One-Sixth 


Wasuincton, D. C., July 20.—According to 
information radioed to the lumber division of 
the Department of Commerce by Acting Com- 
mercial Attache Donald Renshaw at London, 
a reduction of approximately 198,000,000 board 
feet in the Russian 1931 maximum allotment 
of lumber to England has been effected. This 
agreement was reached in Moscow after a con- 
ference between Russian sellers and represen- 
tatives of the British Central Softwood Buying 
Corporation. The original 1931 Russian-Eng- 
lish agreement provided a maximum of 1,188,- 
000,000 board feet of Russian lumber for the 
English market during this year. The agreed 
on reduction includes 49,500,000 board feet of 
short lengths; 49,500,000 feet of White Sea 
and Leningrad fourth grade pine, with the rest 
principally spruce, totaling 198,000,000 feet, or 
a reduction of one-sixth under the original 
maximum. It is reported that arrangements 
also have been made for a price reduction on 
1931 sales to England. While the exact amount 
has not been announced, it is said to be over 
one pound Sterling per standard, or about $2.50 
a thousand feet. 


Vener Land Sales 


JACKSONVILLE, FLA., July 21.—T. T. 
Scott, of Kenansville, Fla., recently purchased 
8,000 acres of original growth longleaf pine 
in Brevard and Indian River counties from 
the Brooks-Scanlon Corporation. The addi- 
tional acreage is in reach of the mill at 
Kenansville and will give the mill a much 
longer run than was expected. The purchase 
from Brooks-Scanlon was a cash transaction. 
On the same day that Mr. Scott concluded 
the trade for this timber he was named vice 
president of the First National Bank of Live 
Oak, Fla., after purchasing the majority of 
Capt. W. J. Hillman’s stock in the bank. 


FOREIGN 


China Buys Australian Ties 


A cablegram from Trade Commissioner 
Earl C. Squire, at Sydney, states that orders 
for 1,000,000 Australian railway ties have 
been placed by China. The understanding is 
that Jarrah ties from Western Australia are 
preferred, although a large quantity of Black- 
butt ties are said to be going from New South 
Wales. Both woods are species of eucalyptus. 
The favorable rate of exchange with China is 
Said to be stimulating this business. 




















Agree on Plywood Agents 


_WASHINGTON, D. C., July 20.—The lumber 
division, Department of Commerce, calls at- 
tention to an article appearing in the London 
Timber Trades Journal” announcing that an 
agreement has been reached in the United 
Kingdom Plywood trade providing that sub- 
Scribing importers purchase their plywood 
solely from agents on an approved list, or 
from other members of the trade who are 
Parties to the agreement. 

A joint committee has been appointed to 
serve one year, which is authorized to ap- 
point members for the importers’ list and 
agents’ list. The committee’s decisions re- 
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It’s very easy... 





"Jimmie Weatherbest”’ 





sell many of their 
owners on mod- 
ernizing. 


After Modernizing 


A little intensive effort 
carefully directed will 
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HERE are streets in your town lined 

with good modernizing prospects— 
houses built ten, twenty 
and more years ago. 





An Old House 


<< The 
WEATHERBEST 
FREE Suggestion 
Sketch 


The WEATHERBEST Plan will 
show you how to locate the most 
likely prospects—how to arouse 
interest—and how to make 
the actual sales,—not only of 
WEATHERBEST Stained shingles 
for covering old siding, but other 
building materials always needed 
for the average modernizing job. 


If we are not already working with you and you are even the least 
bit interested, just drop us a line. We'll be glad to show you how 
the WEATHERBEST plan that helps others can help you sell more. 


WEATHERBEST STAINED SHINGLE CO., Inc. 


North Tonawanda, N. Y. 


Plants: North Tonawanda—Cleveland—St. Paul 





WEATHERBEST 


Stained Shingles Sold 
Only Thru Accredited 


Retail Lumber Dealers 


“Distributing Warehouses in Leading Centers 


Weatherbeat 


STAINED -SHINGLES 


For Roors and Sive-Wau 


to sell Profitable Modernizing Jobs 
with the WEATHERBEST Plans... 





s MICHIGAN 
On the AuSableRiver & 


‘CHIEF BRAND 


MICHIGAN MAPL E- 
AND BEECH FLOORING— 


Our service on less carload lots is proving very popular these 


days when most everyone is buying in limited quantities to fit 


his immediate needs. 


We would like to have you try it to 


any point east of the Mississippi River, excluding Wisconsin. 





AUGUST: 


The finest summer month to visit the 


Northland. 
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garding applications are final, except that non- 
approved applicants are entitled to make new 
applications at the expiration of six months. 
The plywood section of the Timber Trade 
Federation of the United Kingdom states that 
agreed lists of plywood agents and plywood 
importers have been drawn up, and that the 


agreement has been accepted by a majority 


of the members of the section. 





May Imports of Lumber 


Figures supplied by the section of cus- 


toms statistics, Department of Commerce, to 
the lumber division, show softwood imports 
into the United States during May as follows: 


Sawed lumber of fir, hemlock, spruce, pine 
or larch, dutiable: from Canada, 37,463,000 
board feet: from Russia, 3,178,000 feet; from 
Germany, 830,000 feet; from Mexico, 20,000 
feet: from Nicaragua, 18,000 feet, and from 
Sweden, 14,000 feet. The Russian cargo ar- 
rived at Providence, R. I., late in April, but 


was not 
soards, 
planed 
from (¢ 
softwood 
2,868,000 


included in the April figures. 

planks and deals in the rough, or 
and dressed on one side, free of duty: 
‘anada, 27,904,000 feet. Other kinds of 
lumber, free of duty, from Canada, 
feet, and from Trinidad, 3,000 feet. 








INSURANCE 


) With That Mutual 
AssociATED 


Interest 


LUMBER Specialized Protection for 


MUTUALS the Lumber Industry, with 
a Cost-Reducing Dividend 

























We're supplying the needs of exact- 
ing buyers for furniture factories, sash 
and door plants, retail yards, etc. 

We'll satisfy you, too, because we specialize 
in Northern Veneers and Plywood. 


— We also invite orders for Northern Pine, Spruce, 
oe ver, Plemlock, Cedar Posts and Poles, Lath, Shingles, and 
Association 


“Peerless Brand” Rock Maple, Beech and Birch flooring. 
Order in straight or mixed cars. 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 
GLADSTONE, MICHIGAN 
Chicago Office? NN. J Clears Lumber Co., 1331 Monadnock Block 











Minneapolis Office: G. W Critten, 516 Lumber Exchange 




















“Superior Brand” 
DIMENSION LUMBER 


AND 
HARD MAPLE FLOORING 
Brown Dimension Co. 


(Subsidiary of Bay De Noquet Co.) 
Main Office: 


MANISTIQUE, MICH. 
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VON PLATEN -FOX COMPANY 


Iron Mountain, Michigan 


Manufacturers of 17 different species 


of Northern Hardwoods 
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News Notes from Am 


Spokane, Wash. 


July 18.—Logs from western Montana 
camps are again being delivered to the Bon- 
ner (Mont.) sawmill plant of the Anaconda 
Copper Mining Co. Most of the log sup- 
ply at the Bonner saw mill had been ex- 
hausted. 

Due to the unusual fire hazard, Supervisor 
FE. H. Myrick, of the St. Joe national for- 
est, at St. Maries, Idaho, announced that 
the forest will be closed to any entry ex- 
cept under permit, beginning July 17 and 
continuing until the danger from fires has 
ceased to exist. 

The Northern Idaho Forestry 
announced this week that W. 
resigned as secretary. His successor will be 
A. A. Segerstrom, of Potlatch, Idaho. All the 
northern Idaho timber protective associations 
operate jointly through this association. 


Association 
D. Humiston had 


Gunder Rice, who has been superintend- 
ent of the Humbird Lumber Co.’s Kootenai 
(Idaho) plant for twenty-seven years, has 
been made superintendent at Newport, Wash. 

A. D. Decker, formerly with the Potlatch 
Lumber Co., at Potlatch, Idaho, on Aug. 1 


will succeed R. L. Bayne as manager of the 
cedar pole department of the Weyerhaeuser 
Sales Corporation. 

Ed Wert, of the Long 
reports that since July 11 
running two 5-hour shifts. 

George Smith, of Springdale, 


Lake Lumber Co., 
its plant has been 


Wash., has 


purchased some timber on Rose Hill from 
Lumberg & Tedrow and will put in a saw- 
mill. 


The Spokane Sash & Door Co. 
to undertake the building 
announced by K. E. 
urer. Plans are 
tion of a 
boat branch. 
wood inboard 


is preparing 
of boats, it was 
Engdahl, company treas- 
being made for the forma- 
new corporation to handle the 
We shall build a line of hard- 
boats selling from $1,000 to 
$2,600 retail. Mahogany and oak woods will 
be used. Boating is becoming more popular 
each year on the many lakes of the Inland 
Empire. 


Tacoma, Wash. 


July 18.—Representatives of the West 
Coast lumber industry met here yesterday 
to consider recommendations from the gen- 
eral lumber industry meeting held in Chi- 
cago June 30 and July 1. Maj. E. G. Griggs, 
president St. Paul & Tacoma Lumber Co., of 


this city, presided. He and Col. W. B. 
Greeley, secretary-manager of the West 
Coast Lumbermen’s Association, who at- 


tended the Chicago meeting, gave the manu- 
facturers the details of discussions and rec- 
ommendations of that meeting. 

The West Coast lumber industry is already 
on a low production basis, with many mills 
closed entirely, and those that are running 
are on a very restricted schedule. Schedules 
of mills now operating are so low that any 
further curtailment means practically clos- 
ing down. However, owing to existing mar- 
ket conditions, it seems probable that a 
large number will still further reduce pro- 
duction, either as a voluntary policy, or from 
necessity, because at present price levels 
losses will be less if plants close down than 
if they operate. As a result of the discus- 
sions at this meeting, a committee was ap- 
pointed to survey the sentiment in regard to 
production plans of all operators in the dis- 
trict. 

The Tacoma Lumbermen’s Club, at its 
regular weekly luncheon yesterday discussed 
the possibility of getting the city of Tacoma 
to adopt the new German type of wood 
bridge. John A. Pauw, German technical 
expert, brought over by the West Coast as- 
sociation, explained the bridge plans in de- 
tail. It was pointed out that none of the 
lumber plants here are equipped now to 
produce the timbers cut with the exactness 
that is demanded by the new type of bridge, 
and it has been suggested that a plant be 
equipped to produce them. The Tacoma lum- 
bermen feel that if a bridge of this type 
were built here it would serve as an exam- 
ple. Such a bridge is needed across a gulch 
on South Yakima Avenue, and as soon as 
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the city is ready to proceed with the 
it will be called to attention of the 

Another matter that engaged the lumber- 
men was the question of the type of pipe 
that will be chosen by the city officials for 
nearly $70,000 worth of replacements to the 
water system. The contract probably will 
be let next Monday, and the lumbermen wil] 
have a committee present to see that wood 
Pipe gets due consideration. 

The June export figures for Tacoma doors 
broke all previous records for one month, 
Harold Shute, harbor statistician, reported, 
In June, 163,365 doors were shipped from 
here, 35,000 going to the Atlantic coast. 
Foreign ports took 123,478 doors, Hawaii 
taking 4,878; Belgium, 2,701; Denmark, 1,487; 
United Kingdom, 117,682. 


Seattle, Wash. 


July 18.—Business obtained from Japan all 
through June and in early July was very sat- 
isfactory, according to a firm here which spe- 
cializes in the export of lumber and logs to 
the Orient. The buying stopped abruptly 
when the European financial situation became 
serious. This informant believes Japanese 
buyers are now holding off purely as a matter 
of caution. The present buying spurt resulted 
in few sales of squares; most purchases being 
in lumber and logs. Going rates to Japan are 
now $5.25 and $6.25. Space is pretty well ab- 
sorbed until the end of August. 

China was very active the latter part of 
June and used considerable space. However, 
neither Japan nor China is at present buying 
in quantities large enough to maintain a 
steady freight structure. 


pro ject, 
council, 


Rumors are current that some mills are 
heavily stocked with orders for the United 
Kingdom, and that prices have advanced $1. 


These are discounted by a number of men in- 
terviewed, who declared the cargo movement 
to the United Kingdom and Continent is fairly 
steady. Rates to the United Kingdom are 
42/6 and to the Continent 40/ to 42/6. 

The intercoastal market is characterized by 


a better feeling among _ shippers. August 
space is firm at $10, and is practically all 
taken September space is coming on the 


market at $10.50, 
pears good. 
California is out of the market at present, 
except for distress lumber. July and August 
are not building months. Figures for June 
the last three years reveal that unsold stocks 
are keeping at the average. In June, 1929, 
unsold stocks totaled 12,110,000 feet at Los 
Angeles. In the same month a year later the 
figure was 8,743,000, and last June was 9,823,- 


and the demand for it ap- 


000. Building permits show a corresponding 
close ratio. In 1929, June construction totaled 
$4,266,599. In 1930 the total was $5,485,138, 


and last June the figure was $4,460,040. It is 
believed here that September will bring a re- 
sumption of California buying. Prices are 
about 40 percent under 1923. A California 
buyer who paid $25 for common in 1923, to- 
day spends $10; while $55 flooring now can be 
gotten for $23. 

Representatives of middlewestern yards 
here are concerned over reports from their 
principals telling of wheat being sold at prices 
equal to those of eighty years ago. One man 
said he had received word that large areas of 
wheat were being left standing in Nebraska. 
Rail shippers report some business. One man 
declared that some buying will have to be 
done shortly. Mixed orders are getting 
harder to fill, due to the mill curtailment. 

Shingle prices are pretty much the same. 
There is considerable discrepancy between 
mill prices for shingles. Clears have sold as 
low as $1.10, and XXXXX for $1.60, but these 
prices are declared to be below average. About 
65 percent of the industry is signed up on the 
new Red Cedar Shingle Bureau’s contract to 
make the new grades. Included are some of 
the large mills, such as the Seattle Cedar 
Lumber Manufacturing Co., Saginaw Timber 
Co., Willapa Harbor Lumber Mills, C, B. Lum- 
ber & Shingle Co., and the Jamison Lumber & 
Shingle Co. More are needed to make the 80 
percent necessary to put the new grades into 
effect. Mill cards covering the new grades 
are now being distributed by the Red Cedar 


La> 





amc 


arOPP@eS os 


— 


ah aa 








Sa Se oS | 


sa 


_ 





), 1931 


mM 


roject, 
ouncil, 
imber- 
f pipe 
ils for 
to the 
y will 
n will 

wood 


doors 
month, 
ported. 
|. from 

coast, 
Hawaii 
, a8ee: 


pan all 
ry sat- 
*h spe- 
logs to 
yruptly 
became 
.panese 
matter 
esulted 
s being 
an are 
rell ab- 


art of 
»rwever, 
buying 
tain a 


Ils are 
United 
ced $1. 
nen in- 
vement 
s fairly 
ym are 


ized by 
August 
lly all 
on the 
it ap- 


resent, 
August 
r June 
stocks 
, 1929, 
at Los 
ter the 
9,823,- 
yonding 
totaled 
485,138, 

It is 
g a re- 
‘es are 
lifornia 
923, to- 
can be 


yards 
n their 
t prices 
ne man 
reas of 
braska. 
ne man 
to be 
getting 
nt. 
> same. 
yet ween 
sold as 
it these 
. About 
»}on the 
ract to 
some of 
Cedar 
Timber 
3. Lum- 
mber & 
the 80 
les into 
grades 
1 Cedar 


— oe ES SETEe 


os 


1 TERPS» 


aah oe 





July 25, 1981 


Shingle Bureau and the Washington & Oregon 
Shingle Association. Washington and Oregon 


mills are operating at 25 percent of capacity, 
and British Columbia at 32 percent of ca- 
pacity. 


Cedar siding mills are operating at 34.2 per- 
cent of capacity. Only four of the nine mills 
on the American side are operating, and these 
are on part time. Two out of the three mills 
in British Columbia are running on part time. 

Practically all logging camps are down and 
log production in July will be about 25 per- 
cent of normal with August showing some in- 
crease. The week brought a firmer position 
for hemlock, though prices have not yet been 
much affected. The largest volume of fir is 
going at $10, $14 and $18. Other prices re- 
ceived for fir are $8, $12 and $16; $11, $13 
and $17 (for year old logs); and $10, $15 and 
$20. Hemlock is steady at $9@11 and $10.50 
@12.50. Cedar sells at $10 and $20, though 
some export stuff sells for a better price. 

Local lumbermen have been watching plans 
for the Marine Hospital. Several mills have 
bid direct for the lumber going into this 
building, and more than eighteen bidders have 
tried so far. 

Charles M. Rohne, former Seattle wholesale 
lumberman, is now associated with Charles 
W. Hope & Co., investment securities here. 

Robert Dant, in charge of the export log 
department of Dant & Russell, Portland, was 
a Seattle visitor during the week. 

George L. Curkendahl, representative of the 
Sterling Lumber Co., has closed his office for 
the summer to make a cruise to Alaska in a 


16-foot motor boat with his wife and 9-year- 
old son. 
Portland, Ore. 
July 18.—Placement in the Northwest of 


some business for South Africa was the new- 
est development in the fir market here dur- 
ing the last week. It is said about a million 
feet is to be shipped in the near future. The 
order is understood here to have been placed 
on Puget Sound, and is said to be a fore- 
runner of more business of that kind. Out- 
side of this, foreign demand for fir lumber 
is said to be about the same as it has been 
for a whole month. 

Atlantie coast business is fair with freight 
space rather hard to get because of with- 
drawal of some tonnage from this trade, and 
a considerable movement of commodities 
other than lumber. The $9 rate in effect 
now will be advanced to $10 next month, it 
was reported here today, and that may have 
something to do with the present rush for 
space, 

Fir manufacturers depending largely on 
yard trade report that purchases are being 
made largely to meet immediate demand, 
with instructions for quick and prompt de- 
liveries. On the whole, however, it might 
be said that conditions are a bit more favor- 
able than they were a month or so ago. 
Spruce manufacturers and dealers are in the 
same boat as the fir men, and the pine mar- 
ket is slow. Some of the largest mills in 
the State are operating on a one shift basis, 
and thus holding down production. 

Logging in the Columbia River district is 
practically at a standstill as usual at this 
time of year, excepting when the outlook 
for fall and winter business is exceptionally 
bright. 

The Columbia Harbor Lumber Co. has just 
forwarded to Jas. Sheppard & Son of Sorrel, 
Que., some dredge spuds for work on the 
St. Lawrence River, two of which measured 
42 by 42 inches and 63 feet long. Each of 
these spuds weighs 30,000 pounds and con- 
tains 9,000 feet of lumber. To give a clear 
idea of the size of these timbers, H. P. 
Edward, who guides the destinies of the 
Harbor Lumber Co., has had printed a large 
number of cards showing the spuds resting 
on two flat cars ready for their long journey. 
Each spud contains enough lumber for the 
construction of a 4- or 5-room bungalow, it 
is explained. 

The first of two sea-going log rafts to be 
towed this summer from the Columbia River 
to San Diego, for the Benson Timber Co., is 
at Wallace slough ready for the sea. It is 
960 feet long, 60 feet wide and has a draft 
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of 25 feet. It contains 3,500,000 feet of ma- 
terial, including a deckload of poles. Ship- 
ping of logs to California from the Colum- 
bia River was begun several years ago, and 
has passed out of the experimental stage. 


Shreveport, La. 


July 20.—For southern pine there is a lit- 
tle more inquiry, and some of the whole- 
salers have booked a trifle more business than 
during the previous week. The buyers are 
hard to handle, as they apparently want even 
lower than current prices, which are far too low 
to encourage production. There is hope, how- 
ever, that supply and demand are now in bet- 
ter balance. A good deal of comment is made 
on the demands of the railroads for increased 
rates, and the general opinion is that the 
lumber industry can not stand any greater 
cost of delivery. 

William Steen, local manager ‘Long-Bell 
Lumber Co., has been appointed national 
councilor to the Chamber of Commerce of 
the United States. ‘Mr. Steen is vice presi- 
dent of the Louisiana State chamber of com- 
merce, and is active in industrial and civic as 
well as commercial affairs. 


Boston, Mass. 


July 21.—The “official” beginning of the 
summer vacation season in New England was 
two weeks ago. There is some relaxation 
of effort among wholesalers, and retail yard 
trade is limited. 

One interesting development during the 
past week has been a somewhat firmer tone 
in the market here for West Coast lumber, 
probably due to the strengthening of cargo 
rates. Lines quoting less than $10 for Au- 
gust shipment report their available space 
is sold up, and there is talk of a $10.50 rate 
in September. Much of the transit fir now on 
offer was shipped at a $9 rate or less. There 
has been a very fair demand of late for fir 
boards, and prices are decidedly firmer, sales 
on the Boston dock being made the last few 
days at $20@20.50 for No. 1, $19@19.50 for 
No. 2, and $16.50@17 for No. 3. Interest in 
other fir for mill shipment is languid, but 
some eastern wholesalers have been do- 
ing fairly well with transits. Prices vary 
considerably, and a fair average on the Bos- 
ton dock is around $12@12.50 off page 11%, 
Atlantic differentials. 

Coast manufacturers of red cedar shingles 
seem to have lost their courage of late, and 
the best XXXXX from British Columbia are 
offered for rail shipment around $4.01@4.11. 

Three schooner cargoes of eastern spruce, 
hemlock and other lumber arrived last week 
from Nova Scotia, a total of about 1,000,000 


_ New York, N. Y. 


July 21.—What two or three weeks ago 
looked like a marked improvement in demand 
for lumber has now subsided, and not only 
are prices back to their previous state of 
softness, but both inquiries and actual orders 
have decreased in number. This condition 
extends to every variety of wood. The better 
grades of each kind of wood are salable at 
profitable prices in small lots, but the bulk 
of shipments received are going at prices 
that hardly repay shipping. 

This is perhaps explicable by the fact that 
the public, being reluctant to buy, is easily 
controlled by the manufacturers of different 
commodities. ‘Thus, instead of the consumer 
coming to the builder and asking for a home, 
the builder must sell him the idea, and, as 
a result, the builders wait until they can get 
the lumber they want cheaply before they 
create a demand for the finished product. 
If the contractor had to start work at a cer- 
tain date, he might be forced to pay a fair 
price for his materials, but this can not hap- 
pen until the public starts buying of its own 
volition. The same condition exists in all 


lines of trade. 

Stock on hand in the yards of the metro- 
politan area are steadily decreasing, despite 
Shipments, both by ship 
rail, are about 10 percent less than 


the small demand. 
and by 
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Ane your men 


paid to spend their time wear- 
ing out shoes? If you let them 
unload and move lumber by 
hand or hand truck, that’s just 
what they do with a large part 
of their time. 


Handling lumber and all sorts 
of building materials is a 
quick, easy job with Standard 
gravity conveyors. There are 
types for every use — for 
lumber, brick, shingles, rolls 
of roofing, ete. They pay for 
themselves in a surprisingly 
short time. 


If you’re interested in sav- 


ing shoe leather — in 
turning walking time into 
working time, write for 


Catalog L. It tells the story. 


CONVEYOR COMPANY 
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Every Building 
Order You Sell 


Should be backed 
by this Policy ~ 
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Your Contractors 
Will Welcome It. 


It is a blank specification (easily made out) for 
any building as well as a guarantee of materials 
and construction. 


Whether your customer is building a house, 
barn, store building or remodeling an old build- 
ing, you should accompany his order with one 
of these policies. 

Dealers in all parts of the country are giving 
this Protection Policy to their customers. You 
should do the same thing in your locality in the 


futvee. Don’t pass up this business building 
idea. 


A Booklet of Instructions 
sent with Each Order 

















AMERICAN LUMBERMAN, 
431 South Dearborn St., CHICAGO, ILL. 


Send us on approval sample “Specification 
Protection Policy.” Within 5 days we agree 
to remit 50c to cover cost of this sample or 
return same to you. 
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consumption each week, providing a constant 
drain on the storage piles. This condition is 
expected to prove helpful when the upswing 
finally starts. 


Minneapolis, Minn. 


July 20.—All yards in the Twin Cities will 
close Thursday for the annual picnic of Twin 
Cities lumbermen. The outing will be held at 
the Lakeside Country Club at Forest Lake, 
Minn., with a golf tournament starting at 2 
o’clock. Following a dinner, a bridge tourney 
will be held. Paul Gray is general chairman, 
and other members of the arrangements com- 
mittee include Harry Caldwell, DeWitt Dun- 
ham, Grant Gray, John McDonald, Christian 
Wangard, Fred Peschau, Nate Thompson and 
Louis Villaume. 

The Northwestern Lumbermen’s association 
has started a drive for 100 new members. The 
first two new members to be signed are the 
Onamia Lumber & Mercantile Co., of Onamia, 
Minn., and the Waterville Lumber Co., of Wa- 
terville, Iowa. 

Northern pine orders are confined to the 
limited requirement of the retail yards, and 


are of the usual kind, mostly mixed cars of: 


many items. The demand from the industrial 
trade continues to be disappointing. During 
the rest of the month the farmers in this 
territory will be busy with harvest, and not 
much improvement in business is expected. 
Because a good yield of small grain is prob- 
able the lumber market should be better dur- 
ing the fall months. Many lumber dealers 
report a very fair volume of mid-summer 
business, but many add that it is taking more 
sales effort than before. Many report that 
the greater share of the present trade is in 
so called side lines, such as fence and posts, 
hay tools and the like. Therefore some re- 
tailers are moving a moderate volume of 
northern white cedar fence posts. But the 
fact remains that there is not an active call 
for northern white cedar poles in any size 
at the present time. Lumber dealers in the 
lake and forest regions report a fair trade in 
materials for summer cottages and cabins. 
Farm home construction is at a low ebb. 
Aside from a certain amount of jag work for 
repairs and some remodeling, country mill- 
work is lagging. Millwork is not especially 
important in summer cottage trade. Of 
course autumn is expected to bring a sea- 
sonal spurt in millwork buying, following the 
usual midyear quiet period. 


Jacksonville, Fla. 


July 20.—Some report an increase in in- 
quiries for southern pine, while others report 
they are about the same. Business is spotted, 
and not enough to supply any wholesaler or 
mill with enough orders. About the only 
encouraging thing noted is the apparent re- 
fusal of the mills to take on such undesir- 
able orders as they have done for several 
months. With the elimination of practically 
all of the small mills, and a large number 
of other mills closing down or cut out, the 
remaining operators are in better position to 
dispose of their stocks. Heretofore the yards 
have been able to dictate the prices to the 
mills, but they will find that this practice 
will not be easily continued, as the remain- 
ing mills know that a fair price can be de- 
manded, and mixed cars of special sizes and 
specified lengths are bringing a little better 
figure. During the next month or two the 
mills will be getting better prices if they 
continue to hold to their lists, as they have 
done for the last week or ten days. This 
applies to framing and the general run of 
yard stocks. 

Dimension and the regular run of timbers 
are not showing any signs of weakness, but 
nothing indicates an increased demand, ex- 
cept possibly for timbers in the large di- 
mensions, 12x12-inch and larger. There is 
no doubt about large timbers being in better 
shape as far as prices and demand are con- 
cerned. The supply is iimited in this terri- 
tory, and perhaps more so than some realize. 
Wholesalers are finding it very difficult to 
get quotations from the mills on their tim- 
ber inquiries, and the wise ones are making 
sure of their supply before obligating them- 
selves on this kind of business. 

There continues to be a great deal of talk 
about the large amount of lumber that will 
be required in building new race tracks and 
repairing old ones in Florida. If only a part 
of this work is actually done it will relieve 
the mills of some of their surplus framing 
and shed stocks. Permits have been applied 
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for in most of the principal cities in Florida 
and the belief is that at least 50 percent of 
the proposed building will be carried oyt 
during the year. 

Cypress is showing some little improve. 
ment over June, The cypress mills have been 
holding to their lists well, except the ones 
that are cut out and want to clean up every. 
thing on hand. The next month will about 
clean up the old stocks being offered at such 
low prices, and although prices are not ex. 
pected to show any increase, it is thought 
that competition will not be so keen ang 
there will be more stability among a]] 


~ Norfolk, Va. 


July 20.—There has been apparent a slight 
improvement in demand for lumber of all 
kinds. Quite a bit of framing and sizes have 
been bought to be treated and go into the 
construction of warehouses, wharves, piers 
etc. A number of inquiries are now being 
circulated, calling for a quantity of lumber 
and piles. Several millmen, wholesalers and 
retailers say that their June business was 
slightly larger than in the same month a 
year ago. Competition is very keen, but it 
would appear that prices have at last hit 
bottom. There has never been a time in the 
North Carolina pine industry when produc- 
tion has been so light. 

There has been a fair demand for edge 4/4 
B&better but most buyers show more 





inter- 
[Sales-o-gram No. 44] 
JOHN FISKE 
in his “Century of Science” wrote: “One 


of the philosophical things that have been 
said in discriminating men from the lower 
animals is that he is the one creature who 
is never satisfied. The kind of labor which 
can command its price is the kind which 
has trained intelligence behind it." Of 
course, your ambitious salesmen become dis- 
contented and dissatisfied—otherwise they 
would not be good salesmen. The big job 
for you, Mr. Lumberman, is to direct their 
energy into fields of opportunity which will 
serve your business and them at the same 
time. Steer them into new fields, into new 
investigations of new uses, into develop- 
ment of new promotion plans, in new com- 
petition with firms you never competed with 
before. In other words, harness that divine 
discontent, and make it pull a real sales 


load. 





est in circular sawn stock, because usually 
this contains some stock widths and is priced 


a little less than band sawn. The price is 
steady. There has been a better sale for 
4/4 No. 1 common edge, also stock widths, 


and prices are steady. B&better 4/4 stock 
widths have been moving better in both band 
and circular sawn stock. Inquiries for dressed 
finish, casings ete. cut to length are in- 
creasing, and pine mills are going to have to 
get out this sort of stock regularly in com- 
petition with other woods. 

Demand for edge 4/4 No. 1 box, both air 
dried and kiln dried, continues rather light. 
Box output is not much above 50 percent of 


normal. The quantity of good air dried stock 
is limited, because much of it has been 
stained. Some small mills have offered stock 


at rather low prices. There is going to be a 
scarcity of some widths of stock box before 
very long. It is not easy to buy good 6- and 
12-inch air dried box even though a good 
price is offered for 12-inch. Just as soon as 
air dried becomes scarce, more dependence 
will have to be placed on kiln dried. The re- 
tail yards are buying more dressed _ stock 
boards. Box bark strips, 4/4, have been mov- 
ing a little better and if freight rates from 
the West Coast advance further, competition 
from fir will be eliminated. 

Planing mill products have been moving @ 
little better, especially flooring and dressed 
finish. Prices continue to show weakness and 
wide variations. However, the unsold sur- 
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plus is being gradually depleted, for few 
planing nills in the South are operating. 
There has been a better demand for D4S box 
lumber in stock widths and the mills are 
not so eager to sell these, for they have 
some orders to ship out. Kiln dried and air 
dried roofers have been rather quiet. Some 
distress cars have been sacrificed, but prices 
in general show no further change. 


New Orleans, La. 

July 20.—Substantial quantities of lumber 
now being used in harbor terminal improve- 
ment, and in public bridge and highway con- 
struction, contribute in good measure to the 
general movement within the State, declared 
O. N. Cloud, secretary-manager Long Leaf 
Yellow Pine (Inc.), who indicated this trade 
will continue a market factor during the rest 
of the year. While some of the projects call 
for bills of large proportions, the total amount 
of lumber used is materially swelled by 
smaller items for the general highway con- 
struction program. 

The Southern Pine Association has a new 
reprint of its booklet on “Southern Pine Gar- 
ages and How to Build.” The booklet, which 
has reached the 100,000 stage, also contains 
summer cottage plans. 

Harry P. Williams, Patterson (La.), cypress 
lumberman, says he will open his campaign 
for governor in September. 


Kansas City, Mo. 


July 21 Lack of demand continues to be 
felt keenly among mill representatives in this 
district Yard buying is at a minimum, al- 
though there was a slight increase in sales 
to yards in the wheat belt last week. Farm- 
ers are coming to the realization that if 
they are to even make expenses on their wheat 
crop, they must hold their wheat until a 
profitable advance occurs in the market. Con- 
sequently they are building storage bins of 
a more or less permanent character, in many 
eases of lumber. Dealers are advancing the 
lumber on credit or in exchange for wheat, 
the feeling being prevalent throughout the 
wheat belt that the grain is bound to “come 
back.” City building demand for lumber is 
decreasing, as building has fallen off through 
the summer. What little industrial buying 
there is, is highly competitive, mill repre- 
sentatives say. Industries are shopping 
around to get the lowest prices, and when 
they do buy their purchases are only a frac- 
tion of normal. 

The proposed amendments to the Kansas 
City building code, lowering the fireproof re- 
strictions of 2- and 3-story apartment build- 
ings, have been endorsed without qualification 
by the Real Estate Board of Kansas City. 
“The stringent provisions of the present code,” 
Ward C. Gifford, president of the board, says, 
“have practically eliminated the erection of 
smaller apartment buildings, to the detri- 
ment of property owners, tenants of moderate 
means and the building interests of Kansas 
City.” The amendment awaits action by the 


city council. 
Macon, Ga. 


July 20.—There has been no improvement 
in the roofer market in this territory. More 
mills have been shut down during the month, 
and production is at its lowest point in years. 
It probably will remain so for another month. 
Then the usual fall pick-up, though probably 
not as marked as in other seasons, should 
begin 

The longleaf market is quiet. Production 
has been extremely low since July 4. 

Buying of hardwood for the furniture trade 
has been light. There is a feeling that there 
Will soon be a considerable improvement, and 
that possibly new markets will be created. 
Production has been materially reduced. Some 
ord are being filled, mostly for mixed cars, 
With flooring and the gums in the best de- 
mand The hardwood manufacturers expect 
little change in the situation for another 


month 
Warren, Ark. 


July 20.—There is a little better feeling 
among most of the Arkansas mill owners in 
this district over prospects for fall pusiness, 
due largely to the fine crop outlook through 
the trade territory west of the river. This 
1S especially true in the cotton belt, where 
crop conditions are as favorable as could 
be expected at this season, and an additional 


(Continued on Page 63) 
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This splendid wood has established 
the standard by which all soft wood 
trim is measured: an incomparable 
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to date have been inserted and distinguished by asterisk: ' N 
West East West East West East West East West East West East § Per! 
Side Side Side Side Side Side Side Side Side Side Side Side NX 
Plooring, Standard = Rough Finish, 10-20’ No. 1 Pencing and No. 1 Shortleaf No. 1 Longleaf Ni 
Lengths 4ox4”— Inch thick— Boards, 10-20’ Dimension Dimension beg 
ine rift Bébetter - 20.56 21.00) 4” oo. 30.50 ...,|1x4" ..-.. 23.93 26.25 7. - ose wertte®” ." 
3&better ore Liseee sees %20,25 $” asia *28.98 *29.00|1x6" ..... 22.79 25.07 ; +» 17.18 15.07112 @ 14’.. 18.80 18.75 
Shortleaf .$53.42 $55.92) 54x4”— gs” *32.27 *29900)1x8” ..... SU 2T SESALIG cossvces 18.36 15.541) 6" 19.95 2 
Longleaf .*59.00 owes B&better - 22.17 20.48119” estas 36.50 #3495 1x10” .... 26.67 31.10] 2x6” 2x6” F seis 4.00 ' N 
No. 1— oe No. 1 .... 20.08 18.89]397 |... *54.41 *35.00|1x12” .... 39.47 42.75 a ae és 15.29 13.25 12 & 14’.. 17.81 15.85 N 
Shortleaf . 41.02 45.50] Boston Partition, 5&6/4” thick— No. 1 Shiplap, 10-20’ |5’o,°°"**" eaten, | Ae me eo on 
eee af ‘or ce igs Standard Lengths oe Patan 543.42 tl re 21.98 20.251129 & 14’.. 16.27 13.46 2x8 ‘ . ; "5 
©. 2 .e-- 920.20 831.25 = o «+++ *D4.75 *46.00 10" #97 OF e497 + “s - > 12 & 14’.. 17.13 14.89 § : 
1 3” tl 11/16x4 ome 413° ae 56 00 1x10 seen ob.e0 25.17 16 eee dees 17.20 12.00 16’ 16 93 15 61 t 6 
, 4 — B&better . 28.34 *28.13 MEPS os ; No. 2 Fencing 2x10” ee tee res ; Eur 
grain a Drop Siding, Standard Lengti oe wkaeing 20.55 17.63) 79° 21.50 *20.94 | Din 
B&better . 29.37 27.74 Surfaced Finish, Standard Lengths es ngths | errr 21.00 17.75 }44° ~ 7° °°: 21.50 *21.60 t Cho 
No. 1 .... 24.01 21.00 2 10-20’ No. 117 ie of c.f 0) ee 22.27 16.00}16 9.5.52) 29250 31.00 Con 
No. 2 .... 15.12 *17.62| B&better 1x6” 1x6” 2x12” 2x12” a No 
1x4” rift Inch thick | ax qq| B&better . 27.76 24.00/C. M. .... 13.23 12.63]12, & 14’.. 24.52 17.25/12 @ 14°.. 31.25 29,13 
B&better  __ pean: arte seasie™ 2 . 22.33 23.44 16’ ....... 28.53 18.58]467 0S Bn TS 39.94 
Shortlea 85-36 56.75) gw o7° 77" 38:49 31°73 Assorted ‘patterns — 6 ore and — pagpapmnnctone Ext 
songleaf .*5 ect oO reg te , - Lgth. 0. ortlea o. ongle Ext 
Ma, fan , 11.58 39.33] Benetter . 28.05 *27.78| Shortleaf— Dimensi Dimension Ext 
; 7 ni |S i eeePee are 57.28 53.90] x - ” 9 5 mension x 
Shortleaf - 39.75 *41.15 5& 6/4" ,thick— No. 1 .... 25.04 24.13 er oo + 48 er 2x4” 2x4” XX 
eo. ot th odetit .. 50.83 38.75] Car Siding, Lining ra mare me |12 & 14’.. 14.94 12.54]12 & 14’.. 14.94 15.27 Per 
0 Era 25.75 *27.13 sei” pecs Bf. 25 54.63 sini ana Roofing Lengient— eRe 14.70 13.12]16’ ....... 15.50 *15.40 Sed 
x4” fla a severe 68.16 61.70 etter— Ce 5.93 15.00] 2x6” 2x6” we 
grain— _— aie = +15 at ‘ 2. 75 ers: ee 7 25 17.25112 & 14’.. 10.62 12.32112 & 14’ 12.00 12.67 s 
3 € 9g 4 9 QT a x ee 7.75 eoee re de acini .56 9.83 a, 5 ' 
ony ior: 3588 28:46 1 — 29.63 23.00|1x4”, 10’ . 35.00 ee > 5 Beet 1x12” | 2x3 paahien:, —"** seagonieaee: = 
No. 2 .... 13.63 12.7: He app meNe 28.75 23.00|No. 1— dard Length 12 & 14’.. 12.24 13.27])12 & 14’.. 11.50 11.64 — 
12.79) ge oocoes 30.00 23.00 ia “oi 22.00 .... Shortleaf . 18.27 15.29]16’ ...... 13.43 14.50]16’ ....... 12.50 *12.92 | 
Casin Ba Ter 34.00 *31.00) 4% 0& songleaf . 25.25 27.75|2x10” 2x10” F 
g, + ag Jamb, os 49.92 41.42 ie ag 20.00 .... Staster Sate 12 & 14’.. 13.56 11.16/12 & 14’.. 11.25 11.13 
B&better, Casing & Base, 10-20’ ie 3 *94.86 B. x1%", 4 a 16.00 11.24 cootneeae 13.72 | ; $ 
send 40.58 38.65 | B&better, No, 2— No. 1 .... 2.23 2.12/12 & 147.. 15.25 12.32|12 & 147..*16.88 *14.04 i 
ixs&10"" 19 46.00'1x4 & 6”. 39.04 34.2315-20" ..... *18.00 ....|No. 2 1.34 *1.35]16' .. 17.29 14.56.16’ .......*23.00 22.00 pen 
Ma 
ENGELMANN SPRUCE | . 
Prices f. 0. b. Chicago on ai - | Speci 
mann white spruce a & D&M, Set ee. [Special telegram to AMERICAN LumBeRMAN] [Special telegram to AMERICAN LUMBERMAN ] AN] 
siding and ceilin ; Portland, “ i ring f. o. b. | 4 
Inch— 4” a 6” 3” 0” 12” gy ey oa 5 ag ,0. b. mill Prices mill prices ay em | ar ean eashon to | ; 
Dé&btr.,, 6-16".$45.00 $46.00 $46.00 $67.00 $77.00 rect only, straight and mixed cars, reported | the Western Pine Manufacturers’ Association o/s 
NDtE.* 6-16". 48.00 45.00 46.00 62.00 74.00 | BY, West Coast, mills to. the Davis Statistical Welnestay, July 32. Averages inciode both = 
No. i, 6-16’.. 42.00 44.00 44.00 654.50 64.50 SCAU, WETS AS SOlOWS: direct and wholesale sales and are based on 1/4 
No, 2, 8-16’.. 40.50 38.50 38.50 38.50 47.00 Vertical Grain Flooring mixed car orders. Quotations follow: 5 
No. 3, 8-20’ 29.00 30.00 30.50 31.50 33.50 Pin 5/4 
No. §, 1) 29. B_ B&btr  C D +> 
me 4, 4-207.. 24.50 26.00 27.00 27.00 26.50 | ix4” ........ $25.75 $26.00 $16.50 oe Pondosa Pine 8/4 
o. 4 common, 1x4-inch and wider, 4- to 20- | 1x3” ........ cae 28.00 ait aiatet INCH SELECTS AND COMMON, S2S— 
be Rat a may contain 20 percent of 4- to SFGe” waseas fe 26.00 ae cnet 6” 5 10” gy ve 
eS « sete 9 ri ay "OQ 7 Ni 
5&6/4, G-16’'—  4”"&wdr. 4,6&8” 10” 12” | 1.4, Flat Grain —s 50 D selects All... 2466 "2461 "31.66 “5240 a 
IPS see $66.00 $68.00 $71.00 $81.00 ix6” a eae pacity AS 0 +] 35 pete No. 1 common AL _.. 28.00 35.50 43.50 Pa 
hg > weews e308 64.00 67.00 | aia atiatiae 5 ‘5 ° sie ct No. 2 common AL 22.65 > 19.64 21.09 26.02 
4 1 s/as/a in’ 60.00 62.00 65.00 75.00 Mixed Grain —— No. 3 common AL 13.3 14.19 13.86 13.98 
or n No. 2, 4-inch, add $6; 6-inch, RS sae ate sateen $10.00 * a . / ” , 
add $9; 8-inch, add $6; 10-inch, add $8; 12-inch, meee, S/S see Se In 
add $6; 3 Lg tye 1 fe $7.50:| Ceiling No. 1...$22.85 No. 2...$14.55 No. 3...$10.50 Ne 
12-inch, aaa $8; ‘No. 4, add for all widths, $4. sons seccece ape Legh 43.00 --++ | SpLECTs S2S, 5/4 AND 6/4, 4” AND WIDER— Ni 
Contains 40 to 50 percent Dé&better. we, eres e ye “739 00 12.00 sees | C select AL.. .$49.65 D Select AL...$34.43 
MB aay ynqitests Dipstee, Ne. 1 and Drop Siding, 1x6” EE, 1 Mibaiacicca tase eecvsess $24.75 os 
o. 1, add for 00 or other | 106 .. 17.25 16.25 Idaho White Pi . 
lengths, including 18- and 20-foot, $2._ In No. | spenehetee. $eae ens . — | 
2, add for 18- and 20-foot, $2; Sine lengths, Ve Cth ees ig! — — 10.25 | INCH SELECTS aND Common, S2S— 
$1; for 10- and 12-foot in ixi2-inch, add $4. |* ‘‘""""""’ ‘ish 6” 8” 10” 12” Pe 
In No. 3 common, for 16-foot in 4-, 5- and Finish, Kiln Dried and Surfaced C selects AL..... errr Ce aee anne 
6-inch, add $1; for 10- and 12-foot in 10- and ” ape * selects 
12- inet. adda $1. 1x6 1x8 1x12 D selects Als..... . $4 3. 00 weit 
I tiie kavenens $27.25 $29.00 $45.00 No. 1 common AL$37.00 36.76 $44.60 $71.00 
Bevel siding, %-inch, odd lengths, 3- to 20- No. 2 common AL 30.33 30.43 30.41 37.79 
foot, but not over 20 percent shorter than Common Boards and Shiplap No. 3 common AL 18.56 19.50 19.43 24.71 
10-foot. 1x6” 1x8” 1x10” 1x12” a sae eis ; ie . 
Dé&btr., 4-inch..$22.00 E, 4-inch...... $16.00 | No. 1 ....... $12.00 $10.50 $10.50 $15.50 | SBLEcTS S2S, 5/4 anp 6/4, 4” AND WIDER— 
6-inch.. 27.00 G.tmee. « «ccs 18.00 | No. 2 ....... 7.00 6.25 6.50 8.50 lg ae Peer ere eee ee $61.00 pr 
Lath, spruce and pine, 4-foot; No. 1, $6.50: No. | N® 3 --::--: 6.00 4.50 4.50 --.- | No. 4 Common, S2S, RW RL...........++. 12.87 i 
2, $5.45. Dimension Larch and Fir 
No. 1, 2” thick— . . ‘ , ; Mo. 2. Gimsemoion, BuO" 16)... icc cccceccn $13.13 Le 
WISCONSIN HEMLOCK 12 14 16° 18 20’ 22&24’ 26-32 Mo. *f Gimoension, 2x10° 16°... ...0<seces 13.92 Ri 
4”.$10.00 $10.25 $11. 12.00 $12.00 .. | Vert. gr. flooring ¢ ante. i RL... .200 30.21 68 
Followin ate f. o. b. Wausau, Wis., prices: 6”. 9.50 9.50 10% 0 11.25 11.00 $13. 00 $16. 00 Drop siding or rustic, C&better, 6” RL. 18.52 
o. 1 Boards, S18 ° ~ : o*. 9.75 9.75 10. 75 11.50 10.75 3.50 15.50 Gi 
8’ 10, 12 &14’ 16’ 10”. 10.50 10.50 11.25 11.25 12.00 14, 00 16.00 T 
 nshenatesdutens $20.50 $21.50 $93.50 | 12°,,11.25 11-25 11-75 Ve 12.25, 14-25 16.25 
1x 6 resi eee i iee, 24.00 25.00 36.50 ee Bas $1 ge a gS o" 99.50 WEST COAST SPRUCE K 
Peay Mtrescescoscees - or be ao es et Random— 2x4” x x x10” 2x12 T 
SHEE? Sc-ccccccascaces ED ee oe 2 eS Oe Ciyerit Gham t Anemos: Lenssen’ - 
For shiplap or flooring, add 50 cents to rae hae : : . Portland, Ore., July 21.—The following are . 
prices on No. 1 boards. ain le tas adhe open rim bers eee prices for mixed carlots prevailing today: 7 
No. 1 Hem! E ‘ x3 to x12” to Ser 3.25 ' 
. = eer ee: ga 16’ Sas Geo 4H OO, TOUR. cc cccccwdec 12.25 Finish— Factory stock— B 
|, ae $25.50 $25.50 $25.50 .$26.50 | 55 to 12x12” to 40’, surfaced.......... — 1x12” $45.00 4/4 nese eens $20.08 . 
Se. aay haeka ah 23.50 24.50 26.00 26.50 La ll" alii 5 PRS ack a uateia 22.00 Bi 
OS. © cucaccees , 24.50 25.50 26.60 > 26504 1 4 sunny a om 3.00 — cn. MR bec acacuys 23.00 N 
2x10” <....... 1: 24:50 30.50 29.50 29.50 Qe Ae VIMBY, OTY- +++ eee eee eee ce cecees $3. Bevel siding— Reta 24.00 
et etetonke 24.50 31.00 30.00 . 30.00 B&better, Flat Grain Car Siding, 9 or 18’ x6? ...cc0s 19.00 10&12/4 ..... 29.00 S: 
Vor Ne. 3 dimension, Goduet G2B.00 Frets Bre iirc 6 cic creed epewccvscwccccsecseces $23.00 4x6", Fiat gr. 20.00 Lath .......... 3.00 
of No. 1. rae ie REN EERC REEL ee Ese 21.00 Vert. gr. 25.00 Green box 11.00@13.00 
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July 25, 1931 


RED CEDAR SHINGLES 


Seattle, Wash., July 18.—Eastern prices f. o. 
pb. mill are: 


New Grades Old Grades 
Per Square PerM 
Royals, 24”— 
ie 2 aciecie ame owns $2.70@2.99 $5.00@6.50 
el errors ee 1.78 @ 2.20 
Wa, B cocccccssvcecere 2.00 
Perfections, 13”— 
Re Mai wks oipeitas Wine 1.94@2.15 2.70@3.00 
i ceva een de 1.12@1.35 1.60 
Se ES saiiae mere eres 1.10@1.20 
6”"— 
' No. 1, XXXXX_ Per- 
CEE - vcccaereanwen 1.52 @1.76 1.80@2.25 
No. 2, or All Clear, 
Mixed Grain ...... 1.15@1.32 
No. 3, or 10” Clear... .80@1.05 .95@1.05 
Extra Clears— 
AE errr tere eer Pa eee 1.25@1.55 
ER eee ener am 1.20@1.40 
Eurekas, slaSh grain.........scecees 1.90 


Dimensions, 5x16”, 5/2, mixed grain 1.80 


Cee RE tcewetiecassvceracesat .80@1.00 
Cyememion WATS. .c0cccacressecosvess -80@1.00 
No. 2 Perfections (10” clear)...... 1.65 
Rite-Grade Inspected Stock 

Wetes Mire. C1S. cvccccs ck cor esprweernve ve $1.30 
Extra Clears, 75% vertical grain........ 1.85 
Extra Clears, 50% vertical grain........ 1.65 
See POCO BEE cicee steer avaksnss 1.90 
Eurekas, 75% vertical grain............ 2.40 
ee ered eer ey er eee ee | 2.70 
ROVAlS .ncccccccccesesecevsssecevesesese & 9.40 


Shingles shipped with fir lumber are about 
10 cents higher. 





CALIFORNIA PINES 


San Francisco, Calif., July 18.—The follow- 
ing average prices f. o. b. mills, those on com- 
mons covering 1l-inch stock only, were re- 
ported by the California White & Sugar Pine 


Manufacturers’ Association for the period 
ended July 14: 
California Ponderosa Pine 
No. 1&2 elr. C sel. D sel. No. 3 clr. 
All widths— 
Bee wae sinld emcee $54.85 $51.20 $28.70 $22.95 
We Sank een awe 58.90 $7.15 30.35 35.90 
Oe sicceneenen: Se 46.15 26.10 34.90 
Bee ete seal 62.40 48.45 32.35 40.20 
California Sugar Pine 
Sere aes $90.40 $77.10 $52.60 $32.35 
| Pee ere 83.15 69.70 49.10 49.65 
Oe carne onnen ee 59.55 38.00 aime 
Sh ale aol wrau 93.75 76.15 55.80 59.75 
Fonderosa Pine Shop Australian 
No. 1, 5/4 xa.w.$24.05 OFt We cseoxs $31.10 
No. 2, 6/4 xa.w. 22.85 
Panel, C&btr., Mixed Pines 
he SAMs 44.30 CGommon— 
No.2 No. 3 
Sugar Pine Shop wean 22.55 $12.90 
HE: 21.55 8) ----- 20.35 13.95 
No. 1, 5/4 xa. ee Mee 20.10 14.70 
No. 2, 6/4 xa.w. 30.85 a Cine 24.85 13.90 
Box— 
Douglas Fir No. 1 ...... 16.95 
ae ag.59 Siding, B&bir. 
. 2 $38.5 4x6" ...... 27.55 
Lath— 
Cedar a eee 2.60 
Pencil stock $25.75 2 1.40 


PHILADELPHIA PRICES 


Philadelphia, Pa., July 20.—Following 
prices prevailing today in this market: 
LONGLEAF YELLOW PINE FLOORING, 1x3-inch— 
B&better, $38.00; No. 1 common, $36.00; No. 

2 droppings, $27.00. 

LONGLEAF YELLOW PINE TIMBERS, 

ough, merchantable grade, water delivery— 
6&8-inch 10-inch 12-inch 14-inch 16-inch 

$36.00 $42.00 $54.00 $64.00 $74.00 
GeorcIA AIR DRIED RooreRs— 

Tongued and grooved, %-inch, 6-inch width, 
KILN DRIED YELLOW PINE ROOFERS— 
Tongued and grooved, standard, 6-inch width, 





are 


$22.5 
NortH CAROLINA PINE RovuGH Box, No. 1— 
10-inch, $25.00. 12-inch, $26.50. 
NortH CAROLINA PINE FINISH, 
B&better, 1x6-inch 


NortH CAROLINA PINE STEPPING, 
B&better, 5/4x12-inch ........c.... oo + $59.00 


Monet CAROLINA PINE DIMENSION, No. 2 & bet- 


S48, \%-inch scant, 2x3-inch, 9-foot, $19.00; 


Rough, 2x10-inch, 


2x3-inch, 16-foot, $21.00. 
10- to 16-foot, $22.50. 





AMERICAN LUMBERMAN 


NORTH CAROLINA PINE 


Following are typical average f. o. b. Nor- 
folk prices made during the week ended July 


18, as reported by the North Carolina Pine 
Association: 
Rough 
Edge 4/4— 
FE oo ee ere $35.70 
ES RSI ere eae a or mae een, 24.75 
ee a Oy re rer ee ee 17.25 
IE. ID SO cal a) cy be th gh-an las, So cml eR ew ane at eae 14.05 
No. 1 No. 2 
B&better No.1 box box 
ae rrr ak aera 
err 36.80 ee TT in 
OS eee 36.40 $26.75 $18.25 $14.15 
re er 39.75 eee wa ie 
GES - ecko caaa aren 39.70 28.25 19.20 15.45 
ae 43.60 33.40 20.10 15.80 
MRE . See naewss 55.85 38.45 23.75 17.40 
Edge, B&better— 
De tha orara iio aia winks Sle ee areia aretha $38.50 
ROE, arid ana irla etad anes alan sieGnar wea wie 52.75 
ed ib elektro a eerie ie to ee ea 57.80 
Me Skanes chs orks he euld tak ae aoanies wes 46.85 
Bark Strips— 
SR ee ee ee or a an 26.10 
| ARENA PRE SS ai ee nn eae e eee he 12.35 
Dressed 2%" 3” & 
\F looring— Wide Wider 
SS arr rere $33.85 
NO, 1 common, 3)” ....2060% 28.60 28.85 
No. 2 common, jj”......... 20.95 20.60 
2%” 3%” 


B&better, 43” ee ee” 
B&better, bark strip partition.......... $26.50 





ox bark stripm, Greased... ...scccccvccs 15.05 
No. 2 

Roofers dressed 
SUPE TTS ar ia aca iterative Waka amet are slave lend eae ate $17.80 
RE 5: icant ks dal a tal aks dec as er hta ghia te 17.80 
PEE sh. OKADA eR REA eRe eee e wd eae 18.90 
SR eit ie OG ie > ble Te ele ee we eee 24.10 

WESTERN RED CEDAR 

Seattle, Wash., July 18.—Prices for red 


cedar siding in mixed cars, new bundling, 8 to 
18 foot, f. o. b. mill, are: 


Bevel Siding, 14-inch 


Clear oF 80 — 
I, Sess Sitotacner ata ia $25.00 $22.00 $17.00 
ee 24.00 20.00 
PE dias evieccns des See 24.00 20.00 
Clear Bungalow Siding 
%-inch %%-inch 
MONI <scactarca uh te piprca degree erases intole $43.00 $32.00 
ETERS See Seale Sea 53.00 43.00 
BNE #ieccteeuensaneneenan 62.00 new 
Finish, B&better 
$28, S48 
or Roug 
RAM” si: behid Garon ek ew ud es Ae aw a Se ieee $ 50.00 
BE.  dsimks ete ke Kew eens ee sew aes 55.00 
SE. Kdecusdscedaeeen veda eae eRe wkes 70.00 
BEETS, ‘ecaiaie era ah ako alana ete en ewe oe wea vane 85.00 
RE? Uh onamcterndned ou oa aa Reda eee 90.00 
i ike Si arcane ie eck ea ace Sow ce Level 95.00 
ST sais ocak cea wae ee welamnaleus 100.00 
Be OO FE 6 os a neko sed acaeheerawees 105.00 


a EE wel acacia. o: edu ae miele ie aie ae $35.00 
RR > ee Se i cea Ras eee ES 40.00 
Discounts on Mouldings 
Mage trom 1R8" SWE WHERE. onc cccee cess 55% 
BEOGO TKOM GEROF BIMOEs 6c cccccccccconcs 45% 

For 50,000 feet or more, additional dis- 
SE hat ces wae aed ee cae eee ees 5% 
Clear Lattice, S4S, 4 to 16’ 

100 lin. ft. 
[ak shear ckwr a Ree ene hele eee eke seers $0.25 
UN. « a eee elk haha eeieta Sree a aaieie Cue aOR rere .35 
Da streiaeabud eae nde deneabeaee sneaks 25 





CROSS TIES 


St. Louis, Mo., July 20.—The following cross 
tie prices prevail f. o. b. St. Louis: 


Untreated S’th’n 


White Southern Heart 

Oak Sap Pine Pine 

No. 5, 7x9”, 8’, 9” face. .$1.15 $0.95 $1.80 
No. 4, 7x8”, 8’, 8” face.. 1.05 .85 1.50 
No. 3, 6x8”, 8’, 8” face.. .95 -75 1.28 
No. 2, 6x7”, 8’, 7” face.. .85 .65 1.12 
No. 1, 6x6”, 8’, 6” face.. .75 -55 -96 
Red oak and heart cypress ties, 10 cents 


less than white oak; tupelo and gum cross 
ties, 15 cents less than white oak; sap cypress, 
20 cents less than white oak. 

Switch Bridge 





Ties Plank 

PI I a ay Su rig int in dos ca $35.00 $33.00 

cf a ea 32.00 30.00 

Tupelo and gum............. . 30.00 a 
Southern sap pine, untreated— 

oO. a eee re ee as 27.00 er 

Dense ...... bran pees coedee Be eee 
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NORTHERN HARDWOODS 


Following are prices of northern hardwoods, 
f. o. b., Wausau, Wis.: 


AsH— 
AS Sel. No.1 No.2 No.3 
4/4 ...$ 55.00 $ 45.00 $ 40.00 $ 28.00 $ 16.00 
5/4 - 60.00 50.00 45.00 33.00 18.00 
6/4 65.00 60.00 50.00 35.00 18.00 
8/4 - 85.00 75.00 55.00 40.00 18.00 
BircH— 
4/4 ... 64.00 44.00 34.00 24.00 16.00 
5/4 - 68.00 48.00 38.00 28.00 17.00 
6/4 - 72.00 52.00 44.00 30.00 17.00 
8/4 . 77.00 62.00 54.00 36.00 18.00 
10/4 ... 90.00 80.00 70.00 55.00 eee 
12/4 5.00 85.0 75.00 60.00 ove 
16/4 - 130.00 115.00 100.00 een ecoe0 
5/38 58.00 39.00 26.00 20.00 aes 
3/4 ... 60.00 42.00 30.00 21.00 REE 
Thin 4/4 60.00 42.00 30.00 neu er 
Price of No. 2 and better, 1x4 inch and 


wider, 4- and 6-foot lengths, $26. 

For select red, add $10. 

Rough birch, 6- to 16-foot, 1x4 inch, two 
face clear, $60; one and two face clear, $42; 


1x5-inch, two face clear, $60, one and two face 
clear, $42, 


Sorr MaPLE— 
4/ 


ae * 40.00 32.00 22.00 16.00 
5/4 ... 62.00 47.00 38.00 27.00 17.00 
6/4 ... 65.00 50.00 40.00 28.00 17.00 
8/4 ... 65.00 50.00 45.00 30.00 18.00 
Sorr ELmM— 
FAS No. 1&sel No. 2 No. 3 
4/4 ... 48.00 33.00 23.00 20.00 
5/4 - 55.00 40.00 26.00 22.00 
6/4 60.00 40.00 26.00 23.00 
8/4 . 65.00 45.00 32.00 23.00 
Rock EtmM— 
4/4 . 0.00 55.00 25.00 19.00 
5/4 . 85.00 ; 60.00 30.00 20.00 
6/4 90.00 65.00 30.00 20.00 
8/4 95.00 ‘ 75.00 38.00 25.00 
10/4 105.00 85.00 52.00 shee 
12/4 115.00 95.00 57.00 30.00 
BaAsswooD— 
4/4... 55.00 45.00 35.00 21.00 16.00 
5/4 ... 60.00 50.00 42.00 23.00 18.00 
6/4 65.00 55.00 45.00 25.00 18.00 
8/4 70.00 60.00 50.00 26.00 21.00 
10/4 75.00 65.00 55.00 35.00 ae 
12/4 80.00 70.00 60.00 40.00 os 
Keystock, No.l&better, 4/4 


» $65; or on 

grades, FAS, $75; No. 1, $55; No. 1l&better 4/4, 
$70; or on grades, FAS, $80; No. 1, $60. 

One and two face clear, 6- to 16-foot, 1x4- 
inch or 1x4-5-inch, $50; 1x5-inch, $55. 


4/4 ... 85.00 65.00 50.00 32.00 14.00 
5/4 - 90.00 70.00 60.00 38.00 18.00 
6/4 ... 105.00 85.00 70.00 40.00 18.00 
8/4 ... 110.00 90.00 75.00 45.00 18.00 
HarRD MAPLE— 
4/4 ... 58.00 48.00 36.00 26.00 13.00 
5/4 ... 70.00 50.00 40.00 28.00 16.00 
6-4 . 75.00 55.00 40.00 30.00 16.00 
8/4 .. 75.00 55.00 45.00 32.00 16.00 
10/4 . 90.00 70.00 60.00 40.00 cme 
12/4 - 110.00 90.00 80.0 42.00 date 
16/4 150.00 130.00 120.00 se'se ae 
Harp MAPLE RovuGH FLOORING STOCK— 
No. 1 No.2 No. 3A 
com. com. com. 
OM. 2522020 desaswoneaee $34.00 $24.00 $16.00 
5/4 .. avanaeee ee 36.00 26.00 18.00 
 opecexsineshereseurs ee 28.00 18.00 
BEECH— 
No. 2 and better 
CEE” csunpadca deka wants eseneer eases 8.00 
EPG. sasntenans i tas alain dare Rae aaa ee 44.00 
FAS Sel. No. 1 No.2 No.8 
Oe. cases $66.00 $56.00 $46.00 $32.00 $22.00 


Additions for special widths of No. 1 and 
better in all hardwoods, standard lengths, are: 
8-inch and wider, $10; 10-inch and wider, $20; 
12-inch and wider, $30 


OAK FLOORING 


Following are averages of actual carlot 
sales prices of oak flooring, Memphis (Tenn.) 
basis, as reported to the Oak Flooring Manu- 
facturers’ Association for business done dur- 





ing the week ended July 11: 

18x24,” j§x1%” %x2” %x1%” 
Clr. qtd. wht.....$89.74 $68.00 eee 958.00 
Clr. qtd. red.... 71.50 eae os 53.00 
ee: Gee: Wieacss aye wea bes 44.00 
Sel. qtd. red.... 44.62 guns my, 44.00 
Clr. pIn. wht..... 61.48 43.40 $50.00 41.09 
Cir. pln. red.... 50.99 44.04 41.15 38.81 
Sel. pln. wht.... 41.68 36.60 34.30 29.55 
Sel. pln. red.... 39.54 37.98 31.78 29.95 
No. 1 com W... 24.13 22.67 21.00 20.80 
No. 1 com R.... 22.10 21.67 18.00 18.31 
mek 2 - OO. c0:%0% 11.83 ate 11.00 5.00 

1%x2” 1%4x1%” $,x2” $x1%” 

Clr. qtd. wht.....$69.50 $69.50 ‘ ae 
> J? a re 67.50 
Oat. O06 OB. ccs cose 52.50 ate 
Clr. pln. wht.... 48.38 cane OO8.56 
Clr. pln. red.... 49.50 48.50 ai 
Sel. pln. wht.... 34.00 in 45.50 
Sel. pln. red.... 31.68 = Sa 
me © GONE Wasc sexs 22.50 
No. 1 com R.... 24.10 20.50 
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PRICES OF SOUTHERN HARDWOODS 





Following were average sales prices received from southern hardwoods during the week ended July 14, Chicago basis: 
, 4/4 5/4 6/4 8/4 4/4 5/4 6/4 8/4 
RED GUM— AsH— 
Qtd. FAS .. 70.00 73.50 76.00 92.25 = aia oa : 
gh oc ey. rahi ee 16.50 49-75 ag ert ee tibeduswiesn <sdedeaameeraas 88.25@ 85.00 
Pin. FAS... 67.25@ 73.00 67.25@ 73.00 77.50 j= ..sceccccees ae NE EE Qe ee ee eS PSE SS ORES 
No. 1&sel. 39.25@ 43.50 47.00  §«--ceccccccccee socccccecene POPLAR— 
a. SL RE SEE Seteeerscses Anaveeaseaiee “adasenindeas Pin. Pnl. & oo 
“te WG, cecce covvvsvcvece | a ee ee ee en 
= 4. FAS $5.00 FAS .. Ce! \ncots caw es eemeekaane _Daxtteades 
WEE. FAS. 20.00 | cw fe etttete See asses aa pee a soe eg A CR at maitre iwhinlawaiacnarhae  acbiasite 
No. 1&sel. 32.75@ 35.50 34.75 33.00 32.00@ 34.50 No. 1 com eee, ee on SESE eer eS See ee 
Pin. FAS, s a , ee «VG “. 4 eececeseseseos sscecece oe 8 8 92 92 oe Sway 
Se Oe, PATE GOR cccasicieses Eeeengineris ssevencseses ao ial 9750 °° °°" = ae aoe See 
FAS .. 33.25@ 37.75 40.25 Oo, oe eae ee REARS, NINES Sa eae sane 
No. l&sel. 26.25@ 33.50 32.00@ 33.00 30.25@ 32.75 36.25@ 37.00 TUPELO— 
No. 2 ... 22.00@ 24.75 23 75@ i cissvame nwa  € iecwaw care & Pin. FAS - 35 25 @ 5.50 ee ee ee ae ee ee 
WHITE OAK— nk: Ce Se cKenbeeceens, Ghlaviasdecwee de eaeMSeaTOUS 
Qtd. FAS .114.25 134.25 Se... gevereune wes Sorr ELM— 
Pin. FAS . 63.50@ 84.75 83.50@ 96.00 86.50@ 87.00 96.75 PE OCs ei cierelaved SPER EKKees wh ebRewiew ead 25.25 
No. 1l&sel. 43.00@ 48.00 50.25@ 54.50 54.25@ 59.00 65.75 CorTron woop 
No. 1 com. 46.25 eee e terres ceeeeeseeces coecreesecee FAS 32.95 
NO, 2. - $3.00@ 33.25 ...0..0-00+ serescreeees seserseerens No, 1&sel. .) 28.25 ean vcne ogeimcomier waeeicantee 
- oo a. ee #8 8 wemwereDiaee CENPRCENK ERE EMRE ROR O RES ie aaah °27'00@ 27.75 29.75 cnabiieeie. ccuinitLe tl 
ED OAK— ; : 
Pin. FAS 58.00@ 67.50 65.00@ 76.00 65.00@ 72.75 ........206- MAGNOLIA— ' 
No. 1&sel. 38.00@ 46.50 51.75 50.00@ 54.50 57.25 S maga TD . - or PERRIS HrRReas estes sé 
f 5° GEE Sai at Sk i eR IRS 62.50 No. 1& 39.09 (a o.49 
_ - = 29.50 te RE ea Ae ‘ 5 * SE a a a ce a ee 2s. 2 0606 Mee tenets “Babee Garigba 
ns See 8 Bee ERRORS Geestesbuens eeeerengeems BLack GUM— 
MIxED OAK— Qtd. FAS .. wcceeeereece ceecccevcces seceeveccens 49.25 
DT. deetatvorsaa ae vasneeanes fo A ee ee eee ee Pe Te SEE SEM. Gaccaccnkese, Sesaerenseea 36.25 
Cincinnati, Ohio, July 20.—-Average whole- 


sale prices, carloads, Cincinnati base, on Ap- 
palachian “soft texture” hardwoods: 


PLAIN WHITE OAK— 


4/4 5&6/4 8/4 

a ee $85@100 $100@115 $105@120 

No. 1 com.&sel. 45@ 50 60 65 70@ 75 

No. 2 com..... 30@ 33 38@ 40 

No. 3 com..... 20@ 22 24@ 26 26@ 28 

Sd. wormy ... 38@ 40 55@ 57 60@ 62 
PLAIN RED OAK— 

| Pee 66@ 82 se 85 90@100 

No. 1 com.&sel. 38@ 50 52@ 55 58 62 

No. 2 com..... 28@ 30 36@ 38 38 40 

No. 3 com..... 20@ 22 27@ 30 28@ 30 
CHESTNUT— 

ate eh 70@ 75 85@ 90 95@100 
No. 1 com..... 43@ 46 ht 59 60 65 
No. 3 com..... 20@ 21 20 21 20@ 21 
Sd. wormy & 

No. 2 com... 28@ 31 82@ 35 36@ 38 
No. 1 & btr. sd. 

wormy ..... 31@ 35 383@ 36 38@ 40 

PoPpLAR— 
Panel & No. 1, 

18” & wdr -130@135 tit Set 150@155 
Pe ssnaaoded 85@100 105@115 120@130 
Saps & sel.... 60 75 80@ 90 +t Set 
> Bee 48 52 55 6 60 65 
a, Dk oxeens 33 36 380 43 39 48 
ee ee. omens 24@ 26 28 30 29 31 

MAPLE— 
7 roe 70 75 uy 4 78 78 80 
No. 1 com.&sel. 45 50 52@ 55 57 60 
No. 2 com..... 33@ 36 38@ 41 39 42 





MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of northern hard maple flooring as re- 
ported to the Maple Flooring Manufacturers 
Association, averaged as follows f. o. b. cars 
flooring mill basis during the week ended 


July 18: 
First Second Third 
Ger $57.11 $46.34 $28.78 
OO —E a 59.2 eee aa 





END DRIED WHITE MAPLE 


Prices on end dried white maple, f. o. bh 
mills, lower Michigan: 
FA No. 1 & sel. 
4/4 enero ace -++-$110.00 $ 85.00 
5/4 ‘ enesaneneees e 115.00 90.00 
tt: sktvetibiaeet ewaqenni 120.00 95.00 
a’. cesekeee nanesnekenie - 125.00 100.00 
Dre aseves neseseces ee 125.00 
EO seecesseccceeses cooee Some 135.048 





WEST COAST LOGS 


Everett, Wash., July 18.—List prices of logs: 


Fir: Olympia and surrounding territory: No. 
1, $16; No. 2, $12; No. 3, $8. 

In territory north of the Olympia territory, 
the majority of camps are down, and loggers 
are refusing to meet the Olympia territory 
price, and are holding for the following list 
price, which is nominally a matter of individ- 
ual sales: No. 1, $18; No. 2, $14; No. 3, $10. 





Cedar: Shingle logs, $8@19; lumber logs, 
$19@20. 

Hemlock: No. 2, $10.50@12.50; No. 3, $9@ 
11. 

Spruce: No. 1, $20; No. 2, $15; No. 3, $10. 


This Week's Market Reports 


For Editorial Review of Current Market Conditions See Page 25 


NORTHERN PINE 


BUFFALO, N. Y., July 21.—Northern pine 
prices are about holding their own and the 
outlook is for a firmer market this fall 
should trade show the expected improve- 
ment. Mill stocks, as well as those of whole- 
salers, are not up to former levels, and it 
is not easy to obtain some of the items that 
are specified in inquiries. 


EASTERN SPRUCE 


NEW YORK, July 21.—While the small 
volume of the eastern spruce demand makes 
it hard to determine the market trend, prices 
seem a good deal softer than in some time. 
Buying, except in the smallest parcels, has 
nearly ceased, and there is very little inquiry. 


BOSTON, MASS., July 21.—Demand for east- 
ern spruce frames is quite limited and prices, 
which show a generally easy tone, vary con- 
siderably. Wholesalers are asking around 
$35@36 base. Random lengths are moving 
slowly. Boards are distinctly dull and cheap. 
Ordinary merchantable 5-inch and up wide, 
8-foot and up long, DIS, can be bought 
around $25@26, and for clipped boards $30 
is about top figure. Lath are more plentiful, 
orders scarce and prices easier, viz., 15-inch, 
$4.75@4.85; 14-inch, $3.50@3.75. 


CYPRESS 


CINCINNATI, OHIO, July 20.—Buying of 
cypress is restricted to hand-to-mouth lots, 
although some factory lumber has been sold 
in mixed carlots in the East and North. 
Some finish and tank grades are also moving, 
at unchanged prices. Wholesalers report very 
little demand from contractors. Wholesalers 
complain of prices, but say there is little 
chance of an advance for several months. 


BALTIMORE, MD., July 20.—That the dis- 
tributors of cypress have after long resist- 
ance found the bearish conditions too strong 
to stand against must be admitted. Uncer- 
tainty as to the market range tends to create 
a feeling of decided hesitancy in placing or- 
ders. With some signs of a stiffening evi- 
dent, inquiry may be expected to pick up. 
Ordinary grades able to hold their own, 
while high grade Gulf lumber displays an 
element of strength. 


DOUGLAS FIR 


NEW YORK, July 21.—Shipments of Doug- 
las fir into this market were at maximum 
all week, and are expected to continue heavy. 
Boat space is hard to get, and the steamship 
lines are having no trouble closing Septem- 
ber contracts at $10.50. The movement to the 
retail yards and other buyers was not heavy, 





and prices were low. Stocks on hand in the 
metropolitan area are large, but wholesalers 
seem to feel that three months of normal 
trade would bring them down to a reasonable 
level. Some future construction work may 
be expected from the reports of the suburban 
real estate dealers, who claim to have dis- 
posed of large numbers of cheap building lots 
recently. 


KANSAS CITY, MO., July 21.—There was a 
little inquiry from railroads, but generally 
the sales have been very limited. Yard buy- 
ing is mostly in mixed cars for immediate 
shipment, but is very light. Prices are hold- 
ing fairly firm, except on boards and dimen- 
sion. 


BALTIMORE, MD., July 20.—The inquiry 
is held down and desultory. Uncertain ocean 
freights make for hesitancy. Some of the 
steamship lines have marked up their rates, 
while others continue to make bookings at 
the old figures. The competition of eastern 
stocks has to be met, eastern producers be- 
ing determined to hold their trade at all 
hazards. 


WESTERN PINES 


CHICAGO, July 22.—Crabbing as to prices, 
volume and other unsatisfactory matters 
continues, but it is noticed that those lum- 
bermen who philosophically accept the situa- 
tion, who have absolutely no intention of 
taking up any other-business but the lumber 
business, and who keep everlastingly at the 
trade, get a fairly steady volume of orders 
each week. They are mostly from the out- 
lying territory, however, not from the city, 
although one distributer said, “We're selling 
western pines in small amounts to city re- 


tailers and industrials, too.” 
NEW YORK, July 21.—Pondosa is selling 
very slowly. There is no price level that 


can be maintained from one hour to the next, 
any price being accepted by some seller. A 
good quantity of California Ponderosa pine 
is being handled, but at very unsatisfactory 
prices. Orders are scattered, and are not 
being placed in quantity by any one class of 
consumer. 


KANSAS CITY, MO., July 21.—Demand was 
only fair, and inquiry declined somewhat, 
during the week. Long dimension stuff is in 
good demand locally. 


BUFFALO, N. Y., July 21.—Some whole- 
salers are finding the situation in the west- 
ern pines a little brighter, and more con- 
cerns are beginning to make inquiries. Buy- 
ing has been small for some time, and it is 
necessary to make occasional additions to 
supplies. California pine prices remain 
about the same, with a few items higher. 
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Idaho pine is steady. Pondosa pine is a 
little stronger, and some mills have with- 
drawn former quotations. 


HEMLOCK 


NEW YORK, July 21.—Not much inquiry 
has been received for western hemlock in the 
last week. Eastern hemlock boards of the 
higher grades have had a quiet demand that 
about equals the small shipments coming in 
from the mills. Prices on both varieties are 
steady, but inclined to favor the buyer. 

BOSTON, MASS., July 21.—The market for 
eastern and northern hemlock is very dull. 
Clipped boards are offered at $26@27, and 
random at $25. <A recent sale of extra de- 
sirable lengths of random boards was re- 
ported made f. o. b. a New Hampshire mill 
at $23. Some hemlock dimension, scantling 
and plank is being sold by country mills for 
local construction, but there is very little 
being done with city yards. Little is being 
done in western hemlock for mill shipment, 
quoted around $12.50@13 off page 11%, At- 
lantic differentials on Boston dock. There is 
some activity in transits. 


HARDWOODS 


CHICAGO, July 22.—Volume of hardwood 
sales is on the up-swing, but prices have not 
been improved, except in special instances, 
such as 4/4 No. 3 basswood, the scarcity of 
which has caused a stiffening of quotations 
in some quarters. 


CINCINNATI, OHIO, July 20.—Considerably 
more activity in inquiry for sap gum and 
southern oak has developed of late, from both 
body builders and furniture factories, and 
wholesalers report more buying done as well. 
Prices are still at rock bottom, though sev- 
eral items, dry stocks of which are not so 
plentiful, are stiffening. Several good deals in 
dimension are reported to be under way. 


NEW YORK, July 21.—Hardwood stocks in 
the retail lumber yards here continued to 
move into the consumers’ hands steadily, but 
at poor prices all of last week. The con- 
tinuation of such trade, it was said in whole- 
sale circles, must eventually send prices up 
again, as the retailers are doing very little 
buying themselves. Wholesale volume was 
higher than in the previous week, but ship- 
ments into the metropolitan area are still well 
below consumption. Inquiries were numer- 
ous, and competition for orders brisk. A 
great many inquiries from Europe were re- 
ported, especially from England, where there 
is a steady demand for all grades of oak, 
but very few export orders were closed. 





BALTIMORE, MD., July 20.—That there is 
as yet a marked lack of unanimity in prices 
will be admitted, but a positive shortage of 
stocks should soon become apparent to every- 
one, and bring about a strengthening. 


BUFFALO, N. Y., July 21.—The hardwood 
yards are all reporting business quiet, with 
buyers more interested in vacations than in 
adding to their stocks. Stocks held by con- 
sumers are down to a minimum in most cases. 
Prices are unsettled, but some items are 
Strong, including inch FAS plain white oak. 


SOUTHERN PINE 


CHICAGO, July 22.—The prices of southern 
Pine remain at their old doubtful and hectic 
Stages in this big market, although a ma- 
Jority of distributers report that the volume 
is showing some slight improvement. 








NEW YORK, July 21.—Longleaf special cut- 
ting was in a little better demand last week, 
but there were no inquiries from the large 





buyers, either railroad or industrial. No in- 
crease in rail rates is expected. Stock on 


hand in the Port Newark area was reported 
to be showing a steady decrease. Wholesalers 
and representatives reiterated their decision 
not to let their lumber go at profitless prices, 





but buyers seemed to have no difficulty in 
finding good lumber cheaply. 

CINCINNATI, OHIO, July 20.— Southern 
Pine 


) is somewhat slower, but there has been 
little or no change in prices in the last fort- 
night. Some items of dimension and No. 3 
boards are inclined to be tighter, and prices 
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on these are up 50 cents to $1. Shiplap and 
similar common lumber are in good supply, 
but there is comparatively little call for them. 
Prices are weaker, and the general market 
is dull. Building is slow. 





KANSAS CITY, MO., July 21. 
ern pine mills in this district are running 
only two days a week, yet sales are only 
slightly above production. Sales managers 
say they are having difficulty moving any- 
thing but badly mixed cars to yards, and because 
of badly broken mill stocks they are expe- 
riencing some difficulty filling these orders. 
Nos. 2 and 3 boards are about the only items 
showing any tightness. 





Some south- 





BALTIMORE, MD., July 20.—Longleaf mills 
seem still to be finding takers for the stocks 
turned out. There is a disposition among the 
dealers here to resist requests for conces- 
sions. The North Carolina pine movement is 
down to low levels. The demand from box 
factories, builders and other consumers con- 
tinues about as it has been, with the stocks 
on the wharves rather larger than they were 
for a time. 

BOSTON, MASS., July 21.—Southern pine 
quotations indicate that sellers are urgent 
for orders. Air dried 7-inch roofers sell at 
around $21@21.50. There is a modest and 
fairly even demand for partition, currently 
quoted $38@40.50 for B&better. Flooring 
prices look rather easier. Quotations, 1x4- 
inch shortleaf and longleaf: Bé&better rift, 
$64@75; C rift, $51@56; B&better flat, $3 
@40. Some Bé&better near rift is offered 
more or less freely at $52.25@54, and is get- 
ting more attention than any other grade. 


SHINGLES AND LATH 


KANSAS CITY, MO., 21.—Lack of 





July 


building has limited sales of both shingles 
and lath. 
NEW YORK, July 21.—Not much activity 


is to be noticed in the boxboard market. Such 
woods as red oak are being used to make 
packing cases, and the demand for white pine 


boxboards is slight. Commission men who 
booked orders some months ago for present 
delivery are realizing nice profits by filling 
them at current prices. 

BOSTON, MASS., July 21.—The boxboard 


market is quiet throughout and the tone of 
prices is easy. Producers are having much 
trouble about inducing buyers to accept any 
shipments on old contracts. Box and shook 
manufacturers who contracted to pay $24@25 
for long run round edge white pine inch 
boxboards, now find it possible to pick up 
fairly satisfactory dry boards around $20@22. 
There are odd lots of inferior boxboards to 
be had for much less. 


CLAPBOARDS 


BOSTON, MASS., 
trade is dull. 


July 21.—The clapboard 
Retailers find their light stocks 


adequate. Eastern spruce and native white 
pine clapboards are scarce, and quotations 
are fairly steady. West Coast clapboards 


are urgently offered, and prices are inclined 
to sag, especially so in the case of red cedar. 





News Letters 


(Continued from Page 59) 


bright feature is the good corn crop already 
made. In spite of low prices for farm prod- 
ucts, there is most always a fair amount of 
business when cotton growers produce a fair 
feed crop. There has been a slight pick-up 
in buying by dealers in Texas and Oklahoma. 
Some lumber is being required to build gran- 











aries, and the demand may show some in- 
crease during the remainder of the present 
month. 


The railroads are buying more grain doors 
than they expected to use sixty days ago. 
Several mills report having sold their entire 
stock of grain door lumber, while other mills 
have materially reduced their available sup- 
ply. Demand from railroads has helped re- 
duce stocks of low grade lumber. Inquiries 
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for other railroad material also are more nu- 
merous than they have been for a long time. 
No. 1 6-inch car lining is in good demand, 
especially 18 foot, which is in limited sup- 
ply. Several inquiries are out for 4-inch 
B&better car siding. 

Curtailed output during the last few weeks 
has resulted in some items becoming scarce, 
especially 2x4-inch No. 1 dimension, 10-, 18- 
and 20-foot. These lengths in No. 2, along 
with 2x12-inch No. 1 18- and 20-foot drop 
siding, are in rather limited supply in all 
grades. In No. 1 boards, 1x12-inch, 10-, 18- 
and 20-foot are scarce, and in No. 2 boards 
the 10- and 20-foot are in low supply. Ship- 
ments and new orders are running ahead of 
production by a comfortable margin and ad- 
ditional scarce items likely to be added to 
general lists before long. 

There has been a noticeable improvement 
in demand for Nos. 1 and 2 lath. Several 
straight-car sales have been made, and a 
number of live inquiries are out. Buyers are 
trying to find the lowest prices but have 
reached the point where it will be necessary 
to make purchases in the near future. 


Laurel, Miss. 


July 20.—The present price range on south- 
ern pine is far below the cost of production. 
For the last several months, there has been 
considerable curtailment, but no reduction in 
mill inventories. This month, most manufac- 
turers throughout this section are curtailing 
even more, and a number are closing entirely 
for an indefinite period. Eastman, Gardiner 
& Co., Wausau-Southern Lumber Co. and Pas- 
cagoula Hardwood Co. have closed. their 
plants indefinitely. Eastman-Gardiner Hard- 
wood Co. and E. L. Bruce Co. are running 
only 50 percent, and the Newman Lumber 
Co., Sumrall, has closed completely. Others 
are operating only two or three days a week, 
for shorter hours. 


St. Louis, Mo. 


July 21.—There is no change reported in 
the market here, and prices continue steady. 
Southern pine sales are lagging and West 
Coast sales show no improvement. Demand 
is for mixed-car loadings covering a wide 
range of items. Retailers report no improve- 
ment in demand. 

No. 2 southern pine boards continue scarce, 
particularly with larger mills. No. 2 boards, 
8- and 10-inch, are $18.50@19; large mill, 
$20@20.50 for straight cars, $22@22.50 for 
mixed-car loading. B&better flat grain floor- 
ing is $29 for transits and small-mill loading; 
large-mill stock is $31.50, with specified load- 
ing in mixed cars $32.50@33.50; surplus 10- 
and 12-foot, $28 in straight cars; 16-, 18- and 
20-foot, 35. B&better car siding, 1x4-inch, 
9-foot, is $32; 10-foot, $29; No. 1 car lining, 
1x6-inch, 16-foot, $26.50@27.50; 18-foot, $33.50 


@ 34.50. Dimension, 2x4-inch, 10- to 20-foot, 
transit cars, small-mill loading, is $20@21; 


8-, 9- and 10-foot are $17@18. 

West Coast representatives report that No. 
3 common is holding its own, with increased 
sales, which should inevitably bring about an 
increase in the price of No. 2 common boards. 
The demand for timbers for stock continues 
at the same low level. No. 1 fir dimension is 
$11@12 off Rail B list for air dried stock; 
kiln dried dimension is $9@9.50 off in straight 
cars, with an additional $1 for mixed-car 
loading. Slash grain fir flooring, 1x4-inch, is 
$29.50 for Rail B loading, $29 for Rail C load- 


ing. Edge grain fir flooring is $38.50@39 for 
Rail B loading. Mixed loadings are bring- 
ing $1 over the above prices, which refer 
only to straight cars. B&better 1x6-inch fir 
drop siding, random lengths, is $30; straight 
cars, 16- to 20-foot, $33.50. Inch fir finish, 


assorted as to widths and lengths, is $49.50; 
5/4, $55.50. 
All above prices are delivered St. Louis. 


Oak flooring representatives report a slight 


stiffening in prices of the more popular 
grades and sizes. Flooring mills continue 
to curtail. 

Ray B. Cox, of the Built-In Fixture Co., 


Berkeley, Calif., and president of the Oakland 
Hoo-Hoo Club, was here on Saturday en route 
to Chicago on business. 

Harlan K. Nygaard, sales manager Weather- 
best Stained Shingle Co., North Tonawanda, 
N. Y., stopped over for a day last week en 


route from Chicago to New York. 
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Week’s Record of Deaths in Lumber World 


JOHN R. SHAW, 
lumberman of 


SR., veteran wholesale 
Detroit, Mich., and well known 


in the lumber trade, died Saturday_morning, 
July 18, just one day before his 67th birth- 
day. Mr. Shaw became ill on the preceding 


Monday while at his summer home on Hickory 
Island, and died in Henry Ford Hospital. He 
had been in good health and was actively en- 
gaged in his business up to the time of his 
illness. John R. Shaw was a native of Green- 
ville, Mich., and received his education there. 
He moved to Detroit in 1887 and entered the 
employ of J. A. Crosby Lumber Co. Later 
he went on the road for the M. B. Farrin 


Lumber Co., of Cincinnati, and then for the 
Grayson & McLeod Lumber Co., of St. Louis. 
He has represented the latter firm ever since 


its organization. In 1887 Mr. Shaw entered 
the wholesale lumber business on his own 
account and handled the product of many of 
the larger mills including that of Anderson 


& Middleton Lumber Co. and the R. C. Miller 
Cedar Lumber Co. and other western con- 
cerns. An active association worker Mr. Shaw 


held offices in some of the associations, par- 
ticularly the Michigan Association of Travel- 


ing Lumber & Sash & Door Salesmen, and 
was one of the famous “Old Guard” of De- 
troit. He was also one of the very early 


members of Hoo-Hoo. Mr. Shaw was a Ma- 
son and was an ardent curler, being at one 
time president of the Detroit Curling Club. 
He was also president of the Hickory Island 
Association and a member of the Grosse lle 
Golf Club and Country Club. The AMERICAN 
LUMBERMAN mourns the passing of an old 
friend in the death of John R. Shaw, who 
was one of its oldest subscribers, and a gen- 
erous and appreciative reader. He leaves a 
widow, Mrs. Harriet Madison Shaw, and two 
sons: John R., jr., who was in business with 
him, and Herbert M., of Ann Arbor; also two 
sisters. 


ROBERT A. WELLER, manager of Weller 
gros.’ yard at Ord, Neb., and youngest son 
of R. B. Weller, of Omaha, president of the 


line-yard concern, died July 17 from inhala- 
tion of carbon monoxide gas from his auto- 
mobile. Mr. Weller was 25 years of age, and 
his engagement to Miss Mary Woodland, of 
Omaha, had been announced only a few weeks 
ago. He was graduated from the University of 
Nebraska in 1928, and was a member of Beta 
Theta Pi fraternity. jefore entering the uni- 
versity he attended the Central High School 
in Omaha, where he was a major in the cadet 
battalion. After completing his education he 
spent some time in the company’s general 
office in Omaha, after which he worked as 
yardman in the Ord yard for a year or more, 
and a few months ago was appointed mana- 
ger. Of a rather quiet disposition, Robert 
Weller was possessed of sterling qualities, and 
was highly popular with his friends and as- 
sociates. Besides his parents he is survived 
by a brother, Frederick, who occupies an ex- 
ecutive position in the company’s Omaha of- 
fice; a sister, Dorothy, of Omaha, and an- 
other sister, Mrs. Henry C. Hodges, of Creigh- 


ton, Neb., wife of the manager of the com- 
pany’s yard at that point. 
E. H. STANTON, president of the Chinook 


Lumber Co., and vice-president of the Wash- 


ington Trust Co., died at his home in Spo- 
kane, Wash., the evening of July 14. Mr. 


Stanton had been working as usual until five 
o'clock of that day and a heart attack suf- 
fered a few hours later caused his death. 
Mr. Stanton was born at Bartlett, N. H., in 
1859, having moved to Spokane in 1890 when 
he established a wholesale and retail meat 


packing plant. In*March, 1930. Mr. Stanton 
purchased the entire holdings of D. C. Hed- 
lund and family in the Hedlund Lumber & 


Manufacturing Co., a deal involving property 
said to have an inventory value of $2,000,000. 
He reorganized the company and named it the 
Chinook Lumber Co. The Chinook Lumber 
Co, owns two sawmills, one at Spokane and 
the other at West Fork in Ferry County, 
Washington, with 21 miles of standard gauge 
railroad. The deal included timber which, 
when purchased by Hedlund interests in 1926, 
was described as 67,000,000 feet in the Col- 
ville national forest. Mr. Stanton was mar- 
ried February 4, 1884, to Miss Cora Conley, 
also of New Hampshire, who survives him. 
Also surviving is their son, Fred Stanton, 
who has been actively associated with his 
father in his business’ enterprises. One 
brother, Woodbury L. Stanton, survives at 
3artlett, N. 


Cc. E NAYLOR, a widely known lumber- 
man of Essex and Sandwich, Ont., died at his 
home in Essex, on July 13, at the age of 72. 
He had been in ill health for some time. Mr. 
Naylor was born in Essex, the son of the 
late William Naylor, a pioneer flour miller. 
After the flour mill had been disposed of 


Cc. E. Naylor interested himself in the lumber 
business and founded the Naylor-Osborne 
Lumber Co. of Essex, operating a planing 
mill and yard there and a yard at Wheatley. 
Mr. Naylor was also actively associated with 
A. W. Osborne in the Sandwich Lumber Co., 
while his brother, J. L. Naylor, took over the 
management of the Essex and Wheatley 
yards. Mr. Naylor was twice married. His 
first wife died fifteen years ago. Two of 
their children survive, Dr. Archibald Naylor, 
of Detroit, and Mrs. A. BE. Benson, of Essex. 
Mr. Naylor’s second wife survives him. Mr. 
Naylor was long associated with the work of 
the former Methodist Church and later with 
the United Church. For many years he was 
a local preacher and Sunday school superin- 
tendent in Essex. He was an old-time Lib- 
eral in politics and was frequently offered the 
nomination for South Essex, in Parliament, 
but refused to accept it. The only public 
office he held was that of a member of the 
Essex High School Board. 


FRED E. ROWLEY, who had been engaged 
in the lumber business at Palmyra, im 
since 1911, died at his home there on July 
16, aged 76. He was born in Bolivar, N. Y. 


’ 
and when a young man moved to Port Alle- 
gany, Pa., where he went into the lumber 
business. Later he moved to Palmyra and 
bought out the lumber business of the late 
John Bulmer. A Democrat in politics, he 
served as burgess and village president in 
Port Allegany and a trustee for two four- 


year terms at Palmyra. He resigned the lat- 
ter office to accept the nomination as village 
president, being a candidate on both the 
Democratic and Republican tickets. He was a 
member of Palmyra Lodge, F. & A. M.; Pal- 
myra Eagle Chapter, R. A. M.; Zenobia Com- 


mandery, K. T.; Damascus Temple, A. A. O. 
N. M. S., and Olean Consistery, A. A. S. R. 


Surviving are his widow, 
sons, Joel W. and Cortlandt 
ter, Mary V., all 
A. B. Rowley, 


Elizabeth C.; two 
W., and a daugh- 
of Palmyra, and a brother, 
Providence, R. 


THBODORE SCHLITZ, well known Gulf 
Coast distributor of lumber, died at his home 
in New Orleans, La., on Saturday, July 18, 
after an illness of one month. Mr. Schlitz 
was 48 years old and was a native of Han- 
over, Germany. He had been in America for 
twenty-two years and was a resident of New 
Orleans for fifteen years, Where he was promi- 
nent in business circles. He was a member 
of the New Orleans Athletic Club. Mr. 
Schlitz is survived by a widow. 





Cc. B. POSTELL, aged 34, 
wholesale lumberman of Gainesville, 
died at 5:30 P. M., July 17, of injuries sus- 
tained when a plane he was piloting cracked 
up in a forced landing at McMinnville, Tenn. 
Witnesses said the motor apparently failed in 
midair and the plane nose-dived after Mr. Pos- 
tell had maneuvered it to within six feet of 
the ground Fifteen minutes was required to 
extricate him from the wreckage. Mr. Pos- 
tell told hospital attaches he was observing 
various phases of the lumber business on 
this trip through the South. He was a well 
known lumberman of the south Georgia and 
Florida territory. For several years he main- 
tained an office at Thomasville, Ga., later 
moving to Gainesville, Fla., to be near the 
longleaf pine belt and to keep in closer con- 
tact with the large pine mills in Florida. 


known 
Fla., 


widely 


MRS. 
H. Boor, 
dead 
nine 
she 
two 


KAOKA BOOR, aged 76, 
Tippecanoe, Ohio, lumber 
at her home in that city 
months’ illness. 3esides 
is survived by one son 
brothers, 


of B. 
dealer, is 
following a 
her husband, 
and sister and 


wife 


FREDERICK W. AYERS, vice-president of 
the Ayers-Whitmer Lumber Co., Niagara Falls, 
N. Y., died at his home in that city on July 
16th, aged 64. He had been ill for the past 
two years. He was a member of the Buffalo 
Trap & Field Club and the Niagara Falls Rifle 
and Gun Club; also of Corning Lodge, I. O. 
O. F., and Niagara Falls Lodge, B. P. O. E. 
Surviving are his widow, two brothers and 
four sisters. 


MRS. MARGARET SULLIVAN, widow of 
Timothy Sullivan, who established the lumber 
business of T. Sullivan & Co. at Buffalo, 
N. Y., in 1888, died at Niagara-on-the-Lake, 
Ont., on July 14, in her 89th year. She was 
a leading member of the Lafayette Avenue 
Baptist Church for many years. To Mr. and 
Mrs. Sullivan were born three sons, who be- 
came prominent in the lumber business, be- 
sides a daughter, Mrs. John R. Gray. Two 


of the sons are living: Fred M., who contin- 
ued the business established by his father 
and Frank T. Sullivan, head of the Fra , 


- nk 
Sullivan Lumber Co. The third son, Willian, 
H., who died in 1929, was vice-president o¢ 


the Great Southern Lumber Co., Bogalusa 
La. Mrs. Sullivan remained in good health 
in her latter years and spent the winter 


! S reg- 

ularly at her son’s home in Bogalusa rj 

to his death. eit oad 
WILLIAM CLAPSADDLE, aged 76, known 


throughout northeastern Ohio as a wholesale 


lumber dealer, died at his home in Lisbon 
Ohio, Friday, July 18, from internal injuries 
he sustained more than a 


year ago when 
thrown from a truck loaded with lumber. He 
was born in Wayne township and located in 
Lisbon when a boy. He had always been en- 
gaged in carlot lumber business and dealt 
extensively with railroads. His wife, two 
brothers and three sisters survive. 





CHARLES P. KUNTZ, 67 years old, for 
years a lumber dealer of Newcastle, Ind., be- 
ing head of the Kuntz Lumber Co. there, died 
recently in Ashtabula, Ohio, following a heart 
attack. Mr. Kuntz is survived by a widow, 
Elizabeth Kuntz; five daughters: Helen, Lou- 
ise and Dorothy Kuntz, all at home; Edith 
Kuntz, of Indianapolis, and Mrs. Edwin Nie- 
denthal, of Newcastle, Ind., and one 


son, 
Robert Kuntz, at home. 


MRS. CAROL G. TOLERTON, aged 29, wife 
of Robert I. Tolerton, secretary of the Toler- 
ton Co., Alliance, Ohio, died Friday, July 18, 
at her home in that city. Besides her hus- 
band, she leaves a son. 
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Week's Loadings of Revenue Freight 
A report of the car service division of the 
American Railway Association shows that the 
revenue freight loadings for the week ended 
July 11, 1931, totaled 763,581 cars, as follows: 


Forest products, 26,170 cars (an increase of 
1,275 cars over the preceding week); grain, 
60,121 cars; livestock, 18,147 cars; coal, 110,- 
127 cars; coke, 5,085 cars; ore, 36,288 cars; 
merchandise, 215,853 cars, and miscellaneous, 
291,790 cars. The total loadings during the 
week ended July 11 show an increase of 95,- 
702 cars over the week immediately preced- 


ing, which included Independence Day. 





Carolina-Central Rate Too High 


WASHINGTON, D. C., July 20.—In a proposed 
report in Docket No. 23892—Hoffman Lumber 
Co. and others vs. Atlantic Coast Line Rail- 
road Co. and others—Examiner W. R. Bren- 
nan recommends that the Interstate Com- 
merce Commission find unreasonable, but not 
otherwise unlawful, rates on lumber and its 
products from points in South Carolina to 
destinations in Central territory. He recom- 
mends that rates for the future between these 
points do not exceed 20 percent of the applica- 
ble first-class rates from and to the same 
points. 








Gets Refund on Doors and Sash 


WASHINGTON, D. C., July 
issued in Docket No. 
Commerce Commission directs the Southern 
Pacific Co. and other carriers to pay to the 
Weed Lumber Co., Weed, Calif., something 
more than $1,000 on account of unreasonable 
rates charged for the transportation of nu- 
merous carloads of doors and unglazed sash 
from Pacific coast groups to Trunk-line and 
New England territories. This is an old case, 
in which several reparation orders have been 
issued. 


20.—In an order 
8819, the Interstate 





Trouble and Litigation 


NEW ORLEANS, LA., July 21.—Receciver- 


ship for Higgins Industries (Inc.), including 
the Higgins Lumber & Export Co. subsidiary, 
has been asked in district court here. 
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